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J “GENUINE DETROIT” \ 
GLASS BODY OIL CUPS | 





Series No. 400 Series No. 500 . Series No. 609 


These Cil Cups are well and strongly constructed throughout. The bodies of pressed brass 
and the sight feed posts of rod brass, are so combined as to make a stronger and more substantial 
construction than the ordinary cast brass type. They thus better withstand excessive vibration. 


Their appearance is attractive. 


The Filler Cover is provided with a spring that instantly snaps back when released, thus keep- 
ing the oil filling hole closed at all times. 





DETROIT LUBRICATOR (OMPANY. 


DETROIT, U. S. A. 
- ee et a a eis ll 


What a Ditference There Is in Vises 


when you get them on the bench. It’s 
what a vise will DO, not what it COSTS 
that counts then. It’s on the bench that 
the vise made to meet a price comes to 
trial. 














Columbian Vises are made of malleable 
iron which has twice the tensile strength 
of cast iron. Special construction insur- 
ing added strength and durability anda 
number of exclusive patented features 
make Columbian Vises the choice of 
mechanics who love good tools. 





Vise illustrated is No. 604, 


stationary jaw and swivel THE COLUMBIAN VISE 
base. & MFG. CO. 


CLEVELAND, OHIO 


COIMMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off. 


When writing to Advertisers please mention Miri Suppries 
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More Red Cap Brooms are 
\ Sold than 
any other 


A 
Les Youn 
E 











That is a record of which we are justifiably proud. America’s leading 
distributors sell RED CAPS. Many of them handle no other line. 
They sell RED CAPS, not because of any special friendship for the makers, 
but because they have proved by years of experience that the Capital 
RED CAP Line brings more business and bigger profits than any other 
line they can handle. Why not get YOUR SHARE of this business? 
Make CAPITAL Industrial Brooms & Brushes one of your big money- 
makers. Write for Catalog 17 and details of our sales-building coopera- 
tion program. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


26 BRUSH STREET INDIANAPOLIS & 








FAIRBANKS ‘DREADN AUGHT’CAR 


Have You Seen It? —§—<— 











Steel Inside 
and Outside 
with Splinter- 
Proof Wood 
Filler between. 
The result of 


»> 30 Years < 


Special 
Features: 
Steel Corner 
Angles and 
Steel Covered 
Hardwood Top 


and Bottom 
of Experience. Moulding. 


The FAIRBANKS Company 
BOSTON - NEW YORK - PITTSBURGH - ROME, GA. - BINGHAMTON, N.Y. 


Send for Descriptive Circular 
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THE 


WALCO 


A Tight Valve 


For Tight Places 
100 Lbs. W.S. P. 





Brass Gate Valve 
with Non-Rising 
Stem, Solid Disc 


f 
hs A A 8 A 







EVERY WALWORTH VALVE 
IS INDIVIDUALLY TESTED 





A Good Valve, at a Competitive Price 


The Walco is a compactly built valve with ample strength to 
stand up against careless handling on lines carrying a working 
pressure up to 100 pounds of steam. It has a one-piece wedge 
gate, which seats accurately and firmly without friction. The 
hexes are of generous depth, allowing a thread-way to make a 
good solid connection without interference with the operation 
of the disc. The gland follower in the stuffing box insures tight 
packing. The Walco can be repacked under pressure. 





Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World 
Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. 


Walworth International Co., 11 Broadway, New York, Foreign Representative. 


When writing 


to Advertisers please me 


ntion Mitt Suppities 
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THE UNDERGROUND JOB 


It is as easy to do an underground job 
with “TOLEDO” Tools as it is a job 
on the workshop bench 


































“TOLEDO” ‘Tools for cutting and o 
threading all sizes of pipe up to 12 , aaa 
inches, inclusive, are so light, portable al ‘ a 
compact and casy to operate that no ‘ 
matter where the pipe may be they . 
will do the job most efficiently. 
Your customers will find no better pi 
tools made than genuine “TOLEDO “ 
fools bearing the name and _ trad : 
i" 
For Utmost in Pipe Tools miee.. 
“TOLEDO Ys. 
“or Le 
we a a 
bay 


THE TOLEDO PIPE THREADING re ie ol 
MACHINE CO. TOLEDO, OHIO 


NEW YORK OFFICE, 72 LAFAYETTE ST. 




















e offer the service that 
comes from 22 years’ 
specialized experience 





The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 
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You men who plan, build, 
use or pay for machines of 
any kind, remember this: 
It costs more to replace a 
poor bearing than to buy the 
best one that iF ever 
produced. AND SSF 
ANTI-FRICTION 
BEARINGS ARE THE 
HIGHEST PRICED IN 
THE WORLD. 


New 











GRINDING THE OUTSIDE DIAMETER 











OF OUTER RINGS 
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Every Modern Process is used to Maintain 
Quality of SKF Bearings 

NFINITELY more alike than two peas in a pod—and then the 

comparison doesn’t do justice to the high precision and toler- 
ances to which Sf6 Ball Bearings are made. Every advance- 
ment in mechanical processes which will maintain to an even 
greater degree these high standards is quickly adopted by SES. 
Grinding the outside diameter of the outer rings is an example. 

Under the old method, a comparatively small number of rings 
were placed in an arbor and a large grinding wheel brought in 
contact with the surface to be ground. Now, the rings are fed 
continuously into an automatic grinding machine. Not only 
has production been speeded up materially but the resultant 
precision and quality of the finished ring has been greatly 
increased. 

Step by step, from the ore to the finished product, Sic 
guards the quality and precison of “‘the highest priced bearing 
in the world”. And it is by this eternal vigilance that the ulti- 
mate user of S{0¢ bearings is assured of performance which is 
lowest in cost per bearing hour. 


SKF INDUSTRIES, INCORPORATED 
40 East 34th Street, New York, N. Y. 2103 
FOR NEAREST SKE DISTRIBUTOR SEE THOMAS REGISTER 





THE HIGHEST PRICED BEARINGS 


IN THE WORLD 














When writing to Advertisers please mention Mitt Suppiies 


October, 1928 


MULL QUPPILIUBS 


tty ~ 
—_—_— eo ee 
















Yale Roller 


Rachet and Load Brake 





Yule 20-B Ball-Bearing 
Electric Hoist, Manual Control 


As the ‘Art’? Advances 





Ball-Bearing Electric Chain Hoist No. 20-B 





Yale Balanced 
Planetary Drive 


Yale Leadership Increases 











YALE MAKES 


Yale Ball Bearing Spur- 
Geared Chain Blocks, 
Yale Screw-Geared Chain 
Blocks, Yale Differential 
Chain Blocks, Yale Roller 
Bearing Trolleys and 
Cranes, Electric Chain 
Hoists, Electric Industrial 
Trucks. 





Factory Locking 
Equipment—To acquire 
locking control, security 
and convenience through- 
out the factory, use Yale 
Master Keyed Locks. 




















The first Yale Electric Chain Hoist 
was brought out in 1907. It utilized 
the principles of the famous Yale Bal- 
anced Planetary Transmission initi- 
ated in 1889 in Yale Spur-Geared 
Chain Blocks. The spur-gears revolve 
planet fashion, around a central pin- 
ion transferring the motion of that 
pinion to the ball-bearing load sheave 
which carries the hoisting chain. This 
whole gear system is so evenly bal- 
anced that the gear pressure, under 
load, distributes so evenly that the 
HIGH INITIAL EFFICIENCY IS 
NEVER REDUCED. 

The Roller Rachet Load Brake was 


likewise adapted from the Yale Spur- 
Geared Chain Block. It is capable of 
sustaining the load under all condi- 
tions, WITHOUT the aid of the con- 
trol mechanism or motor brake. In 
its modernized form, the Yale Rachet 
Load Brake constitutes the greatest 
improvement yet made for high speed 
electric hoists. 

There is no superficial theory or 
experimental part in Yale Electric 
Hoists. Each feature is practical, 
proven, tested and modern, that 
through Yale you may receive the 
highest efficiency, the longest life and 
the lowest cost. 


YALE HANDLES LOADS BETTER —YALE EQUIPMENT IS BEST 


Booklets on Yale Ball-Bearing Electric Chain Hoists 
and other Yale products gladly sent on request. 


The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St, Catharines, Ontario 


Hoisting * Conveyin 


YALE MARKED IS YALE MADE 
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Everlastingly 
on the Job! 


Te COST of a pulley isn’t 

the only factor to be considered 
the main factor is PERFORM- 

ANCE! 

REEVES Wood Split Pulleys 

GRIP the belt 


slip like cast iron or steel. 


they cannot 


They are stronger, run truer 
and they keep everlastingly 
on the job! 


Low first cost, low upkeep ex- 
pense, and superior perform- 
ance —-what more can any 
pulley give regardless of price? 
REEVES Wood Split Pulleys have been big 
money-makers for distributors since 1887. 


Write today for details about our liberal 


sales proposition. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 
full information about 
the construction of 


every pulley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at any 
price 
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Figure 3010 


Efficient Service 


ARGE warehouses in Boston, New York, 

Philadelphia, Chicago, and Seneca Falls, 
stocked with a complete line of Goulds Pumps, 
enable us to fill your orders without delay and to 
your entire satisfaction. Send all orders to the 
warehouse nearest your locality, to insure prompt 
handling and speedy shipment. 

In factories, mills and industrial plants wherever 
pumps are used —the name ‘“‘Goulds”’ signifies de- 
pendability—a reputation built up through our 
numerous installations of large industrial pumps 
and through continuous publicity in the leading 
industrial journals. There is an established call for 
Goulds Pumps, which will bring you profitable 
returns. 

The pump illustrated above, is the Goulds Figure 
3010 Centrifugal, with open type impeller; built 
in nine sizes having capacities from 10 to 1300 
G.P.M. One of the most popular and serviceable 
pumps made by Goulds. 


Send for Catalogue showing complete line 
of Goulds Pumps for Mill Supply Houses. 


GOULDS PUMPS, Inc. 
Seneca Falls, N.Y. 


he line is complete and includes 


CENTRIFUGAL :---- ROTARY 

DIAPHRAGM : - DEEP WELL HEADS 

SINGLE AND DOUBLE -ACTING 
POWER PUMPS 
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HE illustration above shows how readily the 

Peerless Unit Adjusting Clutch can be adjusted 
to compensate for load or wear. Simply loosen the 
small hollow set-screws in adjusting nut and with 
clutch thrown out of engagement turn the toggle 
mechanism with your two hands; turning to the right 
to tighten the clutch and to the left to loosen it 


Tightening the clutch makes it grip tighter and pull 
a heavier load. Sometimes conditions are such that it 
is desirable to have a clutch slip under a certain load. 
The Peerless Clutch can easily be so adjusted that it 
will slip at the proper moment. 


The outer rim or cover protects the friction surfaces 
from dust and dirt, making the Peerless a very desir- 
able clutch for service in cement mills, phosphate 
plants, elevators and any other place where dust or 
gritty substances are afloat in the air. 


The Peerless is compact in form yet possesses unusual 
strength; has few parts, none of which are affected 
by centrifugal force. Therefore, it can be depended 
upon to transmit rated capacities in proportion to 
speed. 


Send for Bulletin No. 571 and Dealer Plan 


T.BWoods Sons (.C hambersburg. Pa. 


New England Branch: CAMBRIDGE, MASS. 


Shafting 
Hangers 
Couplings 


Rope Drives 
Friction Clutches 
Flexible Couplings 





When writing to 


Wood’s Power Transmission Machinery 





POWER TRANSMISSION ASSOCIATION 


Southern Branch, GREENVILLE: S. C. 


Pulleys 
Pillow Blocks 


Belt Contactors 


Speed Reducers 
Conveyors 
Ball Bearings 
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Off Again! 
On Again! 





on in! 
Sot ~ Gone Again! 


Finnegan! 


VERY time we read “Strick” Gilli- 

lan’s story of Finnegan's condensed 
report of the train accident, we think 
that it might just as well be the report 
of a factory engineer who is compelled to 
use cheap, lightweight steam traps. 
After a few weeks, off comes the steam 
trap. On goes another cheap trap and 
its only a short time until it's gone 
again. 

Selling under-sized traps doesn’t pay! 
Supply your customers with Anderson 
‘““Man-size’ Steam Traps, guaranteed for 
years to come. Generous size, biggest 
capacity, mechanical precision and thor- 
ough factory testing make them the 
market's best. You have no complaining 
‘‘Man-Size”’ 


Send for catalog on all models 


customers when you sell 
Traps. 


and sizes of Anderson Traps. 


The V. D. Anderson Co. 


1944 W. 96th Street 


CLEVELAND 
O H I O 
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Long service— 


Accurate 


Moncrieff Genuine Scotch Gauge 
Glasses stand for extreme tough 
ness without sacrifice of clear- 
This combination of 
qualities has made Moncrieff a 
widely popular gauge glass in 
America for over 50 years. 


ness. 


These are the only glasses made 
in Scotland on sale in the United 
States today. They are furnished 
in several types for various re- 
quirements. The panel at the 
right helps you to find the exact 
glass you need. 


JENKINS BROS. 
Sole U. S. Agents for MONCRIEFI 
Genuine Scotch GAUGE GLASSES 
80 White Street... New York, N. Y. 
524 Atlantic Ave .....-Boston, Mass 
133 No. Seventh St.. 


Philadelphia, Pa 
646 Washington Blird.... Chicago 





reading— 





| MONCRIEFF 
SCOTCH GAUGE 
GLASSES ARE: 
Perth 


for steam pressures 
up to 150 pounds. 


Unific 


for steam pressures 
up to 500 pounds. 


Monamel 


having a super-im- 
posed red _ stripe 
to emphasize the 
water line. 
For steam pressures 
to 250 pounds. 


Beacon Red 


an enameled glass 
with red indicator 
line for steam pres- 
sures to 150 
pounds. 


Prismatic Glasses 
Gauge Glass 
Strips 
Protector Slides 





| 
| 
| 
| 


| 








4 portable vise for 


283 South Water St. 








home 
Kvery car owner needs one for tinkering. 


Best Selling Clamp Vises 


HERE’S always a demand for a 


Luther 


and garage use, 


You will sell more Luther clamp vises because 
the quality, finish, weight and price will beat any 
competition. Every sale nets a good profit and 
makes a satisfied customer. 


Distributors prices sent on request. 


Luther Grinder Mfg. Co. 


Milwaukee, Wis. 
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His Expense becomes 
Your Profit 


HE manufacturer of méchanical rubber goods who 

sells direct to the consumer, instead of through job- 
bing channels, may secure business on attractive promises. 
The industrial consumer may readily believe that this 
direct selling means a cut in costs to him —unless the 
jobber points out that by dealing through the distributor 
he actually makes a saving—and shows him the figures. 


If the manufacturer maintains branch stores, he is in 
reality trying to run a jobbing business. Is it reasonable 
to expect that he can do this as economically as the house 
whose sole business is jobbing? The overhead—selling, ac- 
counting, shipping, etc.—must be paid for by the consumer! 


If the manufacturer sells direct from the factory, he 
must have salesmen to visit the consumer. These sales- 
men, carrying only one line, must necessarily be more 
expensive than the jobber’s salesmen with their multi- 
plicity of lines. Who pays the extra expense? 


The Boston Woven Hose & Rubber Co. operates no 
branch stotes. Our constant and consistent policy is to 
deal through jobbing channels. And because of this 
policy, our selling expense is less than that of the manu- 
facturer who sells direct, or through branches. Thus.our 
jobbers are enabled to meet this competition at a profit. 


We are in the position to appoint distributofs in 
several desirable territories. Prompt inquiry from estab- 
lished mill supply jobbers will be to _théir advantage. 


BOSTON WOVEN HOSE 


& RUBBER CO. = CAMBRIDGE, MASS. 
Makers, for over 50 Years, of High Quality Mechanical Rubber Goods 


Fe me TeT iy TTTTTtenTVTTTTEY. cu THOWTURYTTTTET cau, WONWROTTTTON cam, WON Fn Oren UTeT TTT a UWTIWUTTYTOT cau, TOOSTOUTYTTON cam, TON ONTTON: cam TUMVRT ITT Finnhinitiiie” irmnasinisiid uaa 
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This Blade : 
Won't Snap i] 
or break 








High-Speed-Edge 


HACK SAW 


BLADES 


are absolutely 
Dependable! 


No matter how hard you work them 
they keep going and never break down under 
the strain. 

If you want to tackle a really difficult job 
and want to be sure that the saw blade will 
give you the accuracy and speed required—see 
to it that a Marvel blade is used! 

Marvel Hack Saw Blades stand every test. 
They will cut faster, last longer and do more 
work than any blade you ever used. 





Wrile for folder, picturing and 
describing sizes and prices of these long-lasting, 


unbreakable Varvel Blades. Simply address 


complete 


ARMSTRONG-BLUM MFG. CO. 


The Hack Saw People 


Chicago, III. 


353 N. Francisco Ave. 








When writing to 


"ore ew ew ee ee eo ew meme oem ee ee eo eee ee eo ew eo eo oe oo oo « 





Wins on Points 


Wins sales because it has the points 
that sell. Heads the Gold Medal 
Line which is winning new dis- 
tributors daily. Write for our propo- 
sition on Seven Selected Swift Sellers. 


The Patent Scaffolding Company 


lely 1 TT New York, N. ¥ 


S35 Bridge St 1550 Dayton S jS21 Sherman St 


Boston, Ma Atlanta, G aie 
19 Ellery St 4 Haynes St.. NW 2 
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Handy ) 
Tool Rack SV 
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Safety Platform Ladder 
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eievery user of bearing metal is importantly affected by the new 
knowledge of such metals and alloys revealed by the research 
efforts of this Company working in collaboration with the United 
States Bureau of Standards and other scientists and metallurgists. 
New equipment and greatly enlarged) manufacturing facilities 
in this Company's plant enable it today to incorporate this new 
knowledge, and better control of mixtures into the Cored and 
Solid Bars of Bunting Phosphor Bronze sold to industry generally 
by leading mill supply houses everywhere. 

Now, more than ever is a Bunting Bar recognized as a product 
built upon exact science, assuring absolute satisfaction. We will 
be glad to discuss distribution arrangements with responsible 
mill supply dealers. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 


NEW YORK CHICAGO BOSTON 
276 Lafayette St. 2015 8. Michigan Ave. 36 Oliver St 
Canal 1374 Calumet 6850-6851 Hancock 0154 
PHILADELPHIA SAN FRANCISCO 
1330 Arch S 108 Second St 


Spruce 5206 Douglas 6245, 
EXPORT OFFICE 
Toledo, Ohio 


BUNTIN 


CORED and SOLID BA 
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Your customer isn’t 


thinking nearly so much 
about the price of a bar 
of bearing metal as he is 
about the cost of that 


which he cuts from it. 


Mitt Svwuprp.ies 
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How Six “Cle-Forge’ Drills 


Increased Production— 
from 850 to 2600 


pieces per day 































Greater 
economy 
was desired by Sag 
a prominent Eastern 

manufacturer in the gang drill- 
ing of 6 close-spaced holes 
through a brass pin tumbler lock 
cylinder. 








10% ANNUAL 
NATIONAL METAL WEEK 
And 










Ordinary carbon drills, No.31 wire 
gauge, were unable to produce holes 
of uniform size—had an average life 
of only 400 holes per drill—and cost 
$1.95 per 1,000 cylinders. Total cost 
of both drills and press amounted to 
$12.54 per 1,000 cylinders. 


When CLE-FORGE HIGH SPEED 
DRILLS were introduced an instant 
improvement was noticeable. Not only 
were the holes absolutely uniform and 
accurate, but production was speeded up 
and costs materially reduced. 


With a high average life of 11,000 holes per 
drill CLE-FORGE DRILLS lowered drill 
cost from $1.95 to 10c per 1,000 cylinders — 
and cut total drill and press cost from $12.54 to 
$3.56 per 1,000 cylinders! 


Not only was production jumped from 850 to 
2600 cylinders per day, but— 


Job consists of sinking six No. 31, wire 
gauge. holes in straight row on .156-inch 
centers. Drill press is of semi-automatic 
type. designed to drili all six holes in gang. 
The Six No. 31 CLE-FORGE HIGH SPEED 
DRILLS rotate at 6,000 r. p. m. Feed is .0007 
inch per revolution, or about 4.2 
inches per minute. Cylinder is 
about ',-inch outside diameter, 
with ',-inch hole drilled off- 
center parallel to the axis. Drills 
first penetrate the thin wall and 
then the thick one at point dia- 
metrically opposite. 

When drilling is done. 
chuck automatically with- 
draws piece, and dis- 
charges as it revolves 
again to loading position. 
























7 | HIS complete performance 

report is absorbinely inter- 
esting — and we predict you 
will find it so, too. We have 
it in Digest No. 56, and shall 
be glad to send you a copy 
upon request. 




























The net annual saving, on this job alone, result- 
ing from the use of CLE-FORGE DRILLS, 
amounted to $1,167.50! 





Pai 


TWIST DRILL 
COMPAN Y 





Illustration of brass pin tumbler lock 
CLEVELAND ‘ - “ 
NEW YORK: CHICAGO-LONDON cylinders. CLE-FORGE HIGH 
TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 


SPEED DRILLS increased production 


Manufacturers of Carbon and Cle-Forge High Speed Drills for every purpose: f A > 
""Mezzo” Super-Carbon)Drills; Hand, Jobbers’ and Shell Reamers; ‘Peerless’ of these cylinders from = to 2600 aad 
High Speed Reomers; "Paradox ~Adyescable Reamers; ~Qanich-See Bemnen; day, effecting a 71.6% saving 
“Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes: . Wi ' 

Counterbores; Countersinks; Sockets; End Mills; and the in drilling cost! 


“Ezy-Out’’ Screw Extractor. 
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LIPPER introduces the newest member of its belt lacing family—the Clipper No. 6 Speed 

Lacer. This new lacer is of the same type as she Clipper No. 8 Speed Lacer only lighter 
and smaller in size. It will lace all belts from one inch to and including six inches in width 
in 1’2 minutes, with the same efficiency, ease and speed as its larger brother. It exerts a 
pressure of 37,500 pounds, imbedding the hooks in perfect alignment absolutely flush with 
the surface. The chi d Lacer will prove ideal for industrial plants in which 


























ipper No. 6 Spee 
smaller belts predominate. 
Whatever your lacing requirements, there’s a Clipper Lacer which meets them perfectly and 
with the aid of Clipper hooks and pins your belt lacing problems now become only a 
smoothly running part of every day shop routine. ; 

PRICE $75.00 

In United States of America) 


The Clipper No. 6 Speed Lacer is furnished with or without stand. For complete 
demonstration communicate with your nearest Clipper dealer, or with the 


Clipper Belt Lacer Company 


UALIT,. GRAND RAPIDS MICHIGAN 


Lacer equipped with stand 
as shown, if desired 




































See our exhibit at the Seventh National Exposition of Power and Mechanical Engineering, 


Space No, 285, Grand Central Palace, New York, December 3 to 8, 1928 
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THOMPSON 
= HACK SAWS 




















Standardize 
on Thompson Saws and 
Simplify your Selling 

HEY 


modern metal cutting practices 


meet every requirement cl 


from small hack saws for hand frames 
to spring-tempered beauties for high- 
Why stock a halt 

1] 


dozen lines when you can supply ail 


speed preduction 


needs with Thompson Saws? 


As a result of our new campaign in 
\merican Machinist and Machinery 
more shops are standardizing on 
Thompson Saws. And more dealers 


are following suit with a decrease in 
1 


verhead and an increase in profits 


Entering into every [Thompson Saw is 
the experience gained from over a hall 
century s manufacture cf metal cutting 
saws exclusively. Their uniformity 
of temper, cutting 
endurance are unsurpassed. Stand- 


accuracy and 


ardize on Thompson Saws and 
simplify your selling. 


Write for prices and our 
new dealer proposition 


THE HENRY G. THOMPSON 
& SON CO. 


stablished 1876 
\ 


Incorporated 1898 
New Haven, Conn... U.S.A 



































MIL FLEX 
Straight Set 


in and|r rame Sizes C nly 


\ tough, fast) cutting blade 
for sawing in awkward places 


and on intricate work. 


Tungsten 
Alloy Steel 


Hard Teeth—for fast cutting and long 
life. Soft Back—for flexibility. 


S”, 10", 12” lengths 


14 and IS teeth in STRAIGHT SET for 
= iron, brenze, tool steels and small 
<clids. 


2+ teeth WAVY SET for brass. iron pipe, 
heavy tubing. 32 teeth WAVY SET for 
thin tubing, sheet metals, light) BX, 
wiremold. 





Use the right blade* for the job! 
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Damp Proof 





POWER TRANSMISSION ASSOLIATION 








RUCOL 


COMPRESSED 
J sioomrieto ~ 
NEW JERSEY 








*See data under Pulleys Kent's Hand Book 
1923 and thereafter. Better grip permits the 
use of closer centers. 





PRUCOLITE pulleys will stand up under humid 
conditions. They are commercially waterproof. 


Sprucolite is Compressed Spruce clear Sitka 
spruce impregnated with a water proof binder and 
compressed 30 to 70 percent of its original size. The 
hubs imbedded in the dense, fibrous mass never work 
loose. Light, strong, resilient and . Inexpensive. 
Sprucolite pulleys are ideal. 


Process industries that have heretofore been 
limited in their pulley selection because of moisture 
conditions, may now enjoy pulleys with the greatest 
grip.* Sprucolite pulleys are moistureproof. 


Address requests for price lists and further in- 
formation to Sprucolite Corporation, 342 Franklin 
Ave., Bloomfield, N. J. 


Sprucolite is also manufactured and sold on the 
Pacific Coast by Pacific Compressed Spruce Prod- 
ucts, Inc., Tacoma, Wash. 


Sprucolite Pullevs for factory use are distributed exslusivels 
through supply houses. Present dealers tind them quick to 
sell, therefore profitable to handle. They tell us that general 
interest in them serves to make contacts for the dealers’ salesmen, 
that result in sales for other merchandise as well as in Sprucolite 


Pulleys. Let us send our dealer's proposition. 
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: A New Caster 
for Industrial Service 


‘> 
3, 





Thousands of inefficient 
trucks will be made “perform- 
ance stars’’ by equipping them 
with new and better Bond Les- 
Nois Steel Casters. 


The advanced all-around design 
and special triple ball race con- 
struction of the Bond Les-Nois 
Steel Caster is revolutionizing truck 
performance in every line of in- 
dustry. In your plant there are 
particular jobs that Bond Les-Nois 
Steel Casters will do quicker, 
quieter and more efficiently. 


Write 
for a folder describing the 
Bond Les-Nois Steel Caster. 
You will find it interesting 
and helpful. 


Bond Foundry & Machine Co. 


Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St. 
Chicago Office: 39 S. Clinton St. 


N. Y. Office: 256 Broadway 








When writing to Adve 


You can depend 
on every link 


The true measure of chain economy is 
in the work it performs for each dollar 
of its cost. 


Careful workmanship by master crafts- 
men who understand every essential 
of perfect chain making, combined 
with selected raw materials, produces 
chain of the finest quality that can be 
manufactured. 


Taylor-Made Chain has been distrib- 
uted by Mill Supply Houses for over 
fifty years. Our central location in- 
sures prompt deliveries and a_ well 
earned reputation guarantees your cus- 
tomers absolute satisfaction. 


May we send you our Catalogue 
and Distributors’ Prices? 


S. G. TAYLOR CHAIN COMPANY 


Hammond, Indiana 


MANUFACTURERS OF 


Proof Coil, B. B.. B. B. B., Twist Link, Bright) Chain, 
Bright’ Liberty Coil, Trace, Steel Loading, Mesaba_ Iron, 
Dredge, Conveyor, Log Haul-Up, Log and Binding, Railroad, 
Wagon and Stay, Pocket Wheel, Stud Link Anchor, Close 
Link Anchor, Derrick, Tow and Rafting Chain, and Chain 
Fittings. 


e mention Mitt Suppers 
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FORD TRIBLOCS 


HOLD THE LOAD 
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Ford Triblocs handle big loads just as smoothly and safely as light loads. 


They are built of certified malleable iron, with high carbon steel electric 
-) Ko Cte Mm CoF-Vo Mod at Oto We- Vole Mel ae) oN ce) a-4-(o Ml of: Vitel o\-t- Tate l-am Col-Vo Mm alole) a 


Made in sizes from 14 to 40 tons with roller bearing steel plate trolleys 
for all capacities. 


FORD CHAIN BLOCK CO, PHILA.PA. 


When writing to Advertisers please mention Miri Suppies 
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JUGGLING is 
his business 





but 


.. ITS A RISKY 
GAME FOR YOU 


_ you stock pipe fittings of unknown 
name and doubtful quality, you are juggling 
with the possibility of complaints, dissatisfied 
customers and, what is more serious, the loss of 
prestige of your house. Why run the risk of in- 
curring customer disfavor and jeopardizing your 
reputation when you can stock and recommend 
a line of fittings backed by a proven record of 
service to industry—the Square “Gee” line of 
pipe fittings. 


The Grabler business has grown and the Square 
“Gee” trademark has won a substantial vote of 
popular favor because Square “Gee” products 
have established and sustained a reputation for 
reliable performance on the job. 


When you stock and recommend Square “Gees” 
to your customers you share the benefits of this 
long sustained reputation for quality. 


The GRABLER MANUFACTURING COMPANY 
and its subsidiary GRABLER-REPUBLIC, Inc. 
4900 EUCLID BUILDING -- CLEVELAND, OHIO 


New York . Chicago : San Francisco . Los Angeles 


SQUARE 
Pipe 


“GEE” 
Fittings 


DRAINAGE, BRASS 











MALLEAGLE, CAST IRON 





When writing to Advertisers please mention Mitt SuppLiies 
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One lathe 
required 15 H. P. 
individually driv- 
en. Eight lathes re- 
quired 50 H. P. 


when group driven 
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or 614 H.P. per lathe. 





Where conditions permit, Group Drives make 
substantial power savings 


In one specific instance it was originally 
proposed to drive each of eight lathes 
with a 15 H. P., motor which would 
have required a total motor rating of 
120 H. P. A more detailed study of 
the power requirements during the entire 
cycle of operations indicated that the 15 
H. P. consumption was for a single 
heavy cut requiring less than 


314 H. P. would be used Q 


These eight lathes, therelore, were 
grouped and driven by a single 





~~ 1 : Le. 4 
: MEMBER OF 
50 H. P. motor. This provided POWER TRANSMISSION ASSOCIATION 


for any two of the lathes under maximum 
load and the others at normal loading 
without overtaxing the motor. 

The Power Transmission Association 
stands for the most economical distribu- 
tion of power without prejudice. Its 
recommendations generally include both 
individual and group drive because there 


is a place for both and in most 
three minutes and during the SER, 


remainder of the cycle only 3 to @ ae » 


‘o> cases a combination of the two 
M4 achieves the greatest economy 
a \=4 and operating efficiency. 





Write for the “Drive Right’’ 
Booklet. 





MAIN OFFICE 
17 No. Desplaines St., 
Chicago, Ill. 





This advertisement is made possible through the co-operation of 


All Forms of 


Chicago Pulley & Shafting Co. aoe 


ENGINEERS, FOUNDERS AND MACHINISTS 


Transmitting 
FACTORY : 
Menomonee Falls, Appliances 


Wisconsin 
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Short Center 


Belt Adjuster 


Solve high-speed reduction problems by in- 
stalling Medart Short Center Belt Adjusters. 
... Lhey automatically compensate for vary- 
ing loads and tensions. . . . The increased arc 
of belt contact reduces bearing pressures and 
friction losses and eliminates the short com- 
ings of open belt drives. 


They are sturdy and compact—occupy very 
little floor space, and are ideal for use in 
driving line shafts, jack shafts, generators, air 
compressors, pumps, blowers and similar 
equipment. 


GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 
For “Everything in Line Shafting Equipment”’ get 
Catalog 43 and Discount Sheet; also Bulletin on Me- 
dartTimken-equipped LineofIndustrial Appliances. 


THE MEDART COMPANY JE Ry, 

(Formerly Medart Patent Pulley Co.) (ry 

General Offices and Works, St. Louis, U.S.A. QUE 
Offices in 

Chicago ” Philadelphia ’ Pittsburgh ’ New York ’ Seattle 






ly, 
Office and Warehouse Cincinnati POWER TRANSMISSION ASSOCATION 


6 Gs DANA I 


Everything in Line Shafting Equipment 





When writing to Advertisers please mention Mitt Supptres 
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@~HE BLACK €? DECKER MEG, CO., 
makers of the famous electric drills, 
‘With the Pistol Gripand Trigger Switch’’, 


have developed an Electric Screw Driver 
similar in design to the electric drill. The 
spindle is provided with a positive clutch 
which instantly releases when forward 
pressure is released and screw driver bits, 
socket wrenches, taps, dies etc., may be 
quickly interchanged without. the use 
of tools. 

Where only dozens of screws and bolts 
have heretofore been driven by hand, 
hundreds can now be electrically driven 





& 


AN 
IS) Drive wood and lag screws, 


bolts, nuts, taps and dies, 
by electricity. 


in less time, and with an even tension on 
every operation. Reverse switches can be. 
attached at small cost, thus allowing these 
tools to be used for removing screws, lags, 
bolts, nuts, dies, taps, etc. 


These ball-bearing, electric screw 
drivers are available in four sizes. That 
capacity covers from a No. 12 wood 'screw 
two inches long up to nuts and bolts with 
34"’ thread diameter. Furnished in 32, 110, 
220 and 250 volts and can be operated from 
an ordinary electric light socket. Universal 
motors—operate on Direct or Alternating 
Current. 


Can also be supplied with High Cycle Motors for production shops operating 
other High Cycle Portable Electric Tools. 


BLACK ¢? DECKER 


Toronto, Ontario, Canada 


When writing to 


TOWSON, MD., U. S. A. 


Slough, Bucks, England 


Advertisers please mention Mitt Surpiirs 
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There is only ONE 


BONNEY 


Chrome Vanadium 


There are thousands of alloy steels and hun- 
dreds of Chrome Vanadium alloys but there is 
only one “Bonney Chrome Vanadium” 


Years of research and experimentation have 
developed Bonney *CV Chrome Vanadium 
Wrenches and they are still supreme. 


Guaranteed not to break or spread. 





BONNEY NO. 25 SET 
of *CV ChromeVanadium 


Engineers’ Wrenches 


The No. 25 Set consists of 6 
Bonney *CV Chrome Vana- 
dium Double End Engineers’ 
Wrenches—different size 
openings at each end. 


This set takes care of 21 dif- 
ferent size nuts and bolts 
from 4” U.S. Standard 
to 34” Hex Cap Screws. 











The leading Mill Supply Jobbers carry these wrenches in stock. 


"CV is a Bonney BONNEY FORGE ¢? TOOL WORKS Chrome 


peonnarys ALLENTOWN, PA. Vanadium 
registered in 


he U.S. P. Makers of Special Service Wrenches of Chrome Vanadium, registered 
the U. 5. Patent Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises Auvust 11, 1925 
Office and Drop Forgings and the Bonney Rim Tool. - ? 


Patents Pending 


When writing to Advertisers please mention Mitt Suppiies 
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Standing squarely behind the 
jobber-distribution policy 
of the Bolt, Nut and Rivet 
Association, we give the job- 
ber an outstanding product to 
sell—a bolt that is stronger, 
more accurately threaded, 
uniform and free from defects 
—a name that is known and 
accepted everywhere. We 
make it easier for the jobber 


to sell Empire Bolts and Nuts. 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


Factories at PCRT CHESTER. N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Office PhiladelpI Chicago, Detroit, San Francisco, Los Angeles, Seattle, Portland 
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Think about selling 
but don’t forget 





production 


By all means think about sales and distri- 
bution —modern competition demands elim- 
ination of waste in those departments. 


This is likewise true in production. Alertness 
there is more important than ever. Yester- 
day’s machines are obsolete today. Today’s 
methods will be obsolete tomorrow. Eternal 
vigilance is the price of survival. 


Especially active are present changes in 
power generating and power using equip- 
ment. Machinery, instruments, tools and 
materials—all have progressed during the 
past year. 


To keep abreast of these changes leading 
executives and their engineering assistants 
regularly visit the annual National Exposi- 
tion of Power and Mechanical Engineering. 


Be sure your production and plant operating 
men attend; you, yourself should attend. 
Four floors of exhibits by leading manufac- 
turers will await your careful inspection at 
Grand Central Palace, New York. December 


CENTRAL 
PALACE 
NEw Youk 


EXPOSITION 
POWER & 
MECHANICAL 
~ ENGINEERING 
HEAEING & 


SST YS 3 


— 


Vianagement International Exposition Company, largest 


industrial exposition organizalion in the world. © 2871-B 








Victor Hack Saw Blades 


OU can show a decided saving 

in the cost sheet during the year 
by the proper selection of Hack Saw 
Blades, as inferior blades will produce 
a big expense. 


A VICTOR blade that will do the 
work of three inferior blades will 
make a decided saving during the year. 


You can be assured of accuracy, fast 
cutting and practically no breakage 
by using these blades exclusively. 


Let us send you free samples to try 
on your hardest cutting job. 


VICTOR SAW WORKS, Inc. 


Middletown, N.Y. 





When writing to Advertisers please mention MILL SUPPLIES 
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ALL OVER AMERICA 


they are constantly buying 





Get Your Share of This Profitable 


AY OVER AMERICA industrial plants and shops need Paper 
Pulleys—for new motors and new belt-driven machinery, and 
for replacements... Paper Pulleys cost no more than s-l-i-p-p-i-n-g 
metal pulleys, but they deliver more power and steadier power — 
improving machine performance and increasing machine output! 


Get your share of this profitable business. Start with a small 


Over 2,000 
Stock Sizes 


—a complete range from 113” to 147 

diameters, always ready for immediate 

J a 7 delivery. Larger sizes, up to 72” diameter, 

In ordering, give this information for each pulley made promptly to order. We ship singly 

wanted: diameter, width of belt, size of shaft, and ahaa hearted se saahrspnonmaa 
prices. Write today for list of stock 


sizes and prices. 


stock of popular sizes, and draw on our complete factory stocks 


for other sizes. Instant delivery ! 


kind of machine on which to be used. 


THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS, IND. 
THE OHIO VALLEY PULLEY WORKS, MAYSVILLE, KY. 


Divisions of General Fibre Products. Inc.— Belt-Drive Specialists 
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that intangible something 











Bah of hence | Hieey 
Electric Tools, is that they 
build lasting customers. 


They net you a handsome 
profit on the original sale, but 
more than that, each sale 
builds good will—that intang- 
ible something that money 
can’t buy. 


Distributors everywhere report that Hisey products 
pave the way for more sales, bigger profits, increased 
cood will and an ever growing volume of repeat busi- 
ness 


Hisey authorized distribut« are our exclusive representatives in their 
territory. There is no « juestion who receives the benefit of the efforts exerted 
In your territory. 

\n honest-to-goodness advertising program, linked with factory co- 
operation, and a complete line of high gre ide tools that make more than 
“just satisfied customers. places a real cash value on a Hisey contract 


Your territory may be open—write us 





Electric-Drills, Reamers, Screw Drivers, Nut Setters, ‘lool Post 
Grinders, Angle Plate Grinders, Combination Extcrnal-Internal 
Grinders, Vertical Spindle Grinders, Portable Service Grinders, 
Bench and Pedestal Buffers, Bench and Pedestal Grinders. 


THE HISEY-WOLF MACHINE COMPANY 


Colerain and Marshall Avenues 
CINCINNATI, OHIO 
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Your Customers 


Might As Well 
Have The Best 


In Mill Saws SIMONDS 
In Cross-Cut Saws— SIMONDS 
In Hack Saws SIMONDS 


In Files SIMONDS 
In Machine Knives— SIMONDS 


In Tool Holder Bits— SIMONDS 











Then, too, a policy of complete cooperation with dis- 
tributors is one of the features which makes han- 
dling the SIMONDS line not only particularly at- 
tractive, but also exceedingly profitable to the dealer. 
Distributors in territories not now fully covered 
would find it to their advantage to get our propo- 
sition on any of the above lines. 


SIMONDS SAW and STEEL CO. 


Established 1832 FITCHBURG, MASS. 
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ood Wrenches GUARANTEED 
for strength and lasting service 
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WMS 1 - K Kc 
CARBON STEEL Oe +l ty ’ 
WRENCHES oe tee AC 3 


Heat-treated 
Chrome-plated 
] Ic ids buffed 





There are two lines of Williams’ Drop-Forged Wrenche 


} Superrenches” with thin heads and slim, pointed jaws 
“A 


forged from tough chrome-molybdenum steel and GUARAN 

FEED AGAINST BREAKAGE. 
Williams’ Carbon Steel Wrenches are 

tools at lower pricc 


FEED 


Whether vou choose “Superrenches 
vou Il always get 
be aring \ illiams’ 


strong, dependabk 


patterns —1 sizes—ALL GUARAN 


or Carbon Stecl W renches 
value received in lasting service from any tool 
name and trade mark. Ask for catalog. 


J. H. WILLIAMS & CO. 
“The Wrench People’’ 


BUFFALO Chicago 


Quis 


“SUPERRENCH™ 


(Chrome- ideuiananinness 


When writing to Advertise 


mention Mii. Suerries 
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which delivers 
Super-Service 








(Go 88 _ ~~ “1788 Highflex” Belt _ ’ Belt 


THE B. F. GOODRICH ~ THE B. F. GOODRICH RUBBER COMPANY | COMPANY 


Established 1870 Akron, Ohio 


When writing to Advertisers please mention Mitt Surt 
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Short wheel base. Oper- 
utes easily on curves. 











Felt washers prevent 
dust and dirt from 
reaching bearings also — & 
provides perfect lubri- 
cation, as felt absorbs 
oil from oil hole trans- 
mitting it to bearings 
continually. 











Combination radial 
and thrust bearings 
Ball races are ground, 
balls are high duty. 














To fit the trolley to 
larger sized I-Beams ad- 
just by changing washers 
from outside face to in- 
side face of side plate. 











Month after month, evidence of the outstanding supe- 
riority of R-W Ball-Bearing Trolleys keeps piling up. 


In a recent test the R-W 925 Trolley, carrying a one-ton 


weight, was started with the pull of a man’s little finger! 


Then there is the experience of the Mitchell Steel Com- 
pany, whose president, Wm. H. Mitchell, writes: ‘Our 
tests show that the R-W Trolley is approximately 50°, 
more efficient than any other we have ever tried,”” and 


we have tested many makes. 


Another large organization which has put R-W Ball- 
Bearing Trolleys to severe tests is the Kohler Company. 
As a result of these tests they have purchased more 
than 2,000 R-W Trolleys. 


We could go on for page after page showing you how 
R-W 


working conditions. 


Trolleys are “‘doing their stuff’ under actual 


But test out the R-W 


why not 


Send for attractive 









Bumpers protect: all four 
wheels from shock when 
trolleys run together or 
strike stop at end of track 











W heel treads are crowned 
to vive minimum friction 
and are chilled to give 
maximum hardness and 
minimum wear 














Spreader rods set foose in 
slotted holes so that trolley 
is hinged from load pin, in 
suring even distribution of 
load on all four wheels under 
all conditions. 














Safe and Strong. Very 
large factor of safety 
provided for. 











trolleys 


Trolley with your customers? Lt will cost you nothing 


to do so. 


Make This Test 
at Our Expense 


To prove the efficiency of the R-W Ball-Bearing Trolleys 
in the plant of any of your customers we make thi- 
offer: 


Tell us the requirements, and we'll send a Trolley of 
Put it to the 
If it does not 


suitable capacity. test under actual 


working conditions, more than come 
up to your expectations, send the Trolley back at our 


expense, 


There’s a handsome profit for you and sure to be repeat 
Ball- 


orders from satisfied customers wherever R-W 


Bearing Trolley are given a trial. 


proposition to jobbers. 





New York 
Boston Philadelphia Cleveland Cincinnati 
Minneapolis Kansas City Angeles 
900 Montreal 














AURORA, ILLINOIS, U.S.A. 


Indianapolis 
San Francisco Om 


* RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. 


Chicago 

St. Louis New Orleans Des Moines 
aha Seattle Detroit 

Winnipeg 
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Chisholm-Moore manu- 
factures a complete line 


ieee It’s the 50% Less Friction 


Products. The catalog 
describes them all. Write 


so that makes it possible 
to lift the load with 
18% Less Effort witha 
Model K Cyclone Hoist 


N the new C-M high speed 

hoist —the Model K Cyclone 

— friction has been reduced to 
a minimum by the introduction of 
anti-friction bearings at every rotat- 
ing point—a total of eight Ball Bear- 
ings and four Roller Bearings—all 
specially designed for the purpose 
and self-retaining. It is because of 
this exclusive construction feature 
that there is 50% less friction in the 
Model K than in other high speed 
hoists. 


The result—better work, more 
work, faster work and LOWER 
MAINTENANCE COSTS. 


And because of the use of new 
alloy steels and metals — much 
stronger than those formerly used— 
and the scientific shaping and redis- 


tribution of these materials, this hoist The Model K Cyclone — 
the hoist that requires 18% 
less effort to lift the load. 





Double I-Beam , 
Pacis is easy to handle and move because 


of its exceptionally light weight. 
Each hoist is individually tested to 
75% overload before shipment. 
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How the many exclusive construc- 
tion features of these hoists have 
reduced friction and weight to such 
a remarkable extent is illustrated in 
literature which will be gladly sent 
on request. 


Matchless Trolley 


CHISHOLM-MOORE HOIST CORPORATION 


(Division of Columbus McKinnon Chain Co. 





¢? Chisholm- Moore 
5028 Fremont Avenue il Hoist Corp. 
Tonawanda. N. Y. ¢ 5028 Fremont Ave. 
@ Tonawanda, N.Y. 
? Gentlemen: Please send 
New York Cleveland Philadelphia Chicago ¢@ information on: 
Pittsburgh o The Model K Cyclone. 


Branches: 


Increasing plant efficiency 
















¢ 
@ through Overhead Material- 
CHISHOLM-MOORE ui 
TS [BEQRSAD ciecrric Hoists FF es 
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It costs no 
more to sell 
a fine belt 


T costs no more to sell a 
really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 





We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 


B 
BELTIN 


WEADE MARK 





Tanners 
Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 


LEATHER BELTING 
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Cold-Drawn 


The cold-drawn sockets patented 
feature—explain the 30°, extra 
strength of your ““ALLENs.” 





The special heat-treating of dif- 
ferent-style points and individual 
sizes, explains the perfect balance 
of toughness and hardness. 


The accuracy of Allen threading 
testing of pitch diameters with 
pitch micrometers—-explains the 
staying power of ALLENS in moving 
parts. 


These points explain why ALLEN 
screws move the fastest from 
Dealers’ stocks—and explain why 


Allen Dealers lead in the hollow 


screw business of their localities. 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 


W. C. Stauble R. E. Gregory 
3360 Pasadena Ate. 816 Mulford St. 
Detroit. Mich. Evanston, Ill. 


W. J. McRae 
320 Market St 
San Francisco, Ca 
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Vain Offices and Plant of Vi hitehead Bros 


The name Whitehead has been synonymous 
with “high grade” Mechanical Rubber Goods 
for over a Half Century. This long and varied 
experience has manifold advantages, not the 
least among which is the ability to “select” 
the most suitable compounds for various in- 
dustrial requirements. 


Added to this important factor of “experience.” 
is the “modern equipment and = methods” 
which Whitehead employs, including their own 
physical and chemical testing laboratories. 


It has been an unfailing policy of Whitehead 








Rubber Co. Hamilton Township. Trenton, N. J. 


“Experience begets Confidence” 


to sell their products for RE-SALE ONLY, 
which assures Distributors of 100°; coopera- 
tion and eliminates all guess-work. 

Should Distributors so desire, Whitehead will 
be glad to Label, Pack and Ship Rubber 
Belting or Hose under the DISTRIBUTOR’S 
OWN BRAND NAME. One other point. 
Whitehead makes a practice of “quick 
deliveries.” 

Should you desire SAMPLES and Distributors 
Proposition of any of the Whitehead Products 
mentioned below,—they will be gladly sent 
upon request on your business letterhead. 











The Whitehead Bros.Rubber Go. 
“MECHANICAL RUBBER GOODS,SINCE 1875 ° 


Trenton,New Jersey 
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A SELF CONTAINED OUTFIT FOR REDUCING THE 
COST OF PLATING AND FINISHING 


DEALERS EVERYWHERE SELL THEM AND MAKE FRIENDS 


GOODS IN METAL, GLASS, COMPOSITION OR 
OTHER MATERIAL 








may be cheapened in cost and improved in appearance 


Hardware Medals Buttons 

Name Plates Dies and Tools Machinery 
Brushes Jewelry Gears 

Gas Fixtures Skates Bag Frames 
Glassware Aluminum Jars Firearms 
Cameras Silverware Suspenders 
Combs Caskets Telephones 
Electric Bulbs Elevators Electrical Goods 


Leiman Bros. Automatic Continuous Feed 


SAND BLAST 


will prepare the surface of metal goods of every shape, 
size and quantity—an easy, simple method of doing the 
work that any one can use—an inexpensive outfit to buy, 
used by the world’s leading manufacturers in every line. 
The article may be any size or weight—we have an out- 
fit for all. 





Full infermatian far a postal 


LEIMAN BROS. 


23 (P) Walker St. New York Makers of good machinery for 40 years 


ATLANTIC Bar Belt Dressing 


4 20 Years on the market without a Complaint 











A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 
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nate cae that spells profits! 
yO 


os TRU-LAY Brand Wire Rore raises your business above 
competition because it is the only preformed cable. Users of this 
“a preformed brand give you repeat business because TRU-LAY lasts longer 
ME and costs less per-year-of-service. 
Me - TRU-LAY’S preformed construction assures better work and lower wire- 
ad A te hae tod rope costs. Every wire and every strand is given its exact shape before it is 
< \ Se ee put into the rope. There is no twisting—-the wires and strands are laid in 
A SS place. Torsional stresses are eliminated——the loads are evenly distributed. 
a 2 The result is greater factors of safety—longer rope life and lower operating 






and maintenance costs. 


WY 110,000 fect withoutafaw! TN Write for free sample of TRU-LAY Preformed Rope and test it. See for 
BD “sincewestartedhandiing Tru-Lay If yourself the advantages that will raise your business above competition and 
ie Rane. writen cur Gente Ge-  e oe your profits. 


AMERICAN CABLE COMPANY, Inc. | 


Grand Central Terminal Bldg., New York, N. Y. | J 
District Offices: Chicago Detroit Philadelphia Pittsburgh | : 
| 
\ 






San Francisco Tulsa 
An Associate Company of the American Chain Company, Inc. 


Dominion Wire Rope Company, Limited, Montreal 
Sole Canadian Licens +d Manufacturers 

















~ PREFORMED WIRE ROPE 
_ ~T'RU-LAY. | 





AMERICAN CABLE IS USED ON THE WORLD’S GREATEST BRIDGES 














Detroit International ees <0 eg ' Mt. Hope Bridge, 
_— — Philadelphia-Camden Bridge —t +?” 


Bristol, R. 1. 
The World’s Greatest Suspension Bridge 





wk 4 : see eshte + aS aa 
Seen sakes eS Eee ess Peaseesty Minors aetie sane 
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That Extra Belting Profit 




















POWER TRANSMISSION ASSOCATION 


ISTRIBUTORS that handle Rahmann 

Leather Belting find an extra profit 
each year on their books, produced by in- 
creased business from satisfied customers. 
Rahmann Belting is made of the highest 
quality hides and finished with the dis- 
tinctive round edge. The steady demand by 
mills and factories proves this belting is one 
of the profitable items for Mill Supply 
dealers. 


The Rahmann Selling Plan for distributors 
handling this belting will produce greater 
turnover and larger profits in your belting 
business this year. 


Write today for illustrated booklet giving 
full information on all brands of Rahmann 
Leather Belting. 


GEO. RAHMANN & CO. 


31 Spruce St. New York 
NEWARK SYRACUSE 


RAHMANN 
Leather Belting 
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Now is the time when plant owners, engineers 
and operators begin to think seriously about 
STEAM—a suitable time for the distributor 
to supply them with 


Strong Steam Saving 
Equipment 


Advantages of 


STRONG TRAP CONSTRUCTION 
Years of service. (The Strong trap is well built) and 
reliable. ) 


Anum-Metl valve and seat (GUARANTEED to stay 
tight for one year.) 


Ball-shaped valve —tight at any angle (Saves every 
pull of steam. ) 


Valve wide open when the trap discharges. Closed 
absolutely tight while the condensation is collecting. 


Few moving (wearing) parts. (Cost of upkeep low. 
Easy to inspeet. Easy to service. 


Interchangeable parts. (very part an exact duplicate 
of the original. ) 


Non-airbinding. Efficient. 


Strong traps automatically remove condensation from 
steam, air or gas systems or water, oil and grease from oil 
separators. 

Write for information 


THE STRONG, CARLISLE 
& HAMMOND COMPANY 


1392-1394 West Third Si. Cleveland, Ohio 
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Dodge-Timken 
Publicity 
Dodge-Timken 
Performance + 
Dodge-Timken 
Service 


Belt Governor 





Pillow Block 
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has established Dodge-Timken 
leadership and your opportu- 
nity to profit from industry’s 
demand for power transmit- 
ting appliances which have 
not only proved their economy 
and reliability, but which are 
immediately available from 
distributor stocks conveniently 
located. Are you taking advant- 


age of this opportunity! 
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DODGE MANUFACTURING CORPORATION 


MISHAWAKA, 


INDIANA 
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Enere’s No Substitute 
for Experience 


Manufacturing drills, reamers and cutters differs in no respect from the 
manufacture of automobiles, ships, or sewing machines, in that experience 
contributes to making them better. 


Here in a nut shell is the specific reason why Hercules drills, reamers and 
cutters are given a wide preference. They forcibly demonstrate by the good- 
ness in design, materials and manufacture the result of a long and intensive 
experience in the manufacture of these tools. 


WHITMAN BARNES- 
DETROIT CORPORATION 








Vanufacturers of’ Canadian Factory 
TWIST DRILLS - REAMERS - CUTTERS CANADIAN DETROIT TWIST DRILL 
END MILLS - COUNTER BORES : ETC. CO. LTD., WALKERVILLE ONTARIO 





= = SS 








New York: DETROIT ~:~ Chicago 
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ted Rake ; mn Improved 
CHEMICAL CARTRIDGE 
Dt STPRUF New Improved RESPIRATOR 
RESPIRATOR GOGGLE RESPIRATOR 


For protection of spray operators from 


Pype G.R. 50 fumes, mist and solids when spraying 


Perfect. safety from fine 


dust and paint spray. Dust proof respirator and airtight lacquers, enamels, varnish and proxlyn 
goggles combined as one unit. or lead paints. 


Get in on This 
Continual 
Repeat Business! 


You can do it by carrying a small 
stock of Pulmosan Respirators. 
Kvery industry needs respirators, 
whether it is for Dust, Paint 
Spraying, Lacquer Spraying. 
Cleaning Machinery, Threading, 
Grinding, ete. In fact, wherever 
dust and fumes are, you can sell 


All Rubber Automatic 





Pulmosan Respirators. Practically SPONGE TYPE 
ae no effort on your part, because Respirator No. 16 
mprovec uminum ) ' id me a ° Pig Snoot Tvpe. Has bee sed 
. <n: EY . Si 1S vs ors ¢ » \ e x ype. i een USEC 
SPONGE TYPE Pulmosan Respirators are widely oe uae we 
Respirator No. 18 advertised. many years. 


Attractive Counter Display Cartons, containing our Dustpruf and Chemical Cartridge Respirators. 
Write for our Mill Supply proposition on all Pulmosan Safety Equipment. 


PULMOSAN SAFETY EQUIPMENT CORP. 


176 Johnson Street Brooklyn, N. Y. 


ULMOSA 
SAFETY EQUIPMENT 
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I 
A Real Wheelbarrow 


It doesn’t take any talking to sell a Bull Frog 

No. 42 Wheelbarrow to a man who is looking 

for real value and superior performance. This 

Bull Frog model will sell itself to any one who 
5 Q 

looks at it. The rugged frame, powerfully 

reenforced; the shaped handles; the seamless 

e tray with rolled rim; the malleable iron re- 

| hey know just what placeable shoes; the ‘*Never-Break,””  easy- 

running wheel; the perfect balance and light 

weight despite great strength are features that 


they’re getting! instantly appeal to the man who wants a real 


wheelbarrow. 





7 


—" Engineers know just what they're THE TOLEDO WHEELBARROW COMPANY 
7 geting when they see the Jenkins Toledo, Ohio 
} i “Diamond” mark ona valve. They Branch Office and Warehouse 
know from a long-standing reputa- Chicago 


: “ 69 E. Wacker Drive 
tion, if not from past experience, the 


trouble-free service for which the 
mark stands. . J 


Selling a “known quantity” and WHEELBARROWS 


selling it strongly is always a paying 
policy for a mill supply dealer. A 
Jenkins sale wins the confidence of 


a new customer and holds the steady 
baadibes ef i ne sheet i THE COLUMBUS 
The Jenkins line is wide in range, ANVIL & FORGING CO. 


and has many possibilities for varied 
‘ sales developments. There are ex- 
tensive markets for the more special- 
ized Jenkins Valves, such as Rapid 
Action Valves, Whistle Valves, and 
Air Guns, in addition to the regular 
markets for the standard globe, gate, 
check, cross and Y types. Jenkins 
Valves are furnished in bronze and 
in iron, in standard, medium and 
extra heavy patterns. 











Po. EB — 


- & 





JENKINS BROS. “Arm & Hammer” 





80 White Street New York, N. Y. 
1 : 524 Atlantic Ave Boston, Mass. a a 
133 No. Seventh St. Philadelphia, Pa. 
a a eee Genuine Forged Anvil 
cake be JENKINS BROS., Limited ’ 
Be Gare Montreal, Canada London, England Crucible Steel Face 
, oe Prompt Shipments Made From Stock 
; . + 7 We\e oo 
iwayS Marked with namonc 


e"D 
Main Office and Plant, 115-129 Frankfort Street 
\ RS Columbus, Ohio, U. S. A. 


SINCE 1864 General Forgings of Wrought Iron and Steel 


nkin 
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Red Shield” HGH SPEED DRILLS .. 


ARE FOREMOST 


Like a tower stands out distinctive and well 
remembered, the new ‘fod Shield’ High Speed Drills, 
even with the short time they have been on the 














ae market, have won identical recognition. 


NATIONAL METAL 
EXPOSITION 
Pe 














Drill users who require high speed drilling with 
uniformity of performance, less breakage, and 
less grinding and at less cost per hole always re- 
member that Red Shield” Drills give such service. 





The fled Shield Shield’ in actual red color, is stamped 
on each Drill. ALL SIZES. 














Manufactured by 


Ba STANDARD [00L (0. 


NewYork Cleveland Chicago 








| IMPROVED 
| egpnent TYPE B CLUTCH 
\ ADAPTABLE AND INEXPENSIVE 


For general factory use the Edgemont Improved Type B Clutch has 
proven its ability to stand the hardest kind of service. It is adaptable and 


inexpensive and its good name makes it a ready sale. 
\ large stock of standard clutches is carried for prompt shipment. 


Our catalogue “H” lists our complete line. Send now for a supply. 


THE EDGEMONT MACHINE CO. 30" 














Standard Electric Drills, Polishing, Grinding and — ackines 





Standard '4-in. and fe in. Heavy Duty Made in 3 and 5 3-5-7! oA and 15 Made in Sand 5 
Drills. Drills made in various sizes up to - P. G. E, 40° ° $y i. E. 40 . . P. sizes. G. 
1'4-in. capacity. G eneral Electric ) " aa Motors. S. K. :. 40° Motors. S. K. 
Universal Motors used. Ball Bearings Ball Bearings F. Ball Bearings. 





established THE STANDARD ELECTRICAL TOOL cO., “Cincinnati, Ohio (2:24.21, 
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Helping you sell 
Penberthy Products 


A consistent and generous advertising program is one of the sig- 
nificant factors of the Penberthy sales policy. 


The readers of the leading steam and oil trade papers (your 
customers) have constantly before them the facts regarding the use, 
the economy, and the reliability of Penberthy Products. 


The result has proved to be a steady increase in the demand 
for the steam specialties carrying the Penberthy trade mark. 


PENBERTHY INJECTOR COMPANY 


ESTABLISHED 


IN 1886 DETROIT CANADIAN PLANT 


WINDSOR, ONT. 
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TEAM-WORK 















HE Diamond policy toward the jobber is 

one of thorough cooperation — for no- 
where is team-work more vitally necessary 
than in the highly competitive field of me- 
chanical rubber goods. 


Highest quality of product is assured by a 
company of known and proven experience, 
integrity and financial responsibility, with 
ample equipment and resources. 


The line is complete and modern — in step 
with the latest developments of industry. 


Speedy delivery of standard items is assured by 
complete stocks at eleven different points, 
strategically distributed from coast to coast. 


Through Diamond representatives constantly 
in the field, and through direct factory coopera- 
tion, Diamond assures to the jobber and his 
salesman the sort of team-work which sup- 
ports their efforts in every possible way. 


This support is available for a limited number 
of additional jobbers in territory not already 
covered by our distribution system. 


THE DIAMOND RUBBER COMPANY, Inc 
Akron, Ohio 


Atlanta Boston Kansas City New York Philadelphia 
Chicago Dallas Los Angeles Seattle San Francisco 


lamond 


ubber Belting $ Hose - ‘Packing 
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Cartons or Kegs 


You may draw upon a stock of more than 
20,000,000 Cleveland Cap Screws in a full 
list of sizes from any one of our seven ware- 
house stocks or the factory. Packed in car- 
tons and kegs, in both S.A.E. and U-S.S. 
threads. Prompt shipments assured. Write 
for Catalog C and current Price List. 


THE CLEVELAND CAP SCREW 
COMPANY 


2925 East 79th Street 








Cleveland, Ohio 

















INJECTORS 





| 600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
i proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 











- 


American Injector Co. 


' DETROIT, MICH. 








CAR REO 































—Kieley— 


The following List of Products is proof that your 
Sales Department can sell any Type of Plant Kieley 
Specialties: 
Reducing Valves. 


Back Pressure Valves. 
Atmospheric Relief Valves. 


Vacuum Return Steam Traps 
Feed Water Regulators. 
Grease and Oil Traps. 

Water Arches. 

Emergency Valves. 

Low Water Alarms. 

High and Low Water Alarms. 


Strainer Connections of various 
kinds. 


Drip Tank Controllers. 

Float Valves. 

Balance Valves. 

Tank Pump Controllers. 

Pump Governors and Receivers. 
Combination Muffler and Grease 


Extractor Tanks, Receivers, 
Pump Governor. 


Steam Traps. 
Damper Regulators. 
Fan Engine Regulators. 


Hot Water Temperature 
Controllers. 


Steam and Water Separators. 
Oil and Grease Extractors. 


Vacuum Oil and Grease 
Extractors. 


Pump Regulators. 

Excess Pump Regulating Valves. 
Vacuum Pump Governors. 
Water Pressure Regulators. 
Water Feeders. 


Return Steam Traps. Grease‘ Extractors, etc. 


We cooperate with the Jobber by furnishing for 
salesmen a small Supplement Catalogue with name 


imprinted. 


Kieley & Mueller, Inc. 


34 W. 13th St. N. Y. City 
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Strength 


Accuracy 


Finish 


A 
Complete 
Line of 
Cap & Set 
Screws, Nuts 
and Milled 
Studs Shipped 
Promptly from 
a Stock That’s 
Always 


20,000,000 
or More— 


1020 S.AE.Steel 


‘ONLY A JOBBER CAN 
GET JOBBER DISCOUNT”’ 


“The Cleveland 
Wrought 
Products 

Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 











HE completeness of the Zeze line 
of Fire Equipment gives you an 
opportunity to sell fire protection 
for all types of factory and office 
buildings, motor vehicles and boats. 


In addition to pint, quart, 112 
quart and two gallon @#ee Fire 
Extinguishers there are 2% gal. 
Guardene (Soda-Acid); Phomene 
(Foam type) 5 gal. Accurate Pump 
Tank Extinguishers and larger units. 
There is a steady demand for refills. 


The Fire Demon doesn’t take a 
7-hour day and a 5-day week. He’s 
on the job 24 hours every day of the 
week. You never can tell where he 
will start work next. 


You start work before the Fire 
Demon gets a chance. Get your cus- 
tomers protected against fire. They’ll 
buy “ex Fire Equipment if you re- 
mind them of their need. Remind 
them through store and counter dis- 
plays and your newspaper advertis- 
ing. Write us for attractive dealer 
helps. 


You can make fire protection pay 
you handsome profits. 
Gen Fire Equipment is sold only 


through the established trade chan- 
nels. 
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PYRENE MFG. COMPANY 


NEWARK, NEW JERSEY 


Branches: 


Atlanta) Chicago Kansas City 
Manufacturers of Five Equipment since 1907 


MAKERS OF PYRENE TIRE CHAINS 


San Francisco 
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This Cableway 


has been in hard service for over two years and 
is still in perfect condition 


WILLIAMSPORT 


TRAMWAYS AND CABLEWAYS 


are built for long enduring service 


You may have a problem which can 
be solved through the use of this 


ECONOMICAL TRANSPORTATION 


OUR ENGINEERING DEPARTMENT IS AT YOUR SERVICE 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works General Sales Office 
WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 
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BUILDING 2 
WONDERS  . me 
MWIEVER CEASE — 


UT beyond the harbor a deep toned whistle an- 

nounces the approach of a great ocean liner racing 
for her port, with a new trans-Atlantic record . . . over- 
head the roar of powerful motors signals the conquest of 
the air... in the studio the click of a switch sends a 
radio message around the globe . . . this is the day of 
speed ... of wonders... of progress unrestrained. 
In the midst of these bewildering changes, great tower- 
ing structures rise along the avenues of America’s lead- 
ing cities .. . others are being planned ...each one | 
seems more beautiful, more enduring, more wonderful. 
The genius of the modern architect and the skill of his 
plans will stand as wonders of this age; for while he 
brings forth a new interpretation of beauty and charm 




























, Rie > 4 
he has endowed his creations with enduring qualities. rh ae 
There has been no compromise with dependability in ag f ‘" 
the selection of materials used—only products of ac- tk a & 
knowledged leadership entered these magnificent edifices. 5 i Ye ‘ | 
The pipe lines . . . the very arteries of these great yo) % n S 
structures ... how necessary that they should efficiently mt, i 
| perform ...that they should not fail. Underneath floors t § “e | 


and behind walls, they silently and faithfully carry on 
. . meeting the increasing demands of passing years, 
that service shall endure. 




















Architect: Cass Gilbert 
General Contractors: Starrett Brothers: 


NB ke 
ari ee ees 
The New York Life Building, illustrated, is another addition to 4 a PP ER Ss x ‘ 4 
the long list of America’s superstructures whose major pipe tp Rx gee . tae) 
.*. tonnage is ‘““NATIONAL’’—The Recognized Standard for Build- a . 5 R > Yi ree 
ing Purposes. 7 ey A: 27) 8 1S eee 
A Re Ol NS sis bom 
| NATIONAL TUBE COMPAN be soe) ht 
; PITTSBURGH, PA. ei eee Beas gain ae | 
oT te ee it coe 
MBP Aa cc! a ts)” Eee 
z <A he bal be sty 
a : ke a aig 
cae I E | 
New York Lire Insurance Co. BuiLDING f ups * 
NEW YORK CITV ? o' 
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SERVICEABLE VALVES 


for every purpose 


HE more modern trend 
to higher pressures ancl 
temperatures has been ac- 
the 


design of Powell Products 


centuated in sturdy 


This is comparable to the 
modern methods of manu- 
facture of these long-liv ed 





valves 


Fig. 150 

nze lnion 
omposite Dis« 
lobe \ 


Bro 
( 
(; 


ilve 


1 
well reputation NaS 


1 l ¢ Sin 1 Pa | P | 
ithstoed the trials through 


senerations ol development 
in valves for controlling 
water. oil oas. Steam and 
air 

[he same high standard 
of product is ever main- ; 

' F “13 UWE 
tained through careful con- OWE 
rol t \ ria ene 

ol of raw materials, spe TRAE 
cial designs, accurate pro- 
cessing, and rigid inspec- Fiz. 190 


Iron Body Irenew 


tion and testing Globe Valve 


Powell Products comprise a complete line ot 


hronze, iron and steel valves, oilers, grease cups 


lubricators, etc 





THE WM. POWELL CO. 


2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 
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An 
INDUSTRIAL 
NECESSITY 


is a quick, efficient way to 
spot cars so delays and lost 
time may be avoided. 


Time saved by the most up- 
to-date production methods, 
the most effective handling 
of materials and the most 
capable operatives can be lost 
by delays on loading or un- 
loading platforms because 
cars are not spotted, ready 
and waiting. 


The ATLAS Car Mover 
fills this necessity 


It will move any car, no matter how 
heavily loaded, do it easily, satis- 
factorily. with but one man and 
there are no switching charges 
to pay. 

A practical, dependable tool tried 
and proved by many users. Its 
worth is many times its cost. 
Prices, with complete and inter- 
esting information, furnished on 
request and your inquiry referred 
to the nearest distributor for 
personal attention. 


Manufactured Only By 


APPLETON 
CAR MOVER CO. 4 


P. O. Box 42 
APPLETON, WIS. 


OUR POLICY Is To 
Sell Thru Jobbers 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
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MAKE THEM PAY MORE 

An executive of a well known mill supply house 
in the Middle West recently emphasized the neces- 
sity for charging persistent small quantity pur- 
chasers more for goods than the customers who buy 
in considerable quantities. 

The policy of charging the man who regularly 
buys one, two or three small items at a time the same 
prices as those paid by the larger buyer is hardly fair 
to the latter, whose purchases enable the distributor 
to keep his stock moving. Furthermore, such a 
practice encourages the extreme hand-to-mouth 
buyer to keep on buying in just that way when he 
could buy in larger quantities. 

There is another point to consider. When the 
supply house continually sells to certain buyers 
in the smallest possible quantities, and gives them 
practically the same service he does the larger 
buyers, how much money is he actually making on 
his dealings with the former? It is true that the 
supply house cannot look for a good profit on every 
service it renders. It may have to supply an ordi- 
narily large purchaser some one or two items, the 
cost of handling which may more than eat up the 
profits, but that must be charged to service, which 
later may bring in greater returns. But when a 
buyer consistently purchases in such small lots that 


no substantial profit is being made from the busi- 
ness, he should be cut off the list, or charged more 
for the things he buys. 





THE ASSOCIATION SITUATION 

News reports in the main section of this issue of 
MILL SUPPLIES tell of the developments in the asso- 
ciation situation. Briefly, the American Associa- 
tion’s official family, at a meeting in Pittsburgh, ap- 
pointed a committee to confer with the executive 
committee of the Southern Association, when the 
latter holds a session called for October 15th in 
Nashville. The officers, and members of the execu- 
tive committee and advisory board of the National 
Association met at the association headquarters in 
Philadelphia on September 27th, but this meeting 
was held at too late a date to permit of the publica- 
tion of an account of it in this issue of the magazine. 

Naturally, the two questions that have been up- 
permost in the minds of those observing from the 
outside are: “Will the Southern and American As- 
sociations unite in a single association?” and ‘Will 
the National again take on associate membership 
of manufacturers?” 

It is expected that the representatives of the 
Southern and American associations will thresh out 
the single association idea at the October 15th meet- 
ing. In fact, that is the purpose of the meeting. 
Whether the National executives would take up the 
matter of again having manufacturers as associate 
members was not known at this writing, as no pre- 
liminary statement had been given out regarding 
subjects to be discussed at the Philadelphia meeting. 

MILL SUPPLIES is naturally interested in the har- 
monious working of all interests in the field. Fur- 
thermore, it again urges that, no matter what action 
may be taken as to the future construction of the 
organizations, the associations hold conventions at 
the same time and place each year. 

This suggestion is made for two primary reasons. 
In the first place, it seems a useless waste of money 
and effort for manufacturers to have to send rep- 
resentatives to two conventions when the same re- 
sults can be secured by one. In the second place, 
meeting at one time and place permits distributors 
from all sections of the country to meet, exchange 
views and profit thereby. With a little “give and 
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take” attitude on the part of all concerned, there 
should be no difficulty in making joint convention 
arrangements that will be satisfactory to the ma- 
jority of those concerned. 








AN EFFECTIVE DISPLAY METHOD 

Readers of MILL SUPPLIES found in the last issue a 
very interesting article by J. K. Novins on the new 
home of the Pacific Mill & Mine Supply Co., Inc., San 
Francisco. They undoubtedly saw in the layout of 
this structure something different from anything 
they have ever encountered in the mill supply field. 
They may themselves have very attractive supply 
houses, or at least certainly have seen them, but 
perhaps never have they viewed anything in which 
miniature “Spanish bungalows,” scenic wall designs 
and the like have figured. 

Many distributors will probably question the prac- 
ticability of such a layout for a mill supply store. 
Yet, F. M. Steers, president of the San Francisco 
company, is firm in his belief that this novel building 
has been a big factor in “‘putting new life into the 
business.” He feels it is attractive to customers, 
manufacturers and employes—and the cost, he 
states, was very little greater than it would have 
been had ordinary partitions been used. 

Regardless, however, of whether the general plan 
meets with the approval of a distributor, he cannot 
fail to see the advantages of the methods used to 
display lines carried and the literature of manu- 
facturers whose products are handled by the com- 
pany. The various lines are presented in attractive 
wall cases of Fenestra sash, with glass shelves. They 
are easy to see, and undoubtedly attract the atten- 
tion of visitors to the establishment. Display is a 
big factor in the successful prosecution of most any 
business, and Mr. Steers and his associates surely 
had their minds on their jod when they planned 
their method of presentation. 

Incidentally, the Pacific Mill & Mine Supply Co. 
certainly went about its “rejuvenation” programme 
in a thorough way. In this interview with Mr. 
Novins, Mr. Steers told the story briefly but inter- 
estingly. It will pay every person interested in mill 
supply distribution to read the article. 








SPEND MORE TO MAKE MORE 

“Babe” Ruth draws $75,000 a year from the New 
York Yankees. This seems a very large salary to 
pay a man for playing ball for a few months of the 
year, even though he be a major leaguer and a home 
run hitter. But Ruth is far more than a baseball 
player and a circuit smasher. He is a box office 
attraction bringing into the coffers of the New York 
team and the clubs it meets on the road many more 
thousands of dollars than the total sum paid to him. 
The “Babe” is fully deserving of his big salary. 

A business house must spend money if it would 
make as much money as it desires. If the reader 
will stop to think, he will recall many instances of 
where the business of a company has been doubled, 
trebled and even quadrupled by a generous, judi- 
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cious spending of money. He can also think of busi- 
nesses which have gone year after year making a 
meager profit, remaining stationary or expanding 
but little, and in many of these cases he will recall 
that the executives were afraid to loosen their purse 
strings. 

The business house which refrains from spending 
money for efficient advertising, which holds down 
salaries to the bone, which refrains from remodeling 
its building when remodeling is necessary; which 
hesitates to install time and labor saving equipment, 
is in fact losing money, both in cost of operating 
under antiquated methods and because it is not se- 
curing business it otherwise would. 

Contrast this attitude to that of a mill supply dis- 
tributor who recently told the writer of a new ma- 
chine for the accounting department which would 
perform numerous operations mechanically, and 
which he was thinking of buying. 

“How much does it cost?” he was asked. 

“Three thousand dollars,” 

“Whew!” said the writer. 

But the distributor immediately proceeded to 
prove the machine would soon pay for itself. He 
had vision, did this distributor, and in more ways 
than one. 


was the reply. 





AN UTOPIAN VISION 

Perhaps the greatest single factors in encourag- 
ing and continuing business depressions are the 
individuals and business houses which close up their 
pocketbooks and buy only what they actually have 
to have when clouds appear on the horizon. 

Take the individual who is planning to build a 
home, for instance. He hears talk of business de- 
pression. He gives up his building plans. The 
consequences are that a contractor loses a contract, 
and carpenters, painters, masons, plumbing and 
heating men, electricians and others lose a job. If 
many prospective builders do the same thing, the 
industries which manufacture the various materials 
used in building and equipping houses are affected, 
resulting in men being thrown out of employment 
and losing their buying power, thus affecting many 
other industries and businesses. The same is true 
of the industrial plant or business house which buys 
on the most limited basis when things look a little 
dark. This policy affects business and employment 
all along the line. 

It may seem brazen to ask the individual to keep 
on spending when times begin to look shaky, but if 
everyone would continue as he normally would, 
there would never be such a thing as a serious 
business depression. Think it over. Isn’t it ab- 
solutely true? 

This thought is not expressed, however, with the 
idea in mind that business depression is in the 
offing. On the contrary, reports come to hand from 
all sides which indicate good business now and for 
the future. And, best of all, it seems to be fully 
realized that the fact that this is a presidential year 
in itself has little to do with business activity. 
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American Appoints Committee 
to Confer with the Southern 


David C. Jones, K. W. Atkins and K. G. Merrill Named to Discuss Course 
of Action of Two Associations with Southern Executive Committee, Meet- 
ing in Nashville October 15th— National Association Official Family 
Met in Pittsburgh September 27th to Consider Future Course of Action 


At a meeting of the official family of the American 
Supply and Machinery Manufacturers’ 


Association in 


Pittsburgh, September 18th, which was called by Presi- ily of 


dent Dixon C. Williams to take some 
action relative to the future activities of 
the association, it was decided, follow- 
ing thorough consideration, to appoint 
a committee to confer with the execu- 
tive committee of the Southern Supply 
and Machinery Dealers’ Association 
when the latter meets in Nashville, Oc- 
tober 15th, to consider the Southern’s 
future course of action. This action 
was taken in view of the fact that an 
invitation had previously been tendered 
by the American Association to the 
Southern to join in a single association 
and that the Southern had voted at 
the Nashville convention last May to 
accept the invitation, subject to ap- 
proval by individual members of the 
plan worked out. 

Members of the American commit- 
tee are: David C. Jones, The Lunken- 
heimer Co., Cincinnati, chairman; K. 
W. Atkins, of the Memphis branch of 
Kk. C. Atkins & Co., Indianapolis, and 
kK. G. Merrill, M. B. Skinner Co., South 


decision to appoint this committee followed a very com- 
plete discussion. The committee will report back its con- 
clusions to the official family of the American for final 
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Divon Cc. Williams 


Bend, Ind. The 


Members of Committee Appointed by American Association to Confer 


Left to Right 


ville, May 15th, 
tions considered invitations that had been extended by 
the American Association to join the latter in one or- 


sanization. The Southern unanimously passed a resolu- 


with 
David C. Jones, K. G. Merrill, kK. W. Atkins 


action on the course to be pursued by the association. 
Present at the Pittsburgh meeting of the official fam- 
the 


American Association were the following: 


Dixon C. Williams, Chicago Nipple 
Manufacturing Co., Chicago, president; 
S. P. Browning, The Ohio Valley Pulley 
Works, Inc., Maysville, Ky., first vice- 
president; C. O. Drayton, Graton & 
Knight Co., Worcester, Mass., second 
vice-president; B. F. Ruether, The Me- 
chanical Rubber Co., Cleveland, third 
vice-president; Frederick D. Mitchell, 
secretary-treasurer; K. W. Atkins, E. 
C. Atkins & Co., Indianapolis; Eugene 
S. Grant, Dodge Manufacturing Corp., 
Mishawaka, Ind.; David C. Jones, The 
Lunkenheimer Co., Cincinnati; K. G. 
Merrill, M. B. Skinner Co., South Bend, 
Ind., and D. K. Swartwout, The Swart- 
wout Company, Cleveland. Messrs. At- 
kins, Grant, Jones and Merrill are 
members of the executive committee, 
while Mr. Swartwout is a member of 
the advisory board and a former presi- 
dent of the association. 

It will be recalled that at the triple 
mill supply convention, held in Nash- 
16th and 17th, the two dealer associa- 





Ewecutive Committee of Southern Association. 
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tion providing that that organization accept the invita- 
tion of the American, and that a committee from the 
Southern be appointed by the president to confer with a 
similar committee from the American to work out de- 
tails, to be submitted to the membership of the Southern 
for approval. 

The Southern and American then appointed special 
committees to visit the National and offer any help or 
information desired on the proposition of forming a 
single association. The National Association appointed 
a committee to confer with the committees from the 
Southern and American, and reported back that the rep 
resentatives of the latter two associations desired that a 
committee of three be appointed by each of the three 
associations to meet and formulate plans for a single 
association. The Southern and American had already 
appointed their committees, the special National com- 
mittee reported, and then recommended that the National 
appoint such a committee. The recommendation was ac- 
cepted and the National committee named. The joint 
committee afterward held meetings, drew up a constitu- 
tion and by-laws and submitted the entire proposition to 
the members of the three associations. The Southern 
and American Associations accepted the constitution and 
by-laws and voted in favor of a single association, while 
the National turned down the proposition. 

Now interest centers around the question: “Will the 
Southern and American Associations unite in one organi- 
zation?” Sentiment at the Nashville convention seemed 
to favor such action in case the National turned down 
the single association plan. 

There will be no definite action on the question until 
October 15th, when the Southern executive committee 
and the special committee of the American Association 
confer. As stated previously, the American Association 
committee will then report back its conclusions to the 
official family of that organization. 

NATIONAL OFFICIAL FAMILY HELD MEETING 

Much interest has also been attached to the meeting 
the officers, and members of the executive committee 
and advisory board of The National Supply and Ma- 
chinery Distributors’ Association, which was held at the 
association headquarters in Philadelphia, September 
27th. The National Association at the Nashville conven- 
tion voted to discontinue its associate manufacturer mem- 
bership. This action was taken, however, when there 
was possibility of the continuance of the Mill Supply 
Council. Now that the council is out of existence and 
the single association idea has fallen throusgch, there is 
naturally speculation as to whether or not the National 
will again open up associate membership to manufac- 
turers. Whether this matter was discussed at the Sep- 
tember 27th meeting was not known at this writing, as 
the meeting had not then been held. It is regretted that 
the meeting was held at such a late date that MILL Sup- 
PLIES could not carry an account of it. Proximity of 
publication date, however, made necessary closing the 
pages of the magazine prior to the meeting. 
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To Hold Annual Meeting 

The Associated Industries of Massachusetts, which in- 
cludes in its membership numerous manufacturing or- 
ganizations in the mill supply field, will hold its thir- 
teenth annual meeting at the Copley-Plaza and Bruns- 
wick hotels, Boston, October 17th and 18th. An expo- 
sition of products manufactured in Massachusetts will 
be held in connection with the annual meeting. Fred- 
erick D. Payne, president of the Greenfield Tap & Die 
Corporation, Greenfield, Mass., is the present president 
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of the Associated Industries of Massachusetts, while 
Frank H. Willard, president, Graton & Knight Co., 
Worcester, is one of the vice-presidents. Among the 
members of the executive committee are Messrs. Payne 
and Willard; Clifford S. Anderson, assistant secretary 
and counsel, Norton Co., Worcester; B. Preston Clark, 
vice-president, Plymouth Cordage Company, North Ply- 
mouth; Howard Coonley, president, Walworth Company, 
Boston: J. William Fellows, Boston Woven Hose & Rub- 
ber Co., Cambridge, and Charles L. Newcomb, Worthing- 
ton Pump & Machinery Corp., Holyoke. 


AGAINST MAKING EXCEPTIONS 


Manufacturer Believes Direct Buying of Bolts, Etc.. 
by Railroads, Will Bring Evils 

A letter has been received by MILL SUPPLIES from a 
manufacturer who prefers that his name not be used be- 
cause he has “a constitutional antipathy to the lime- 
light.” This manufacturer takes exception to the theory 
that because railroads are such large buyers of bolts, 
nuts and rivets, they are entitled to buy direct, and states 
the reasons for his belief. He further states he will be 
curious to see whether his statement “gets any kind of 
a rise out of any other manufacturer or distributor.” 

“Personally, I take exception to the statement of Mr. 
Graham, president of the Bolt, Nut and Rivet Manufac- 
turers Association, that because railroads are such 
large buyers of bolts, nuts, and rivets they are entitled 
to deal direct with the manufacturer,” he writes. “If 
this applied to bolts and rivets only, it might not be in- 
jurious to the distributor or to other manufacturers, but 
it strikes me that it has a more far-reaching effect than 
Mr. Graham was willing to admit in his speech at the 
triple mill supply convention in Nashville. 

“First, it establishes a precedent for railroads, and, 
secondly, it enables them to buy at a lower price even 
than can the distributor, and it forces other manufac- 
turers to cut prices below what good business judgment 
warrants. 

“The distributor knows how the price will be cut on 
bolts, nuts and rivets. He knows some other manufac- 
turers are cutting their product the same way, and, con- 
sequently, he feels he is compelled to cut everything sold 
to the railroads down to a point where there is no margin 
left for him, and then he kicks to the manufacturers for 
rebates or extra discounts until there is no margin left 
for anybody. At all events, the direct selling by manu- 
facturers to railroads and large industries, like the Ford 
plant or General Motors, has a tendency to knock prices 
galley-west, and foster constant cutting. Yet Mr. Gra- 
ham maintains it is good business, economical and purely 
ethical, regardless of what effect it may have on other 
lines.” 





Exhibit in British Show 

A number of American manufacturers had exhibits at 
the Fourth Machine Tool and Engineering Exhibition, 
held under the auspices of the Machine Yfool Trades 
Association, at Olympia, London, England, September 
5th to 22nd. Among the American companies displaying 
products were The United States Electrical Tool Co., 
Cincinnati; Brown & Sharpe Mfg. Co., Providence, R. I.; 
Pratt & Whitney Company, Hartford, Conn.; Seneca 
Falls Machine Co., Seneca Falls, N. Y.; Gisholt Machine 
Co., Madison, Wis.; The Warner & Swasey Co., Cleve- 
land, and the Potter & Johnston Machine Co., Paw- 
tucket, R. I. A board hammer made in England under 
license of The Billings & Spencer Co. was also exhibited. 
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Study Indicates Broadening Basis 
of Improved Demand 


Trend Forecast by Valve Index and Key Industries Is 
Supported by Indications from Wider Field 


JOSEPH H. BARBER* 


Assistant to President and Chief Statistician, Walworth Company 
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Figure 1—Chart Showing Actual Movement Since 1924 
July FUR PRON - alekigics id cad Re please a sia 110 
August Preliminary Index ........... 121 


The nonthly ivdes is not based “pow any single company’s 
Cr pe rience, but is deve loped from broadly selected ineasures 
of the quantitu of demand in all those industries that use 
valves aud fittings. The index has been corrected for irrele- 
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Current data indicates that demand is still sagging 
from the relatively high levels reached last April, but 
August was better than July and every month since April 
has been better than the corresponding month a vear ago. 
The shift from reporting “worse than a vear ago” in the 
earlier part of the vear to reporting “better than a year 
ago” recently promises for coming months even better 
gains over the corresponding months of last vear than 
any yet reported. Improvement since the opening of the 
vear has become general, being particularly notable in 
important key industries, but gradually broadening to 
benefit many others. Nor is the immediate prospect 
clouded by high money rates that have received much 
comment recently. We must recall that increasing inter- 
est charges work as a slow leaven in dampening business 
optimism and that they are not a sufficiently important 
single factor to precipitate sudden depression. In busi- 
ness it would be as profitless not to open up the throttle 
when the forecast reads “good business” as it would be 
to order “full steam ahead” when warning signals are 
set. We may need to ponder the significance of tight 
money and other factors later on, but it is premature to 
be greatly concerned about them yet. On the contrary, 
the indications point to still better business before it is 
seriously worse. 

Last month we discussed in considerable detail the 
prospects for the oil industry, the condition of which 
directly affects many mill supply distributors. On previ- 
ous occasions we have discussed the building industry, 
which is of primary interest to plumbing and heating 
suppliers. In other articles we have discussed the iron 
and steel industry, which is typical of general produc- 
tion that in turn governs the prosperity of mill supply 
houses catering to the process industries. Recently these 
three key industries have all been on an improving scale 
and their current prospect is for definite betterment over 
the corresponding months at this time last year. Our 
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discussion here will show that the improving trend fore- 
cast by the Valve and Fittings Index and by these three 
key industries is also the indication given from a broader 
list of industries than can be followed in detail every 
month. In order to avoid distortion by financial squalls 
before they actually affect business, our Valve and Fit- 
tings Index develops the trend of demand volumes only. 
Because of their importance, the three key industries 
mentioned are given enough weight so that they have a 
large part in saying what our average index will show. 
Knowing this, a doubting Thomas might ask, “Doesn't 
the average look good now because of the three key indus- 
tries, while other demand generally may still be sag- 
ging?” 

To answer just such a question we find it worth while 
to supplement the studies of our average index with other 
analyses that aim to tell us whether the average condi- 
tion indicated is also the really typical condition in the 
majority of industries. For instance, just at present 
we would ask: ‘“‘Are only a few, or are many industries 
now reporting demand better than last year’s levels?” 

There are available past records of the order volumes 
of many national trade associations and representative 
individual companies. These all represent distributors’ 
and jobbers’ demand upon manufacturers, just as do the 
reports which we average in our index. We frequently 
analyze these to see how many are reporting “‘better than 
a year ago’ and how many are reporting “worse than a 
year ago.” Usually we are not so much interested in 
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Figure 2—Diaqgrain Plotting the Historical Record of Net 
Balances of Ups and Downs 

particular industries, but simply make a count of those 
that are up and of those that are down. This count each 
month tells us whether there is an even break between 
the two or whether the balance tips in favor of the ups 
or the downs. Suppose, for instance, that in November, 
1925, there was a net balance of thirty-two ups out of a 
total of seventy reports. This net balance means there 
were thirty-two more ups than necessary to balance or 
offset the downs. The best way to express this idea is 
to say that there is 45 percent net balance in favor of 
the ups. From similar counts made for each month, we 
have plotted a diagram of the net balances, as in figure 2. 

In this diagram, when the line begins to rise it means 
that the net balance of downs is decreasing. When the 








curve gets up to the heavy horizontal line it means that 
there is an even balance between those reporting “worse 
than a year ago” and those reporting “better than a year 
ago.’ When the curve has risen high, as it did at the 
middle of 1925, it means that the net balance is strongly 
one-sided in reporting better business. As the curve de- 
clines, there are fewer and fewer optimistic reports, and 
when it gets below the heavy line again, then once more 
there are, on net balance, more declines than gains. Fig- 
ure 2 shows that the curve has now swung up to a posi- 
tion indicating a predominance of gains over a year ago. 
This was the impression gained from our monthly index 
shown in figure 1, and the impression is confirmed by 
this broader analysis. The monthly index is sometimes 
erratic and might not represent the real underlying 
smoothed trend of demand. We have discussed the con- 
struction and significance of this smoothed trend upon 
several occasions. It is the more solid basis for sizing 
up the real developments, so it is unfortunate that we 
cannot draw its curve closely down to date. At a time 
when the smoothed trend is just turning a corner upward, 
it would help a lot if we could chart actual postings, right 
down to date, and that is why we are interested in this 
supplementary up and down curve here, because it helps 
to show what the smoothed trend is doing right now. 

In figure 3 we see the two curves compared. Both of 
them indicate the broad trend of demand, but the 
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Figure 3—Up and Down Curve, Compared With the 
Smoothed Trend of the Valve and Fittings Index 





smoothed trend measures the level of demand in sixteen 
important industries only, whereas the up and down curve 
counts the direction changes in a broad list of many in- 
dustries, regardless of their individual importance. First, 
note the similarity between the two curves during the 
last half of 1924 and the first half of 1925. Here is 
evidence of a first rule, namely, that when the up and 
down curve has turned in a generally upward direction, 
then by that time the smoothed trend will have definitely 
begun rising. Again, note the record of the two curves 
through 1926 and the first half of 1927. Here we see 
the operation of a second rule. When the up and down 
curve is under way in a definite decline, then during the 
same period the smoothed trend will be falling. The 
two curves usually act jointly, but sometimes one gets 
a little ahead of the other. 

Just now it is the first rule that helps us most because 
we cannot post the smoothed trend actually down to date 
to tell us whether it is definitely set for a continued rise. 
When the up and down curve has risen as definitely as 
it has in the 1928 space on the chart, it means that a 
majority of the many industries represented are report- 
ing their current volume of demand “better than a year 
ago.” The rule tells us that, when this is so, the 
smoothed trend of our Valve and Fittings Index is also 
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rising to levels better than a year ago. This smoothed 
trend does not quickly change its course. Hence the im- 
proved showing of our monthly index in figure 1 is not 
only temporarily better than a year ago, but is supported 
by the underlying trend which is constantly rising toward 
better levels. 

or 


KEITH, SIMMONS CO. ELECTS 


Nashville Mill Supply and Hardware House Chooses 
Officers at Meeting of Directors 

At a meeting of the board of directors, the following 
ofticers of the Keith, Simmons Co., Inc., Nashville, dis- 
tributor of mill, auto and railroad supplies, hardware 
and household goods, were elected: Walter Keith, presi- 
dent; Samuel J. Keith, Jr.. W. M. Parrish, Walter 
Keith, Jr., B. C. Krieg, E. Ewing Keith and Henry 
Brackman, vice-presidents, and John D. Lewis, secretary- 
treasurer. 

Walter Keith has been associated with the hardware 
business since 1891, and has served the Keith-Simmons 
corporation as president for a number of years. Last 
March he purchased the entire interest of W. G. Simmons 
in the Keith, Simmons Co., Inc. Mr. Simmons had 
served as vice-president. At the present time Mr. Keith 
is in Europe, and is expected to return to Nashville the 
latter part of this month. John D. Lewis, who was re- 
elected secretary-treasurer, has been with the company 
for the last eight years. 

Of the vice-presidents, Samuel J. Keith, Jr., who is in 
charge of the automobile accessory department, has been 
with the company since 1917, except for the period he 
served with the American Expeditionary Force in 
France during the World War; W. M. Parrish, general 
manager, has served the company continuously 
since 1902; Walter Keith, Jr., manager of the retail de- 
partment, has been with the company since leaving col- 
lege in 1922; B. C. Krieg, manager of the mill, mine 
and factory supply department, has been identified with 
this branch of the business for the last 30 years, serving 
the Keith, Simmons Co. for the last 12; E. Ewing Keith, 
assistant manager of the retail department, has been 
with the company since last March, and Henry Brack- 
man, buyer, has been with the company since 1900. 

The house was established in 1899, and is the successor 
to several firms purchased during the last fifteen years. 
It travels 35 salesmen in Alabama, Mississippi, Georgia, 
Tennessee and Kentucky. The company operates an up- 
town store at 412-414-416 Union street, and a wholesale 
department and general offices at Nos. 10, 11, 12 and 13 
Cummins station. The company is proud of the fact that 
more than 20 of its employes have served it for more 
than 20 vears, and more than 20 more for more than 15 
vears. 
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Various Export Figures 

Exports of bolts, nuts and rivets (except track) during 
the first seven months of 1928 totaled 7,762 gross tons, 
compared with 6,959 gross tons during the same period 
of 1927, according to Commerce Reports, published by 
the department of commerce. During the first seven 
months of 1928, exports of wire rope totaled 2,964 gross 
tons, compared with 2,724 gross tons during the first 
seven months of 1927. Shipments of malleable iron 
screwed pipe fittings for the first seven months of 1928 
were 6,967 gross tons, compared with 6,025 for the 1927 
period; cast-iron screwed pipe fitting exports were 3,701, 
compared with 3,978; cast-iron pressure pipe and fit- 
tings, 7,384, compared with 7,121, and cast-iron soil pipe 
and fittings, 8,810, compared with 5,031. 
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Carrying a full line of mill supplies and specializing 
on certain departments of the business has been the 
policy consistently followed by Horsford Bros. Co., well 
known San Francisco mill supply distributor. In Novem- 
ber this firm will celebrate its twenty-eighth vear in 
business. It was founded in 1900 by M. B. Horsford 
and S. C. Horsford, brothers, who are still actively 
identified with it. 

The Horsford brothers started with little capital, but 
full of ambition to serve the local industries with a 
complete and diversified stock of mill supplies. To this 
policy they have adhered for twenty-eight years, and 
today the company is reputed in California, Nevada 
and southern Oregon as a house where vou can always 
get what you want in the line of mill supplies when you 
want it. The firm has always foreseen changes in de- 








Home of Horsford Bros. Co. 


mand from industries, and has never failed to adjust 
itself to new conditions. 

A trip through the three-story warehouse reveals the 
fact that full lines of supplies are carried, in as many 
sizes as possible to meet diversified demand. One floor 
alone houses a twelve-car supply of steel pulleys and 
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Ordering for Seasonals 


An Exacting 


Task 


Anticipation of Requirements of Sea- 
sonal Industries One of the Problems 
Met Successfully by Horsford Bros. Co., 
San Francisco—This Mill Supply House 
Specializes on Certain Departments 


J. K. NOVINS 


accessories. There is a full line of chains and shafting. 
This generally applies to the other items carried in the 
warehouse. 
MANY SEASONAL INDUSTRIES SERVED 
The firm’s problem has been especially delicate because 
many of the industries served are of the seasonal type. 


; 















a d 
Interior View of Horsford Bros. Co. Store 

Demand must be anticipated to assure delivery in season, 
or great losses in business may result. By carefully 
gauging demand the company is often able to order in 
carload quantities, allowing sufficient time for many 
of the supplies to arrive via the water route, at a sub- 
stantial saving in freight. 

Industry demands speed, action. Therefore Horsford 
Bros. Co. emphasizes two lines that are meeting with 
increased demand in industry. These are high-grade 
bearings and high speed steel. In the Horsford estab- 
lishment will be found one of the largest stocks of high 
speed steel on the Pacific Coast. This has been a very 
important item in reaching the many woodworking 
plants in California and Oregon. 

“Our full line of bearings has been an important factor 


(Continued on Page 62) 
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or anywhere near as thoroughly as 
the mill supply house that covers its 
de at regular intervals through- 

ul ‘ Vai “y 


This is the opinion of a nationally known manufacturer who distributes 
exclusively through mill supply houses, and who further states, “We 
do this purely as a matter of business. It is the most economical for us 
—and for the consumer.’’ 


Some manufacturers sell consumers direct. But maintaining branch 
stores, warehouses and salesmen is expensive. When so many of the 
most successful manufacturers sell through distributors, isn’t it logical 
to assume that they, too, have found it ‘‘most economical for themselves, 
and for the consumer?’’ 


You, as a buyer, should consider the convenience of dealing with repre- 
sentatives of one supply house, as compared with the time required to 
purchase from many manufacturers, the necessity for carrying separate 
accounts and following up on numerous shipments. 

Ou) onlv House. is the distributor for hundreds of manufacturers 
ihn have found that we can serve this territory better for them than they 
could do it for themselves. Our salesmen cover the territory frequently. 
We make prompt deliveries from stock. You can buy from us often and 
in any quantity. You can ask us for suggestions. By concentrating your 
purchases with us you save time, labor and expense. 
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Progressive Mill Supply Co. 
Enterprise City, Ohio 
a ee 
Mill Supply Houses are urged to make use of the above advertisement by mailing it to their local industries. 


nail é Reprints of the page will be supplied printed 
in two colors on India tint enamel stock carrying the name and address of the distributor placing the order. Reprints will be billed to distributors at cost. The 
minimum order will be 500 copies. 


Whet Vriting te \dvertisers please mention Mitt. Supreries 
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Distributor Advertising Plan 
Used by Many Leading Dealers 


Impressive List of Houses in Various Sections Ordering Reprints Dem- 

onstrates Favor with Which Service Offered by “Mill Supplies’? Has 

Been Received—Send in Your Order for Reprints of Advertisement on 

Opposite Page and Combat Direct Selling Arguments Presented to 
Your Customers 


On the opposite page is presented the third in a 
series of advertisements prepared by MILL SUPPLIES 
for the use of distributors in convincing customers 
and prospective customers in their respective terri- 
tories of the value and importance of buying through 
the supply house. 

As explained in previous issues, MILL SUPPLIES 
is offering this service to all distributors of mill 
supplies and allied lines at cost, with absolutely no 
profit to itself. Distributors may order reprints of 
the advertisement at prices listed below. The 
smallest order accepted is for a 500 lot. The name 
and address of the individual supply company will 
be placed at the bottom of the company’s reprints, 
the fine type shown at the bottom of the advertise- 
ment presented herewith being eliminated on the 
reprints. The regular MILL SUPPLIES magazine 
paper stock will be used, the reprints printed in two 
colors as in the advertisement on the opposite page, 
and the reprints shipped promptly to the dealer for 
distribution to his customers and prospects in the 
way he thinks best. 

The cost of 500 reprints, f.o.b. Chicago, is $8.20; 
750 reprints, $10: 1,000 reprints, $11.45; 1,500 re- 
prints, $14.60; 2,000 reprints, $17.70; 2,500 re- 
prints, $20.85. 

IMPRESSIVE LIST OF DEALERS USING SERVICE 

MILL SUPPLIES has received much commendation 
for this service it is offering to help the dealer fight 
direct selling and the other forms of competition 
he is meeting. Impressive is the list of supply 
houses which have already availed themselves of the 
service. A study of the names of these houses will 
show that they are not only representative distrib- 
utors, but that many sections of the country are 
represented on the list. Following are the com- 
panies which have so far taken advantage of this 
service: 

Charles H. Besly and Company, Chicago. 

M. B. Crawford & Son, Oswego, N. Y. 

Keystone Pipe & Supply Co., Butler, Pa. 

James McGraw, Inc., Richmond, Va. 

Nashville Machine & Supply Co., Nashville, Tenn. 

Penn General Supply Company, Pittsburgh. 

The Queen City Supply Co., Cincinnati. 

William S. Roe, Inc., Newark, N. J. 

The Scallan Supply Co., Cincinnati. 

The Western Iron Stores Co., Milwaukee. 

Great Lakes Supply Co., Chicago. 

Turner Supply Company, Mobile, Ala. 


The Ross- Willoughby Company, Springfield, Ohio. 
E. S. Stacy Supply Company, Springfield, Mass. 
Chase, Parker & Company, Inc., Boston. 

Phillip Gross Hardware & Supply Co., Milwaukee. 

Woodbury & Wheeler Ce., Portland, Ore. 

Smith-Courtney Co., Richmond, Va. 

Osborn Machinery Company, Inc., Clarksburg, 

W. Va. 

The Gastonia Mill Supply Co., Gastonia, N. C. 

Kemp Machinery Ce., Baltimore. 

J. L. Purcell, Inc., Hartford, Conn. 

The distributor of mill supplies does not need to 
be told he is running up against the direct seller and 
other forms of competition, which at times make his 
path a difficult one. He knows at the same time 
that the business in which he is engaged offers the 
most efficient and economical method of distribution 
of machinery, tools and supplies to industry gen- 
erally. He is thoroughly sold on the fact that he 
offers a service that cannot be duplicated and that he 
is the storehouse of his community, without which 
the industries of the community would be greatly 
handicapped. But the trouble is that many indus- 
trial purchasers do not realize these facts. The thing 
to do, then, is to take the bull by the horns, and meet 
the propaganda of competing forms of distribution 
by presenting arguments to the buyer in a clear, 
logical way that will convince him of the definite 
value of the supply house. 

MILL SUPPLIES is thoroughly sold on the mill sup- 
ply distributor. The distributors’ interests and the 
interests of the magazine are closely allied. The 
magazine seeks to help the distributor in every pos- 
sible way, and in line with this policy, the plan of 
furnishing the distributor with prepared material 
on the subject of dealer distribution to broadcast to 
his customers and prospective customers was con- 
ceived. 

EACH ADVERTISEMENT A COMPLETE UNIT 

Each advertisement prepared for distributors is 
an entity in itself. It is not tied up with the one 
preceding or the one following. The advertisements 
are so arranged that any one can be sent out with 
full effect, regardless of whether others have been 
sent before or more are to follow. However, it is 
advisable, where convenient, for the distributor to 
have reprints of all the advertisements, sending one 
reprint out every month to the trade, for advertising 
(and this is advertising in a most effective form) 


(Continued on Page 62) 
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are concentrated, 
the jobber’s dollar 
hits the bull’s-eye 
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Distributor Advertising Plan 

(Continued from Page 59) 
does its best work when the advertiser hammers 
home his story repeatedly, although in a different 
way each time. 

MILL SUPPLIES believes these reprints are a valu- 
able aid to the distributor in promoting sales. They 
put before the buyer reasons for patronizing the 
supply house he may never have considered. They 
leave an impression in his mind, which, it seems, 
should do the supply house a lot of good. If he will 
back up these messages to the buyer by stocking 
good lines, giving good service, followed by deter- 
mined sales efforts, the dealer will soon find his work 
bearing fruit. The distributor has every argument 
necessary to prove his value to the industries. All 
he needs to do is to put the arguments across to the 
buyer. And the reprint service is a great help in 
doing that. 

Reprints of the accompanying advertisement will 
be held in type until the end of October, but it is 
advisable to get your order in as early as possible. 
Why not join the ranks of those who are not only 
selling to industrial consumers the value of their 
own houses, but of the mill supply distributing busi- 
ness generally? 

- ++ 
Ordering for Seasonals 
(Continued from Page 57) 

in meeting electrical competition,” said M. B. Horsford. 
“We have done a great deal of educational work to point 
out the economy and practical application of our line of 
bearings, and our sales have been largely increased by 
featuring this line.” 

The firm maintains its own shop in the building as 
a means of rendering special repair service to the trade. 
The shop has more than paid for its upkeep because of 
its influence One of the important factors in 
serving diversified industries, the company has found, 
is to render specialized service. The several sales repre- 
resentatives of the firm are also specialists. For in- 
stance, one man concentrates particularly on wood- 
working plants, understanding their respective problems, 
advising them on installations and suggesting improve- 
ments. Another man is a specialist on the problems 
affecting the growers in California, who are in need of 
various kinds of equipment carried by the company. 

Delivery service is also an important factor in serv- 
ing the local trade. It is necessary that deliveries be 
made promptly, regardless of the size of the order. 
Formerly the company had an arrangement with a local 
drayage concern, but this evidently did not work out 
successfully, for now it has its own truck, which 
delivers promptly to the local plants. Orders are filled 
the same day they are received. 

Because of the many 


on sales. 


items carried in the store and 
warehouse, it has been found necessary to depart- 
mentalize and to keep accurate records of turnovers. 
While a quick turnover is generally desired, yet on cer- 
tain items which must be carried to supply orders from 
time to time, the turnover is necessarily slow. It is 
the policy of the company to watch the slow turnover 
items, and to stock up as little as possible on them— 
just sufficiently to meet demand, and no more. It is 
felt that it is better to retain a slow turnover article 
on the shelves so it will be on hand when a customer 
calls for it, than to be entirely out of it and risk having 


UPP LDES 


October, 1928 





a disappointed customer. However, just as soon as the 
stage is reached where the item is entirely out of 
demand, it is removed from stock. 

“This applies especially to our line of general sup- 
plies,” said S. C. Horsford. “We found it most eco- 
nomical to reduce the stock in the general supplies 
department to a minimum, and we stock only standard, 
nationally advertised products. Today the general sup- 
plies stock is smaller than it used to be, but it is more 
profitable.” 

At the end of the month the Horsfords have a state- 
ment before them showing the cost of operating all 
departments, based on sales and stocks on hand. 

On a second record they keep a_ perpetual stock 
inventory in each department. The record is kept for 
each item separately. As soon as a shipment is re- 
ceived, the clerk enters the amount put in stock, and daily 
records are made of items taken from the stock. The 
balance on hand is automatically changed daily. The 
amount of each item on hand is carefully noted, 
and when the balance approaches the minimum figure 
established, the stock is replenished. As a result of 
keeping this careful record, it rarely happens that the 
company falls short of any item. 

“Some of the industries we serve are active only 
during certain months of the year, and we stand to 
lose if we are not prepared to supply their needs during 
the height of the season,” said S. C. Horsford. ‘That 
is the reason why we must study each industry and 
keep accurate stock records so we will be able to order 
in advance to meet seasonal requirements.” 
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IT STANDS NINE FEET HIGH 


This Belt, Made by The Republic Rubber Company, 
Is 1,225 Feet Long and 42 Inches Wide 

The accompanying photograph shows a gigantic rub- 

ber belt which was produced by The Republic Rubber 

Company, Youngstown, Ohio, for the Youngstown Sheet 





A Gigantic Rubber Belt 


& Tube Company. This belt, which is known as the 
“Super-Excelo” conveyor belt, is 1,225 feet in length, 42 
inches in width, and weighs 13,908 pounds. 
rolled, it is nine feet in height. 

This type of belting has been designed especially for 
conveying hot coke and for all service where abrasion is 
most severe. 


As it stands 
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The hand-truck so balanced as to 
carry the load on the wheels, in- 
stead of on the workmen’s arms. 
The only pressed-steel hand-truck 
offered equipped with smooth run- 
The hand-truck best “built to wear without repair.” ning Hyatt Roller Bearings. 

The only hand-truck designed entirely of pressed- The only hand-truck so distinctive in appearance and so 
steel sections,* made specifically for the purposes superior in service that, even without its famous name 
intended. plate and trim red coat, its identity could never be concealed. 
The hand-truck most scientifically built to distribute The “American” stands out from them all. The finest 
stress— providing for greater strength without in- hand-truck ever offered to American business. 


creased weight. *Wooden hand-grips for comfort. 





THE AMERICAN PULLEY COMPANY, 4200 Wissahickon Ave., Philadelphia, Pa. 





AMERICAN 


HANGERS | PU! | PULLEYS | 


PATENTED 


Dealers Like ‘tAmericans” 


Because they “stay sold.” 


Because their better service and longer 
life brings frequent repeat sales from sat- 
isfied customers. 


Because the 11 standard “American” 
models serve practically every hand truck 
ne 


Trial Offer 


Buy a sample truck—look 
it over and then put it 
to work where you can 
watch it. If you are not 
Part of a repeat satisfied that it is saving 
order from one user. you money through bet- 
ter service, send it back 
and we will refund the 
purchase price. 


Ask Yourself— 


Can I afford to overlook the 
money and labor savings that 
“American” Trucks offer? 


Many truck users have asked themselves this question and answered it. 
Then they have re-ordered once—twice—and eventually standardized 
on “Americans.” 


The answer has invariably been the same, though “American” Pressed 
Steel* Trucks have been compared in service, side by side, with practically 
every type of hand truck made. 


Because we know that only by such a comparison can the outstanding 
merits of this light, strong and extra durable hand truck be most emphat- 
ically shown—we urge you to buy a sample “American” and put it to the 
test of your own handling job. 

The special trial offer, shown above, makes this easy for you. 


Wooden hand-grips for comfort. 


THE AMERICAN PULLEY COMPANY 
PRESSED STEEL: 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 


4200 Wissahickon Ave., Philadelphia, Pa. 


MERICAN 
TRUCKS 


PATENTS PENDING 
REG. U. S. PATENT OFFICE 
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erpetual Inventory a Good Check 


on Slow Moving Items 


Phillip Gross Hardware & Supply Co., Milwaukee, Finds 
System Is an Excellent Guide in Ordering 


Without adding a man to the force, but by simply 
tying in new duties in a logical way with the old work 
of one of its stai¥, the Phillip Gross Hardware & Supply 
Co., Milwaukee, has developed a perpetual inventory stock 
record system which has served as an invaluable aid to 
intelligent buying. 

At the time this inventory svstem was adopted 
five vears ago 


some 
one man on the sta‘¥ of the mill supply 
department was emploved to 
price all the charge tickets. So, 
when it was decided to put in 
a perpetual inventory system, 
it seemed logical that he should 
be the man to handle the cards. 


an investigation is made to determine whether the cus- 

tomers are purchasing this item from some other source, 

and, if so, an attempt is made to win back their patron- 

age. In case, however, the customers have simply quit 

using the item, the card is removed from the records, and 
no more of this stock ordered. 

Very often, too, according to Mr. Boettcher, changes 

in the construction of products with which a certain item 

in stock is used result in a fall- 

ing off of the demand for par- 

ticular sizes or styles of this 

item. The movement or 

lack of movement of these 


slow 





items being noted, the subject 





Each of the 
ventory 


perpetual = in- 
carries the list | 
price, and it is a simple matter — | 


MINIMUM 
cards 


MAXIMUM 


REMARKS 


is investigated. In some cases, 
then, the cards of these items 





for the price 


clerk to note de- ORDERS at 
ductions : 


from stock when he 
refers to the Inventory card to 


are removed and the stock 
allowed to run out; in others, 

re-ordering is done in smaller 
roms quantities. 


RECEIVED 





secure the price of an item. 
The — perpetual 
stock record 


inventory 
used by 
the Phillip Gross Hardware & 
Supply Co. has served as an ac- 
curate guide not only in keep- 
ing the company informed as to 
when should be re- 
plenished, but in 
that are moving slowly 
eliminating that 
have ceased to move. Just how 
efficient the this 
latter respect may be indicated 
by the fact that the company 
found at the time of its annual 
inventory at the end of 1927 
that between 300 and 400 items 
had eliminated 
stock during the year. 
of course, does not 
or 400 different products, as 
many products are handled in a 
great variety 


system 


stocks 
reducing 
stocks 
and others 


svstem is in 


been from 
This, 
300 





mean er ere 


of sizes, and each size is regarded as an 
item and rates a separate card in the Gross inventory 
system. 

In discussing this latter phase of the stock inventory, 
Arthur F. Boettcher, who is in charge of mill supplies 
for the Phillip Gross Hardware & Supply Co., explained 
that there are numerous items which are purchased by 
only one or two large companies. 
requires a certain item that is not used by industries 
generally, the Gross company attempts to secure a bona 
fide order for a certain quantity over a period, say a year, 
with a fixed amount to be delivered each month. If the 
inventory clerk notes that at any period an item used 
by one or two large industries is not moving as it should, 


Where one customer 


“Were it not for the 
record card system, there 
might be numerous mistakes 
in re-ordering,” stated Mr. 
Boettcher. “The man in charge 
of the stock room cannot recall 
whether certain sizes or styles 
are moving slowly or fast. All 
he has to guide him is the 
amount of stock on hand. If 
he noted that the stock of one 
item was low, he might feel 
that it needed replenishing. 
This very item, however, might 
be one for which demand was 
falling off or had ceased. On 
the other hand, when re-order- 
ing is based on our card rec- 


stock 





Reduced Size 


Gross Company Inventory ¢ ard 





ords, it can be done _ intelli- 
gently. Guided by the statistics 
contained on each card, the 
buyer knows exactly what he 
should do regarding re-order- 
ing. When the minimum stock of any item has been 
reached, the inventory clerk removes the card from the 
file and places it in a basket for the buyer’s attention.” 
Because of the fact that each size and style of each 
product has a separate card and the names of customers 
can be abbreviated, the Gross company is able to use 
a very narrow card—only four inches in width. The card 
will take care of a great many entries, however, being 
nearly 10 inches in depth. Because of the narrow width 
of the 10,000 of them can be kept in one 
container within reach of a person seated at a desk. 
The front of the card contains the card number, the 
maximum and minimum amount of stock to be carried on 
hand, the list price; orders, showing the purchaser, date 


, of One Side of Phillip 


cards, about 
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The Butterfield Line 
and the Distributor 





The Butterfield Line of Taps, Dies and 
Reamers in a supply house is an indication 
of the merchandising policy of the house. 


Butterfield Tools are made for the indus- 
trials that want the best. With them it is not 
a matter of price but of production. With the 
productive effort of costly machine tools en- 
tirely dependent upon small cutting tools, 
performance is the all important thing. 


The distributor of Butterfield Tools de- 
velops this high grade, profitable and perma- 
nent business. Butterfield Tools have now 
been on the market over forty-five years. It 
takes no stretch of imagination to predict that 
they will still be on the market forty-five years 
hence. They are essential to industry, and 
supply house stocks of them are also essential 
to industry. 


Give the Butterfield Line your serious 
consideration. In our three branch stores in 
the United States are maintained large stocks, 
making distributor stock replacements easy. 
Our 212-page catalog is a wonderful help in 
selling and keeping customers sold. In addi- 
tion Butterfield Tools are advertised in publi- 
cations that are read by machinists and 
manufacturers. 


Write us at Derby Line or get in touch 
with the manager of our nearest store. 


Ko DL Kay he 


Sales Manager 


BUTTERFIELD & CO. division 


Union Twist Drill Co. 


Derby Line, Vt., U.S. A. Rock Island, Quebec, Canada 


Stores: New York, 62 Reade St.; Chicago, 11 So. Clin- 
ton St.; Detroit, 406 E. Woodbridge St.; Toronto, 
67 Adelaide St., West.; Montreal, 131 St. Paul Sr., 

West. 
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of order, order number and amount; the amount of stock 
received, amount returned by customers and dates of 
both. Space is also provided to show the amount on back 
order for each customer, and the customer’s name. Ina 
space devoted to “remarks” are noted the names of big 
users of the particular item. Thus, if it is noted that 
an item is moving slowly, these customers can be checked 
up to determine the reason for the falling off in sales. 

On the back of each of these cards is kept a record 
showing the general movement of the item. Here are 
recorded the inventory at the beginning of the year, the 
amount bought and sold during the year, the inventory 
at the end of the year and the average sales per month. 

These cards have tabs in four different spacings so that 
the various items may be sighted readily. Cards of a 
different color are used prices and discounts. 
These latter cards do not show the list prices, and not 
nearly so many of them are used as in the perpetual in- 
ventory system. For instance, where the company has 
approximately 150 different perpetual inventory cards on 
machine bolts, it uses only two or three cost cards for the 
same item. 

Regarding the accuracy of the stock record system, 
Mr. Boettcher states that were it possible for the mill 
supply department to have all its stock under complete 
charge of a few clerks, handling all the orders, he 
believes the record would be 99 percent correct at all 
times. However, as it is, the company has a large num- 
ber of people in various departments. many of whom 
must fill orders from the various stock rooms. Asa result, 
it is necessary to take a physical inventory and correct 
the cards at intervals. Never-the-less the company finds 
the system a splendid guide to purchasing. It is also a 
fine method of keeping track of how new lines are moving. 

Incidentally, it is interesting to note that the Phillip 
Gross Hardware & Supply Co. remodeled and re-arranged 
its retail hardware salesroom on the first floor a few 
months ago. While a few show cases were retained, most 
of them were removed. Now the customer finds most of 
the various items open on tables and counters before 
him, where he can handle them. The mechanics’ tools 
were formerly kept in glass enclosed cases along the 
wall. The glass has now been removed, however, so the 
mechanic can take down and handle any item in which he 
is interested. The company has found that this method 
of giving the customer, particularly the mechanic, an op- 
portunity to handle items is a great help in making sales. 
The customer, under this plan, often sells himself, with 
little effort necessary on the part of the salesman. 
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MILWAUKEE OUTLOOK BRIGHT 


Majority of Dealers Interviewed Report Good Busi- 
ness, with Rosy Future in Prospect 

A majority of distributors of mill supplies in Milwau- 
kee interviewed recently as to the status of business 
report conditions in general good, with a bright outlook 
for the future. Milwaukee is a city with greatly diversi- 
fied industrial activities, and provides a good market for 
mill supplies. 

“Crop conditions in Wisconsin are fine and the potato 
yield is excellent,” said H. F. St. George, manager of 
the mill suppiy department of the Shadbolt & Boyd Co. 
“Things generally look mighty good in the state. Our 
business in mill supplies is better than it was a year 
ago.” 

“Business has been considerably better this month,” 
said Arthur F. Boettcher, manager of the mill supply 
department of the Phillip Gross Hardware & Supply Co., 





referring to September. ‘There has been a real spurt 
since September Ist. I believe the old bogey of a presi- 
dential year affecting business is having little influence 
this year. Our salesmen calling at the various plants 
report conditions generally as good. Some shops are 
down, but others are putting on night forces. In gen- 
eral, everything looks bright.” 

“Our business is ahead of last year and everything 
looks good for the future,” said Fred Grotenrath, presi- 
dent of the American Machinery Company. 

“We did more business in July than in any month in 
the last five years,” said C. J. Richards, president of 
the Badger-Packard Machinery Co. ‘August was nearly 
as good, and September started with a flourish. We 
have also been doing more store business than usual. 
The future looks good. Business might be called spotty, 
but I think it is getting to be normal and steady.” 

“Business has been spotty at times, but fundamentally 
it seems sound,” said Morris Meyer, secretary-treasurer 
of the Wisconsin Belting & Supply Co. “I think it will 
be good, and we are directing our activities with that 
thought in mind.” 


ASSUME THE BUYER’S VIEW 


Fill His Needs Exactly and Give Prompt Service Is 
Policy of American Machinery Co. 

“When selling, try to put yourself in the buyer’s place, 
and give customers quick and thorough service.” That 
in brief is the code of the American Machinery Company, 
Milwaukee, distributor of power transmission and con- 
veying equipment and truck casters. 

“We try to sell a buyer what he needs,” stated Fred 
Grotenrath, president of the company, recently. “If we 
are unable to fill his requirements as they should be 
filled, we tell him so frankly. Furthermore, we don’t 
try to advise a buyer on something about which we know 
nothing.” 

This attitude on the part of the representatives of his 
company inspires confidence and good-will, Mr. Groten- 
rath believes. 

“We fill practically all of our orders the day they are 
received,” he declared. ‘‘No matter how small the order, 
we try to render the buyer immediate service, and it is 
our ambition to get goods to the buyer before he expects 
to receive them. If the item is something we have to 
secure from the manufacturer, we urge him to all pos- 
sible speed in shipping it.” 

Even when a customer sends in a very small order and 
it is necessary to make a special trip, the company will 
see that it is delivered at the earliest possible moment. 
The purchaser who is not a regular customer and who 
sends in an order of this kind and receives prompt serv- 
ice, is a prospect for more business later on, the company 
reasons. Naturally, the same prompt service is given 
to regular customers who on occasions require a small 
order delivered to their plants. The company also be- 
lieves in thoroughly servicing the goods it sells, feeling 
that nothing is completely sold until the buyer is thor- 
oughly satisfied. 
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Chisholm-Moore Office Moved 

The general office of the Chisholm-Moore Hoist Corpo- 
ration (Division of the Columbus McKinnon Chain Com- 
pany, Tonawanda, N. Y.) was transferred from Cleve- 
land to Tonawanda, N. Y., as of date September Ist. A 
complete line of hoists will be carried by the company 
in Cleveland, and a branch office maintained there for the 
convenience of customers in that territory. 
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CATALOGUE 8 


Some Recent Catalogues Compiled on the Donnelley Unit Selection Plan 


Which PLAN 


WILL EARN MORE MONEY FOR YOU? 


$100,000.00 tied up in\ f $95,000.00 worth of 

inventory, without any “hand picked” stock, and 

catalogue to keep the |. di $5,000.00 worth of sell- 
. We OY dil. : 

goods before the engi- ing pressure in catalogue 

neers, superintendents, form to speed up your 

and purchasing agents? 7 stock turnover? 














Would you like to have us send you samples of cata- 
logues that we have made up for other jobbers? You 
can have an up-to-the-minute catalogue of your own 
selection of goods at work by Spring if you so desire. 


R. R. DONNELLEY & SONS CO., CHICAGO 
Builders of Mill Supply Catalogues Since 1904 


When writing to Advertisers please mention Mitt Suppitres 
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Denver House Has 
Employes’ 
Camp 


Hendrie & Bolthoff Mfg. & 
Supply Co. Provides Splendid Out- 
ing Site for Its Many Workers- 

Company Has Always Used Great 
Care in Building Its Personnel 


HAROLD MONAHAN 





When the Hendrie & Bolthoff Mfg. & Supply Co., Den- 
ver, was founded 67 years ago, its founders established 
the rules that they would handle none but first class mer- 





Children of Emplouves at Play at One of the 


Picnics at “Riverview.” with a Few of the 


Annual 


Looking On 


Company's 
Elders 
chandise and would exercise great care in building a 
loyal corps of employes, capable of rendering the best 
possible service in the distribution of this merchandise. 
The good judgment of its founders has been manifest in 
the company’s steady growth. Today it is one of the 
largest supply houses in the Rocky Mountain district, 
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1 Typical Cottage at the Hendrie 


Camp, “Riverview,” in the South 


Bolthoff 
Platte Canuon 


Vtg. & Supply Co 


and one of the foremost in the country. The organiza- 
tion numbers nearly 350 persons. 

The two fundamental rules adopted by the founders 
have always been regarded as of paramount importance 
by their successors. While much of the company’s suc- 
cess has been due to the excellence of the goods handled, 
the most important factor unquestionably has been a 














General View 


of Hendrie & Bolthoff Camp 


loyal, competent personnel. Not many businesses which 
have grown as rapidly as this one can boast of a group 
constituting 10 percent of the organization who average 
30 years of service, nor of a John Johnson, the dean of 
the group, who, after 51 years of continuous service, is 
still present on the sales floor to welcome and direct cus- 
tomers and other visitors. 

One of several means the company has taken to show 
its appreciation of the efforts of its splendid workers is 
Riverview, an outstanding example of a successful recre- 
ational project developed by a business house for its 
employes. To enable employes and their families to 
enjoy a pleasant and healthful vacation at minimum ex- 
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HHome of the Hendrie & Bolthoff Mfg. & Supply Co., in Denver 


Where Nearly 350 People ave Emploued 


pense, the Hendrie & Bolthoff company in the spring of 
1921 purchased a 200-acre tract of mountain land on 
the South Platte river, 40 miles from Denver. Cottages 
of four and five rooms each were built and furnished 
with every convenience for housekeeping. A large dance 
pavilion was also erected, and in it were installed a 
piano and phonograph. 

When the camp was formally opened, June 25th, 1921, 
the store was closed for the day and the entire organi- 
zation picnicked on the grounds. The occasion was so 
much enjoyed that it was made an annual affair, for 
which a Saturday in August is usually selected. The 
company furnishes all refreshments, as well as prizes 
for athletic contests and games. Employes and their rel- 
atives and friends, to an average number of 500, attend 
the annual picnics. 

Employes who wish the use of a cabin during their va- 
cations, file a request early in the Spring in order that a 
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Vogt Forged Steel Union 
Bonnet Globe Valves 
OSE Y type under 3500 
pounds Hydrostatic test. 
24 hours duration. 





A pressure test three 

or four times greater 
than actual operating 
conditions require is applied to every Vogt forged 
steel valve before shipment. 


Ve Drop Forged Steel 
oot VALVES&FITTINGS gy | 


Write for HENRY VOGT MACHINE CoO. 
Catalog F6 Incorporated) 
LOUISVILLE, HY. 
Branch Offices: New York Chicago Philadelphia Cleveland Dallas 


Manufacturers of: OIL REFINERY EQUIPMENT, DROP FORGED STEEL VALVES AND FITTINGS, WATER TUBE 
AND HORIZONTAL RETURN TUBULAR BOILERS, ICE MAKING AND REFRIGERATING MACHINERY. 
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non-conflicting schedule may be arranged. Each em- 
ploye is entitled to the exclusive use of a cabin for one 
week, and may remain longer if another reservation does 
not conflict. The workers may take with them as many 
of their family or friends as the cabin will accommodate 
—usually six or eight. Riverview is easily accessible 
from Denver, both by rail and automobile, and the com- 
pany effects a saving of 30 percent in railroad fare for 
employes by purchasing group tickets for use during the 
year. Transportation and food are the only expenses to 
employes. 

The site of Riverview is at an altitude of 6,800 feet. 
The days in this climate are warm and sunny, but blan- 
kets are always needed at night. Such diversions as 
horseback riding, hiking, mountain climbing, trout fish- 
ing in the South Platte and its tributaries, and dancing 
in the evening, lead in popularity with the vacationers. 
During week-ends the cottages are always completely 
filled. Tent sites are available to those who wish to pitch 
tent for a night or two. 
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LEATHER BELTING STANDARDS 


American Engineering Standards Committee Asked to 
Establish Them as Guide to Buyers 

The American Engineering Standards Committee has 
been requested by the American Society of Mechanical 
Engineers to authorize the organization of a sectional 
committee to undertake the establishment of definite 
standards for leather belting as a guide to industrial 
purchasers. This request has been made, according to a 
statement issued from headquarters of the American 
Engineering Standards Committee, ‘“‘because leather 
belting valued at about $30,000,000 is being purchased 
each year without accurate knowledge of its suitability 
for specific conditions of use, wearing qualities in serv- 
ice, or proper methods of maintenance.” The American 
Society of Mechanical Engineers has offered its services 
as sponsor, or joint sponsor, for the project and sectional 
committee. 

“This proposal is now being considered by the ex- 
ecutive committee of the standards committee,” savs the 
American Engineering Standards Committee’s statement. 

“Tf approved, the work will be undertaken shortly, 
covering, as requested by the society: (1) Quality 
(standard material specification) ; (2) Capacity (horse- 
power rating); (3) Weight (dimensions, thickness and 
weight), and (4) Care and maintenance of belting. 

“Precedent for belting standardization is found in the 
work of the American Petroleum Institute, which has 
established standards for all types of belting used in 
the oil industry. The institute estimates its specifica- 
tions and recommendations for care and usage increase 
the service value of belting purchases by 25 percent. 

“Belting used in oil fields is subjected to unusually 
variable and harsh conditions of service, due partly to 
the temporary character of installations and the severe 
nature of the loads. It is believed the oil industry’s suc- 
cess with standardization of belting could be duplicated 
in other fields. A saving to all industries on the basis 
of 25 percent estimated for the oil industry would mean 
that the purchasers of leather be'ting in the United 
States would be saved over $7,000,000 annually. 

“The results of research work conducted by the Amer- 
ican Petroleum Institute and other organizations in con- 
nection with standards for belting will be studied by the 
sectional committee, which will be organized following 
approval of the project by the American Engineering 
Standards Committee. The committee will include in 
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its membership representatives of manufacturers and 
users of leather belting, and of other interests concerned 
with the subject. 

“It is pointed out that such standardization, and the 
broader use of the test data underlying it, would lead 
to a great increase in the present knowledge of the prop- 
erties of leather belting.” 

F. H. Willard, president of the American Leather 
Belting Association, when questioned concerning the 
proposed standardization of leather belting, stated: “TI 
am familiar with the action of the American Society of 
Mechanical Engineers and American Engineering 
Standards Committee regarding leather belting, but as 
we have had no meeting of the leather belting asso- 
ciation since the matter has been proposed, no action 
can be taken or statements made except that the belting 
association will favor co-operative action and assist in 
every way it can.” 
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APPRECIATION OF SERVICE 


Manufacturer Has Ever Found Dealer on the Job 
Be It Emergency or Any Other Occasion 

Score another one for the mill supply house. Keen 
appreciation of excellent service rendered when most 
needed, and general satisfaction with the service pro- 
vided by a mill supply house over a long period of years, 
is expressed in the following letter from Walter D. 
Randall, vice-president and mill manager of The Cham- 
pion Coated Paper Co., Hamilton, Ohio, to The Queen 
City Supply Co., Cincinnati. 

“We have frequently told your representative, Mr. 
Joseph Blackham, of our great appreciation of the out- 
standing service your company has rendered us, extend- 
ing back to 1913, when our mills were devastated by the 
flood waters of the Great Miami river,” wrote Mr. 
Randall. 

“In January, 1913, the writer took charge of our 
purchases, and soon took notice of the very satisfactory 
manner in which your company was making deliveries 
on our purchase requisitions. We are frank to state 
that there is no other company with which we do busi- 
ness which handles our orders with equal promptness, 
and we have come to a realization that we can absolutely 
depend upon your making deliveries at the earliest pos- 
sible moment. 

“It is rather remarkable—considering the large vol- 
ume of business we have placed with your company over 
the past 15 years, and the fact that during that period 
you have successfully met many extraordinary emer- 
gency situations—that we have never during all these 
years had occasion to do other than commend you for 
the manner in which you have met our needs. 

“We have all come to a realization that we can abso- 
lutely depend on your leaving nothing undone in your 
efforts to take care of us, and we want you to know that 
you have performed invaluable service to this company, 
for which we are greatly appreciative.” 
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Rubber Exports Increased 

Exports of mechanical rubber goods during July were 
valued at $640,283, an increase of 13 percent over June, 
according to Commerce Reports, published by the bureau 
of foreign and domestic commerce of the United States 
Department of Commerce. There were increased ship- 
ments of all items except rubber packing. The volume of 
rubber packing exported in July was greater than during 
the preceding month, but the value was smaller. 




















“Moly”? Patented Process Gives an 
Edge that will stand punishment 


N a properly designed shovel, 

there is a slight downward curve 
or camber at the edge of the blade. 
This is what holds the blade to the 
surface, and here is where wear 
comes first. 


By a patented process, this curve is 
put in “Moly” shovels at the time 
of heat treating —wot afterwards. 
There is no internal strain or stress 


to weaken the 
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The edge of a “Moly” keeps all the 
toughness and hardness of heat 
treated Mo-/yb-den-um steel—wear- 
ing from two to six times longer than 
the edge of an ordinary shovel. 


The photograph here shows a 
“Moly” shovel that has seen months 
of service. Note the even line of 
the edge, without cracks, without 
splits, still sharp enough to get into 


and under a load. 





blade, as is often 
the case where the 
curve is hammered 
in, after the heat 





treating is done. 


This is a sales point 
that means lower 
costs for your shovel 
customers, repeat 
business for you. 








THE WooD SHOVEL AND TOOL COMPANY 
Piqua, Ohio 
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Plan for Kensine Closer Contact 


with Every Customer 


Card Record Guides a Firm Which Realizes the Necessity for 
Being “on the Job” for Each Account 
J. J. BERLINER, B. C. S. 


Senior Member of The National Accounting Systems 








In these days when every penny’s worth of business is amount of business from each customer, for the simple 
valuable, you cannot afford to allow a customer to grow reason that they had not had efficient contact. They 
cold and place even a small portion of his business else- had not been able to get around to see their customers 
where if you can possibly avoid it. And the one way’ often enough. Accordingly, when the number of cus- 
to avoid it, or, positively expressed, to insure you get all tomers allotted to some of the salesmen was reduced, sales 
the business that should come your way, is to maintain in almost every instance increased. 
the closest contact with each customer. The customer’s cards are filed in alphabetical order 
No matter how good business, or how well the general under the name of the salesman who calls upon them. 
level of trade is keep- eee ae : ' : ee ee ae eee Each card gives at the 
ing up, it is a bad pol- | top the name, the ad- 
















































































5 F NAME einai Business — aos ae en | 
icy not to be in posses- ees | dress, class of business, 
sion of the details of nee = a —— — | name of buyer, credit 
every account, as by |}. —— = 1 SS aeamaiann —; rating, name of. sales- 
closer contact you can |__| | aol rgar | pe i. : _ re up : __| man and other infor- 
insure none will fall — (a: LETTER |Svazec TKooe Lorre Isvazecr cove | mation necessary or 
behind. ro | 4 [ or i _ | desirable concerning 
To carry out this wal SE m1 -}—+— Ss 2 = | the customer. Next, in 
plan, an accounting or- [/924 | 925] 1926! [9271 /928) | | | parallel columns, are 
ganization set up what [5,,[ | a ‘ TT r a “| noted the volume of 
might be called a con- [—T— aa t —+—_ sales to that customer, 
tact plan for one of its [£8 a oe ee | ee | | } in vearly totals, from 
clients. Before this so [MarR : » | 1 | | | 1919 to 1923 inclusive, 
called contact plan was ApRiE and the percentage of 
put into operation, <<. f£ + + « © ms r eecaar|| a increase or decrease 
whenever it was de- -—+- — +—— +— t t—j over the previous year. 
sired to know how [une] | — a | | a In parallel columns 
much business any cus-— |xuy | | | | below this the volume 
tomer was giving over ore 2 ene | l aa i , € | | | of the customer’s pur- 
a specific period of — —+—~ L Pj i __| J chases by the month is 
time, it was necessary liek | os tT shown for 1924, 1925, 
to go to the ledger ac-_ | D&¢ | | | {|__| | 1926, 1927, and to date, 
count and spend quite iii Cent Manik dak Macs daraiin Chik se lan Dak ae of course, for 1928. 
some time before even- Rieiahi avi Bhi Gusta Half of the front of 


tually securing the de- the card and the entire 
sired information. The same source was also used to back are ruled closely and headed for use in listing calls 
determine how often a customer bought and whether he made by the salesman. The first column in this division 
had purchased more or less one year than the year pre- contains the date of the call made by the salesman. If 
ceding. But to get the information in this way was slow a letter is sent to the customer between the salesman’s 
and tedious work. As a consequence, no one after a calls, this is listed in an adjacent parallel column. The 
while took the trouble to delve into such data. Of course, next space, reading left to right, summarizes the subject 


the daily orders of salesmen were always watched care- of the letter or call. And then the salesman states defi- 
fully, but this was an uncertain way of keeping a check nitely whether it was a general routine call or one for 
on any particular customer or salesman. the purpose of showing or selling some specific item. 
So, in order that in the future it would be a simple FOUR CODE LETTERS USED 

matter to know just how much business was done with The last item contains the code letter, an important 
each customer, a card list of customers was compiled. factor in maintaining the system. Four code letters are 
Each customer was listed on a card of standard size to used on this form. 

fit into an index file. From the ledger accounts, the total The letter “A” in the code column, after a call has 


amounts ef each customer’s purchases by the year to been made to sell a new line, for example, shows the 
date were entered, the company going back far enough gua customer is not interested in this particu- 


to give a fair idea of how the customer had been buying. — lar line. 
After the names of all the custorners had thus been If the code column shows a letter “B,’’ it denotes 
listed, it became more evident that it had been impossi- enough interest was found to justify a follow-up call. 


ble in the past for salesmen to secure the maximum’ If the salesman thinks the call ought to be made at a 
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friend 


is a marvelous asset 


A personal friend—a friend of the company—a friend to 
an industry—is a starter to happiness and benefit. 


If you are a member of a family—a company or an 
industry that has lost caste, you are handicapped. 


Petty actions are more talked about than big manly 
things are, and, unfortunately label indelibly not only the 
doer, but all associates. 


Price cutters—territory jumpers and gossips have plac- 
ed a red brand upon the Mill Supply Industry which is too 
much believed by consumers. Advantage of this has been 
taken of competing sales systems and the industry suffers. 


Now, however, the tide has turned—understanding 
is replacing ignorance—action is replacing lethargy. 


The word of the economic importance of supply dis- 
tributors is being preached—converts are being won. Co- 
ordinate your efforts and success comes sure and quick. 


Republic distributors understand what cooperation 
does because they have been reaping the benefits since 1923. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 
















Belting Hose Packing — 
1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
M ld 4 G L th Cc t Goods ing the requirements of the trade solicited. 
oide oods atne Wu 


2 A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return, 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation. 


= Selling helps of reasonable amounts 
* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 
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specific number of days after the first call, he so desig- 
nates it by writing that number after the letter. 
If the code letter is “C,’”’ we know that the customer 
is a definite prospect and ought to be called on soon. 
Letter “D” indicates that the customer will buy, and 
generally the code shows when he should be seen again. 
This contact plan is simple and inexpensive, and such 
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a record tells a lot that ought to be known about custom- 
ers and salesmen. It enables one at a glance to see how 
a customer’s purchases are running in comparison with 
those of the preceding month or year. Perhaps most 
important of all is the fact that it enables the company 
to know whether or not salesmen are calling often enough 
to maintain desired contacts. 
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Why Rubber Belting Was Adde 


F. H. Willard, Graton & Knight Co., States Addition of New Items 
to Company’s Products Is Part of Plan to Reduce Distribution Cost 


The Graton & Knight Company, Worcester, Mass., 
manufacturer of leather belting, recently added several 
new items to its line of manufacture, including rubber 
belting. In explanation of this action, President F. H. 
Willard made a statement under the title, “What Graton 
& Knight Company Is Doing to Reduce the Cost of 
Distribution,” which is, in part, as follows: 

“Tf there was ever a time in the history of American 
business which required keen foresight and the courage 
to go ahead, it is now. Vastly improved manufacturing 
methods along lines of mass production have made it 





F. HW. WILLARD 


imperative that all of the functions of business be bal- 
anced one with another to provide a business organiza- 
tion, every part of which will fit so perfectly into the 
whole as to make an efficient, smooth running machine. 
“Our first move was to classify all of our customers 
according to geographical position and volume of each 
commodity purchased. This was likewise done with 
prospects, the ‘potential sales’ by commodities for each 
prospect having been arrived at through a personal in- 
vestigation of the prospects in every part of the country. 
Concurrent with this study, the work of analyzing our 
production was going on, this analysis being made along 
three lines—that of production methods, amount of 
production of our various products, and stock control. 
“This joint study made it evident that what was 
needed first of all was some workable means of striking 
a balance between production and distribution. Certain 
lines had to be produced in larger volume proportionately 
than others. Greater personal sales effort had to 


be applied in the distribution of certain commodities and 
more advertising effort put behind others, all with a view 
to bringing about a proper balance between production 
and distribution. 

“It is entirely natural, too, that a close survey such 
as we made was bound to disclose certain other facts 
that a superficial analysis would have left uncovered. As 
we proceeded with our work it became more and more 
evident that we could serve consumers of transmission 
equipment much more effectively and economically, and 
could bring about a much better balance between our 
own production and distribution if we added to our pres- 
ent line some kindred products for which there was a 
worthwhile demand among users and prospective users 
of our products. 

“From the statistics compiled on various markets it 
was a comparatively simple matter to make selections 
that would fit in perfectly with our distribution plan. 
Several new items were added, among them rubber belt- 
ing. Rubber belting was decided upon because there is 
a good demand for it, and our representatives are making 
daily contacts in those industries in which it is most 
widely used. 

“This entire merchandising plan is in line with our 
firm belief that American industry must bring about an 
effective balance between production and distribution if 
it really wants to insure its future prosperity. It must 
be able to meet the demands of the consumer fully and 
increase the purchasing power of his dollar to the highest 
point possible by placing in his hands high quality prod- 
ucts at the lowest possible cost of manufacture and 
distribution. There is nothing to our minds quite so 
important as this, and in its determination to bring it 
about, American industry must be perfectly open-minded 
and ready to do anything which is necessary even though 
it means casting aside confirmed habits and breaking 
down old traditions. 

“Graton & Knight Company is certain that the for- 
ward steps which it has taken during recent years are 
entirely consistent with the progressive changes that 
are rapidly taking definite shape in American business 
life. As a consequence, our company is in a better posi- 
tion than ever before to economically and effectively meet 
the requirements of all users of its products.” 

ee 
Fall Meeting in October 

The Eastern Supply Association is scheduled to hold 
its Fall meeting in the Hotel Astor, New York, October 
10th and 11th. Reports of officers on activities since the 
last meeting will be given, and many subjects of impor- 
tance to the plumbing and heating supply industry will 
be considered. 
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a stock of valves do you have to stock—with but a fraction of the usual invest- 
) y all your customers’ demands? ment 
yw often have you disappointed customers Does this savings appeal? It works equally well 
by not having the exact type in stock? with the users. 8 other exclusive Kelly operat- 
With Kelly NEWAY Valves, one standard ing advantages, equally important, make Kell 
indestructible body fixture is adapted to Valves easy to sell — profitable to 
ANY service by the simple insertion of the handle. No progressive distributor 
proper, interchangeable connection—screw, ©? afford to sit tight without com- 
flange, hub or spigot. Paring his present line up with what 
A few Kelly bodies—a variety of inserts Kelly Valves have to offer. . 
: 2 The coupon brings you complete 
information.' 


and you have the equivalent of a big valve 
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reliminary Effort a Vital Factor 


in Successful Selling 


Good Advertising, Introducing a House or Company Effectively, 
Makes the Salesman’s Task Easier 
FRED COUNTERMAN 


According to a statement made by a prominent manu- 
facturer, a commodity must be at least two-thirds sold 
before the salesman closes the purchase. This may 
be taken to mean that some other force than the sales- 
man’s efforts must bring the prospect two-thirds of 
the way to the buying point before the salesman takes 
up the work. It would seem also to indicate the manu- 
facturer, a man widely experienced in marketing a very 
well known product, believes it is a mistake to expect 
a selling force to go out with a new line, totally un- 
known to its possible purchasers, and try to introduce 
it without any help from advertising—advertising be- 
ing considered in its broadest sense. 

This puts a very definite responsibility upon the com- 
pany behind the salesmen. It means the company has 
much to do before it starts its men on the road. _ It 
means prospects must know the product and be some- 
thing more than favorably inclined toward it before 
being approached by the company’s representatives. 





I have never had to buy portable electric drills— 
probably I will never have to buy such equipment—but 
I am about two-thirds sold on a certain make of drills. 
There is one kind I know about and believe to be equal 
to any made. I know certain companies that need 
good drills, and presumably know how to choose the 
best, buy and use this certain make. If I were suddenly 
put into the market for drills and a salesman came 
along selling this particular kind, he would find me 
two-thirds ready to buy from him. 

Further than that, if I had been buying and using 
electric drills for some time and had met with no 
unusual with the kind I had used, I think I 
would be ready to turn around and listen to the sales- 
man coming along and presenting this other make of 
drill. Advertising has me sold on this make of drills, 
advertising that has compelled my attention despite the 
fact that I am not a buyer or a user of such devices. 

This, of course, is not direct mail advertising, be- 
no drill manufacturer or distributor would have 
me on his mailing list. It is advertising in a business 
periodical that comes under my observation in a non- 
technical way, one of the Associated Business Papers, 
the advertising and reading matter of which compels 
my respect because I know the publication subscribes 
to certain principles of practice in connection with the 
oversight of all it prints. 


success 


cause 


SLOW METHODS SOMETIMES FOLLOWED 

Sometimes a manufacturer follows the slow method 
of allowing prospective purchasers to gain an appreci- 
ation of his product by hearing about it from salesmen, 
or from other users. This is a slow way of acquiring 
prestige, and certainly is not helping the salesmen. 

The distributor of mill supplies may not always be 
interested in developing the prestige of any particular 
lines he handles (though he often is), but he will be 


constantly interested in developing a reputation for all 
his lines, his business generally, and the service he 
renders. He needs to have his prospective customers 
two-thirds sold on the idea that his is a good company 
to patronize, and one which handles quality products. 

A manufacturer friend of mine told me that the 
“two-thirds” idea is nonsense. “Why,” said he, “when 
we started our business we didn’t do a lick of adver- 
tising. I went out and sold the tools we made, and 
when the business grew, we put on a salesman to help 
me sell, and after a while I came in from the road and 
left it all to salesmen, and we have built up a good 
business.” 

“But today,” I suggested, “you do advertise, and 
your reputation has increased, and when your salesman 
calls on a new customer that customer is perhaps two- 
thirds sold on the reliability and advantage of your line. 
Isn’t that so?” 

“It may be, but that hasn’t anything to do with the 
conditions under which sales were made at first.” 

SALESMAN CAN BE GIVEN FLYING START 

“All of which only means that the salesmen in those 
early days had to do for themselves what advertising 
is doing for them now,” I continued. “They had to 
get away from a standing start instead of being given 
a flying start by the advance development of reputation 
among prospects.” 

When the salesman has not been preceded by any 
reputation building effort, it is necessary for him to 
begin back at first principles. He must demonstrate 
that the company he represents is reliable, that he is 
a reputable representative of that company, that shrewd 
buyers and users are purchasing the particular product 
he is attempting to sell; that the product is not experi- 
mental, but well established, that there is a reasonable 
guarantee of the goods and a disposition to live up to 
the guarantee. Cannot these things be demonstrated 
just as effectively and much more cheaply through ad- 
vertising of some kind than by the personal work of 
the salesmen? Cannot they be demonstrated in advance 
of the salesman’s coming in order that he may find 
the ground broken and ready for him to till? 

Every manufacturer and every distributor of mill 
supplies is himself a buyer of some products in the 
line—the manufacturer for use in his plant, the dis- 
tributor for resale purposes. Such a purchaser has 
only to do a little thinking to identify products on 
which he is pretty well sold, though he never has bought 
them. He knows them by reputation. He knows they 
are reliable, would be willing to use them himself, and 
would buy them without much effort on the part of the 
salesman who offered him the opportunity, provided he 
was in the market for them. 

Contrast the amount of educational work some sales- 
men have to do with you in getting you to buy their 
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FRICTION cant steal 
power in Oil Film Bearings 











































Transverse diagram of 
“Cleveland Type” Bearing 
shown below. Shaft rota- 
tion is clockwise; load is 
downward. AA show riv- 
ers of oil flowing along 
journal. Top and bottom 
parts of the bearing are cut 
away on tangents from 
channels AA in order to 
facilitate formation of oil 
wedge. At B the large part 
of the wedge bears a mini- 
mum pressure; likewise 
there is minimum pressure 


at D. AtC occurs the thine ™ 
nest part of the oil wedge 
and the greatest oil film 


pressure. 








“Cleveland Type” Oil Film Bearings are as 
near to perfect frictionless bearings as is possible 
EE =f attain. When operating there is absolutely 
no metallic contact between the shaft and the 
bearing. The shaft floats free on a flowing 
wedge shaped film of oil... enabling heavier 
loads to be carried, higher speed operation, and 
a smooth uninterrupted flow of power impos- 
sible with any other anti-friction bearing. 








“Cleveland Type” Oil Film Bearings are de- 
signed for all styles of rigid and ball and socket 
mountings, adjustable four ways. Various types 
may be applied successfully to every class of 
service—low, medium, high speed, continu- 
ous, plain or water-cooled. 





You will be interested in our new sales policy 
recently adopted. Write for particulars includ- 
ing our profitable Dealer Proposition. 
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products to the amount of work others have to do when 
you know their lines in advance. 

No one will deny that he takes up some new products 
more quickly than others, that he buys this drill within 
five minutes after the salesman suggests it to him, while 
another drill might require half an hour of salesmanship 
or perhaps half a dozen calls before he would buy. 
I think no one will deny that it is advertising of one 
kind or another that familiarizes him with the products 
he knows best and puts him in a position where he 
readily accepts the salesman’s say-so. 

SOME KIND OF PUBLICITY ALWAYS DESIRABLE 

Opinions differ widely as to the best kind of advertis- 
ing for a manufacturer or a distributor to use, and 
different cases call for very different methods, but there 
can scarcely be any variation from the opinion that 
some kind of advertising is desirable and that it can 
be used to get the prospect two-thirds sold before the 
coming of the salesman. 

Some advertising will influence buyers more quickly 
than others, or exert a deeper influence. Cheap appear- 
ing advertising matter does not plow the field as deeply 
as high grade advertising. Flashy advertising gets a 
momentary attention or interest, but arouses no real 
thought. When the flash has passed the interest is gone. 
A flash of interest amounts to very little in paving the 
way for sales. 

Look through your mail any day and you find some 
pieces of advertising matter that make no impression 
upon you. A glance and they go into the waste basket. 
If you find a somewhat similar advertisement from the 
same firm every few days, you are bound to take notice 
in some degree. You become familiar with the name 
of the firm and possibly with the names of its products, 
but you are not influenced toward purchasing. On the 
other hand, there is another type of advertising that 
makes a deep impression. It is the publicity that has 
quality sticking out all over it. It represents perma- 
nence in the industry, a company that sells something 
good and desirable. 

The advertising that is to sell prospects two-thirds 
of the way on any house or product, whether it is maga- 
zine, newspaper, or direct mail advertising, must have 
a quality appearance and a quality appeal. Otherwise 
it does not influence buyers properly. The price appeal 
is useful only when, admittedly, the prospective buyers 
know the product advertised, and want it. Price, no 
matter how low, does not make people want goods. It 
only induces them to buy what they already want. 
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HOMESTEAD BUYS NEW HOME 


Valve Manufacturing Company Acquires Plant 
Located Two Miles from Coraopolis, Pa. 

The influence of the development of modern transporta- 
tion upon some industries is well illustrated in the an- 
nouncement made recently by the Homestead Valve Man- 
ufacturing Co., Inc., of the purchase of a plant on the 
Narrows Run road, near Coraopolis, Pa., and about 14 
miles south of Pittsburgh. The new plant is about 23 
miles from the old location, in Homestead, Pa. Both the 
offices and manufacturing plant can now be reached by 
mail by addressing it to Coraopolis, Pa. 

The company has been located in the busy industrial 
section of Homestead, Pa., since the time of its estab- 
lishment, more than 35 years ago. The original product 
of the company, the Homestead quarter-turn valve, was 
later augmented by the addition of the Hovalco blow-off 
valve, Homestead protected seat hydraulic operating 
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valve and other standard and special valves. Growth in 
business resulted in a crowded condition of the Home- 
stead plant, and when the “‘Hypressure Jenny,” a vapor 
cleaning machine, was added to the company’s line re- 
cently it became necessary to secure more factory space. 

The plant near Coraopolis was erected during the 
world war. It is situated in a narrow valley, with heav- 
ily wooded hills on either side. The grounds are well land- 
scaped with flowers, which surround the buildings and 
line the sides of the driveways leading to the plant. With 
the plant, the company also secured 108 acres of land, a 
part of which is suitable for further expansion. The 
buildings consist of a three-story factory building of con- 
crete construction, an office building, separate foundry 
building, and a building which will be used as a pattern 
shop and for storage purposes, together with garage, oil 
storage and other necessary structures. The company 
states these original buildings, with the alterations which 
have been made, will lend themselves well to the sys- 
tematic manufacturing processes required for its line 
of products. The modern construction of the buildings 
provides an abundance of light, air and general comfort. 

While the plant is isolated from any other manufactur- 
ing plant, and is about two and a half miles “rom 
Coraopolis and one and a half miles from the nearest 
railroad station, Stoops Ferry, on the New York Central 
line, the management feels confident the advantages in 
the situation will outweigh any disadvantages and that 
modern transportation facilities will make the use of 
such a plant highly satisfactory. Most of the company’s 
old employes will go with it to the new location, and 
many of them have already secured living quarters in 
Coraopolis and Sewickley, Pa. The company expects to 
transport those who do not have their own cars by 
having a bus make several trips a day. It believes its 
present trucking equipment will be adequate to take care 
of all hauling. 

Simplification in Effect 

Following approval of a tentative simplified practice 
recommendation for coated abrasive products by a gen- 
eral conference of all interested elements of the indus- 
try, the division of simplified practice of the bureau of 
standards, United States Department of Commerce, has 
circularized producers, distributors and users of the com- 
modity for signed acceptances to the recommendation, 
and has just announced this project is now in effect, as of 
September Ist, 1928, since a sufficient number of signed 
acceptances, representing at least 80 percent by annual 
production, have been received from the industry. At 
the time the project was considered by the general con- 
ference, it was stipulated the industry would have until 
January Ist, 1929, to get rid of stock manufactured pre- 
vious to the promulgation of the simplification, which is 
known as Simplified Practice Recommendation No. 89, 
Coated Abrasive Products. 
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Electric Tool Exports 

Preliminary figures on exports of United States elec- 
trical products compiled by the bureau of foreign and 
domestic commerce of the United States Department of 
Commerce and published in Commerce Reports, issued 
by the Bureau, show that the value of exports of portable 
electric tools during the first seven months of 1928 had 
a value of $792,322, compared with $523,338 during the 
same period of 1927, while July exports had a value 
of $127,733, compared with a value of $66,518 in July, 
1927. 














































































Famous Recipes —How to 
Ripen an Oster Prospect 


Let him snoop around a flock of joints 
that your Oster customer has just com- 
pleted.— After that 
they never fail to 
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What Is the Length of an Inch? 


Precision Value Suggested 


Manufacturer Offers a Plan for Making Precise What Is Prob- 
ably the Most Important Unit in the World 


There has been agitation from some sources in this 
country for a long time for the adoption of the metric 
system of measurement 


vogue here. 


in place of the system now in 
The suggestion seems impractical and im- 
possible of general adoption. Probably 999 out of every 
1,000 people in the United States don’t know what the 
agitation is all about, and the chances are that at least 
that percentage would never accept the metric system 
were it adopted officially in this country. 

To think that after all these years of the use of the 
pound as the basis for purchasing groceries, meats and 
other items used in the household, the housewife would 
ever turn to the metric measurements seems preposter- 
ous. No more would the average mechanic change from 
the inch, the foot and the vard to the meter. 
more, it is entirely likely that only a 
centage of American manufacturers 
very large ones 


Further- 
very small per- 
and most of these 
would ever adopt the metric system. 
The result, then, of the recognition of the metric system 
as the official standard of measurement in this country, 
would likely be a chaotic condition. 

There exists a somewhat confused situation, however, 
as a result of controversy regarding the relation of the 
inch to the millimeter of the metric system, and a slight 
difference in the American and English inch when trans- 
lated into their relations to the millimeter. Therefore, 
the suggestions offered for the establishment of a pre- 
cision value for the inch by Luther D. Burlingame, 
& Sharpe Mtg. Co., Providence, in his 
“A Precision Value for the 
tributed by the 
Measures, 


Brown paper, 
Inch,” which has been dis- 
Institute of Weights and 

serious consideration. It is 

interesting to note, too, in the discussion of this paper, 
that the writer apparently sees no need for the adoption 
of the metric system in the United States. 

Mr. Burlingame states, in the first place, that the 
United States Bureau of Standards, which has the cus- 
tody of the primary standards of weight and measure, 
has. recently that it neither advocates nor 
discourages the adoption of the metric system of weights 
and measures in this country, declaring that so many 
factors enter into the equation that the bureau is dis- 
inclined to make the attempt to evaluate it. He 
brings out the fact that through circumstances over 
which present officials of the bureau have no control, 
the primary standards of length and mass on which the 
bureau depends, are actually not the standards which 
the people of this country use, but are the metric system 
standards. 


American 
seem worthy of 


announced 


then 


WHY NOT PRIMARY STANDARDS ON UNITS IN USES 
“The challenging question arises as to why primary 
standards are not prepared and used based on the units 
in common instead of applying the round-about 
method of working from metric standards and translat- 
ing into English standards,” writes Mr. Burlingame. 
“While one of these is undoubtedly that the 


use, 


reasons 


officials of the bureau, like many other scientists, regard 
the metric standards as the highest grade precision 
standards, the most plausible reason seems to be that 
they were ‘inherited’ from the coast and geodetic survey 
branch of the treasury department when the bureau 
was created by act of congress in 1901. Though 
the United States inherited and has continued to use the 
English standards of weight and length, there have been 
repeated and persistent efforts to crowd them out and 
to force the use of metric units in their stead.” 

The status of international meter in the United States 
in its relation to the yard rests entirely on an “author- 
ization” of a secretary of the treasury, promulgated in 
1893, according to Mr. Burlingame. This relation, as 
interpreted by the bureau of standards, has never been 
legalized by congress, he states, whereas the constitution 
provides that congress alone shall fix weights and meas- 
ures. This has led to confusion and controversy. 
favor the metric 


Those 
standards and the metric system 
interpret an act passed by congress in 1866 as meaning 
that the yard shall be 3600/3937 


who 


meter, instead of giving 


the act what many consider its true interpretation, 
namely, that meter, as used in this country, shall be 
3937/3600 yard. 


In Great Britain designation of vard as 3600/3937.0113 
meter resulted from an order in council in 1898, fixing 
the vard as 0.914399 meter, whereas this order fixes the 
vard independent of the act of parliament of 1878, which 
defined imperial standard yard as the distance between 
two lines on a certain bronze bar. 

Mr. Burlingame points out that only when considered 
in reference to and in terms of international meter is 
there any difference between the length standards of 
the United States and Great Britain, and that manufac- 
turers of the two countries who have daily dealings in 
length standards, even in precision standards used in 
tool and gave manufacture, refuse to recognize that there 
is any difference in the standards of 
Never-the-less, the fiction that 
spread widely, and he 


the two countries. 
there is a difference has 
believes it is important to have 


this fiction eradicated as soon as possible. 
INCH NEEDS LEGAL DEFINITION 
The meter and its 


parts are not employed, except to 
a comparatively small extent, in the United States, Great 
Britain, Canada and the British Commonwealths—the 
inch, with its subdivisions for precision, and 
fractions for round dimensions, being almost exclusively 


decimal 


the unit used in these countries for the production of 
manufactured articles, the writer states. Moreover, he 
states, the inch is fast extending as the standard length 
unit for manufacture throughout the world, and has no 
disadvantages whatever for this purpose, and has dis- 


tinct advantages over the metric units of length. The 
inch, however, which is probably the most important 


unit in the world today, has no legal definition. All that 
is known is that it is the thirty-sixth part of a vard, but 
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or every operation on 
lathe, planer, slotter 


and shaper, there is an 
Armstrong Tool Holder 


There are over 100 shapes and sizes of ARM- 
STRONG Tool Holders—Holders for every 
operation of Lathe, Planer, Slotter and Shaper, 
adapted to all kinds of work—the heaviest, the 
lightest. 


Each is equal to a dozen forged tools. All are 
parts of a System—the system that saves All 
Forging, 70°, of Grinding, 90% of H. S. Steel. 
All are based on the same economical principle 
of an inserted cutter in a permanent shank or 
holder. All can be sold with equal ease for 
they have the same basic principle—the same 
sales points—effect the same savings. 

With ARMSTRONG Tool Holders now used 
in 95°, of the machine shops—Mill Suppliers 
are offered an unusual opportunity to sell the 
entire System of Tool Holders to shops who 
now use it but partially. 


How is your supply of Armstrong 
catalogs? They are furnished 
free with other dealer helps. 


ARMSTRONG BROS. TOOL CO. 
THE TOOL HOLDER PEOPLE 
305 N. Francisco Ave., Chicago 
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| what a yard is in law is a matter of interpretation, 


leading to controversy. One thing we do know, however, 
is that the international meter has now been stabilized 
for the time being at 1,553,164.13 wave lengths of the 
red ray of cadmium, which Mr. Burlingame believes 
seems the better part of wisdom to accept. This, he 
feels, points the way to the practicability of also deter- 
mining the yard, the foot and the inch in terms of red 
rays of cadmium and in a specified relation to the meter. 

Using the relation of the American yard to the meter 
as 3600/3937 and the relation of the English yard to 
the meter as 3600/3937.0113, American scientists define 
our inch as 25.40005 millimeters, while British scientists 


| define the English inch as 25.39998 millimeters. 


“The mean of these two values is approximately 25.4 
millimeters, and, as a matter of fact, this is the value 


| which is always used in manufacturing, where inches 


need to be converted readily to millimeters and where an 


| error in the fifth decimal place is not material,” writes 


Mr. Burlingame. 
“For the mechanical conversion of inches to milli- 
| meters a conversion factor with a small number of 


figures is most practicable. The figure of 25.4 has this 
advantage, as it allows the use of a gear ratio of 5 to 
127, so that if a screw cutting lathe, for example, is 
built to inch dimensions and has its lead screw cut to 
inches, a gear ratio obtained by using a 127 tooth gear 
in the train will give a feed in millimeters; and in the 
same way any machine having its lead screw in milli- 
meters can be used to produce screws or other parts 
dimensioned in inches. 

“Tf, by about equal concessions on the part of Great 
Britain and of the United States, duly authorized by 
law in the two countries, the inch could be agreed upon 
as 25.4 millimeters, the manufacturers of these countries 
would probably be willing to accept this as the basis of 
the inch. ae 

“Tt would thus seem advisable to recommend that the 
United States, Great Britain, Canada and the other 
sritish commonwealths, accept the value of international 
meter of 1,553,164.13 wave lengths, and then agree on 
the conversion factor of 1 inch equals 25.4 millimeters 
for practical use, and further agree on establishing the 
wave length value of the inch as 395401/3 waves 
fundamental. ct 

“This would not only pave the way for accord between 
Britain and America, but would also bring scientists and 
manufacturers and the government departments in the 
United States itself to a better mutual understanding. 

“The acceptance of this proposal should be followed 
by the making of physical standards for the foot, yard, 
etc., having at least the same degree of refinement as 
the present metric standards. These could then be used 
as fundamental without conversion from metric when 
comparing industrial standards, and also as a basis for 
whatever precision work on length standards is done 
from now on.” 

MILL SUPPLIES thus presents this matter. It hopes 
the reader can see eye to eye with the great minds that 
are concerned about it. Probably not. Then what? 
Why, nothing. 
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GROUP INSURANCE ADOPTED 


Employes of Jones & Laughlin Steel Corp. and Sub- 
sidiaries to Benefit from New Contract 

As a result of entering into a contract for group life 

insurance, the Jones & Laughlin Steel Corporation has 

provided a means whereby the 25,000 employes of the 





| corporation and its 30 subsidiaries will be able to carry 
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insurance at from one-ninth to one-third of the cost 
they would have to pay otherwise, the amount of differ- 
ence being dependent upon their ages. The contract 
of the Jones & Laughlin Steel Corporation is with the 
Metropolitan Life Insurance Company. 

The aforementioned 25,000 employes will have a total 
of $25,000,000 of group life insurance, $25,000,000 of 
accidental death and dismemberment insurance and sub- 
stantial weekly benefits for sickness and accident. 

Under the co-operative plan in effect, the corporation 
and employes share the cost of the premiums. The cost 
to the employe will be less than five cents a day. There 
is provided in the contract a life policy for $1,000, 
payable at death, which contains a total and permanent 
disability clause making the amount of the policy payable 
in monthly installments, with interest, in case such dis- 
ability results before the insured reaches the age of 60. 
Benefits of $12 per week for a period of 13 weeks are 
provided for employes incapacitated by illness or non- 
occupational accident, and there is also a special in- 
demnity of $1,000 for accidental death or dismember- 
ment. 

In case of total and permanent disability, the employe, 
after drawing his temporary benefits of $12 a week for 
13 weeks, will then receive the face value of his policy 
in equal installments for the next 40 months, the com- 
bined benefits thus covering a period of three years 
and seven months. These benefits do not interfere with 
or take the place of any workmen’s compensation bene- 
fits. Each insured employe will also periodically receive 
pamphlets dealing with the preservation of health and 
the prevention of disease. 
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MARINE FIELD INTERESTED 
New Activity in That Line Expected to Add to 
Interest in the New York Power Show 
The first National Exposition of Power and Mechani- 
cal Engineering was held in New York seven years ago, 
and each year the exposition has increased in size and 
scope. This vear’s show, the seventh annual, which is 
held in the Grand Central Palace, New York, 
December 3rd to 8th, bids fair to surpass those held in 

the past. 


to be 


The coming show will offer a new opportunity this 
year, in the marine field. The recent legislation requir- 
ing the disposal to private owners of all shipping board 
vessels has resulted in new activities opening up rapidly 
and shipbuilders feeling much encouraged. Many naval 
architects and consulting ‘engineers yearly visit the 
Power Show, and this year, due to increased activities, 
many products to be exhibited will greatly interest all 
connected with this branch of industry. The new activity 
in the marine field is also of interest to the exhibitor, 
as power and mechanical equipmént is one of vital im- 
portance in the marine field. Present indications are 
that a widespread interest is developing in the coming 
Power Show among members of the marine industry. 

There are between 75 and 100 new exhibitors scheduled 
to show their products this year, it is said. These ex- 
hibitors are divided among the following classifications: 
Power, heating and ventilating, refrigeration, machine 
shop, material handling, safety appliances and several 
other engineering and industrial groups. Three floors 
are completely filled, and a large part of the fourth is 
already contracted for, with applications for 
coming in daily. 

This year the applications from foreign countries for 
tickets and information exceed by far those of any past 
exposition, according to exposition officials. Technical 


space 


men are said to be evidencing more interest in the show 
than ever before and to date more than 2,000 requests 
have been received from consulting and industrial engi- 
neers for invitations. An interesting fact this year has 
been the number of requests for information and invita- 
tions from financial institutions, which, exposition of- 
ficials state, are beginning to realize that full value 
on money invested can only be secured through first-hand 
knowledge of industry from the engineering side. 


PLAN FOR NEXT EXPOSITION 


National Machine Tool Builders’ Ass’n to Hold 
Exhibit Sept. 30th to Oct. 4th, 1929 

The committee appointed by the National Machine 
Tool Builders’ Association to make plans for the machine 
tool exposition to be held in the Fall of 1929, held a 
meeting recently and started work on arrangements. 
An order of preference for the admission of exhibits to 
the 1929 exposition was established as follows: First, 
machine tool exhibits by members of the association; 
second, machine tool exhibits by American builders not 
members of the association; third, business press and 
direct accessories used exclusively on machine tools, such 
as chucks, small tools, etc.; fourth, components and sup- 
plies not used exclusively in connection with machine 
tools, such as anti-friction bearings, driving devices, 
shop supplies, etc. Announcement of other facts about 
the exhibit will be made later. Members of the com- 
mittee are as follows: Chairman, J. Wallace Carrel, vice- 
president and general manager, Lodge & Shipley Ma- 
chine Tool Co., Cincinnati; Henry Buker, vice-president, 
Brown & Sharpe Mfg. Co., Providence, R. I.; R. E. Flan- 
ders, manager, Jones & Lamson Machine Co., Springfield, 
Vt.; Robert M. Gaylord, vice-president, Ingersoll Milling 
Machine Co., Rockford, Ill., and James E. Gleason, presi- 
dent and general manager, Gleason Works, Rochester, 
N. Y. P. E. Bliss, The Warner & Swasey Co., Cleveland, 
president of the association, and Ernest F. Du Brul, gen- 
eral manager of the association, are ex-officio participants 
in the committee’s work. 

The exposition will be held September 30th to October 
1th, 1929, at the Public Auditorium, Cleveland, where the 
first exposition was held in 1927. Allotments of display 
space and kindred matters will be handled at the associa- 
tion office, 630 Vine street, Cincinnati, while Roberts 
Everett, 225 West 34th street, New York, will have charge 
of details of exposition preparation and management. 





+o 


BRIDGEPORT COMPANY SOLD 


Bridgeport Chain Co. Acquired by Round Interests— 
Makes Fifth Plant in Organization 

Announcement has been made of the purchase of the 
Bridgeport Chain Co., Bridgeport, Conn., manufacturer 
of weldless wire chain, by the owners of The Cleveland 
Chain & Mfg. Co., Cleveland, manufacturer of welded 
chain. The Bridgeport plant will be retained and oper- 
ated under the name of the Bridgeport Chain & Mfg. Co. 

“This purchase completes our line and gives us chain 
plants across the country from the Atlantic to the Pacific 
coast, making every kind of welded and weldless chain, 
also chain hoists and winches,” states the announcement 
of the purchaser. “Our new Bridgeport plant will 
be continued and enlarged by adding welded chain, tire 
chains, chain hoists, trolleys ana winches.” 

Companies which are affiliated with The Cleveland 
Chain & Mfg. Co., under the same ownership are: The 
Seattle Chain & Mfg. Co., Seattle; The Krein Chain Co., 
Wapakoneta, Ohio; D. Round & Son 


(chain hoists), 
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FLAKE GRAPHITE 


for more than 100 years. 


This is the indentifying mark of 
. Graphite. The com- 
bination, Dixon's and Graphite, have 
been synonymous all over the world 
for more than 100 years. 


Dixon's 


And, another word that is closely 
linked with these two is 
tion. 


lubrica- 
These three are inseparably 
linked in the minds of thousands of 
and 
engineers, for unquestionably Dixon's 
Flake Graphite has its place in 
every well planned scheme of lubri- 


mechanics, maintenance men, 


cation, and as an auxiliary lubricant 
with oils and greases it is generally 
recognized as benefiting the base 
lubricant. 


If you have never had the how, 
where, and why of Dixon's Flake 
Graphite lubrication explained to 
you, write for it today. Or, better 
still, send us an outline of your lubri- 
cating problerns and we'll tell you 
how Dixon's can help you. 


Joseph Dixon Crucible Co. 
Jersey City KOK New Jersey 


Established 1827 














Mr. Dealer: — 


You Can Guarantee 


SKINNER 


Steel Body—4 Jaw 
Independent 


CHUCKS 


Here is the Chuck — 





This is a Fact™= 


We have never known the body of a 
Skinner Steel Body Independent 
Chuck to break in service. 


Our stock line of Independent Chucks ranges in 
size from 4” to 36” in diameter, iron or steel body. 


Also light pattern chucks for bench lathes and 
grinding machines. 


MS. Catalog No. 40 on request. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN., U.S. A. 


BRANCHES 
NEW YORK SAN FRANCISCO 
86 WarREN STREET 58 Feperat Sr. 
CHICAGO CINCINNATI 


549 W. WasHINGTON BLivp. 915 Broapway 








When writing to Advertisers ple 


ise mention Mitt Suppiies 
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Cleveland, and The Bridgeport Chain & Mfg. Co., Bridge- 
port, Conn. Officers in charge of the Bridgeport plant 
and all other plants of the organization are: L. D. Round, 
president, and L. D. Cull, secretary-treasurer. 
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MOTOR TRUCK DELIVERIES 


Interesting Data Secured Through Inquiry Conducted 
by the National Association 

The National Supply and Machinery Distributors’ As- 
sociation has recently prepared some interesting data on 
mill supply house motor truck deliveries, which is based 
on returns to a questionnaire sent out by the association. 
Secretary George A. Fernley states that a decided ten- 
dency to expand the territories in which deliveries are 
made is indicated by the reports turned in. 

“In supplying information many of our members de- 
plored the tendency to increase distances over which free 
deliveries are made,” stated Mr. Fernley. “They main- 
tain it inflates costs unduly and adversely affects net 
profits.” 

Of members reporting, the house making motor deliv- 
eries the greatest distance reported that it extends this 
service 25 miles. The next highest is 15 miles. The low- 
mile and the second lowest are two which 
deliver a distance of five miles. The average value of 
orders delivered by this method varies from $250 to $8. 
One member reports the average value of orders deliv- 
ered as $12 and the average value of total orders carried 
on each truck load as $400. 


est Is one 


The average cost of delivery per order varies from 
$7.50 to 25 cents. One member reports a cost of five 
cents per mile, exclusive of the driver’s salary, while an- 
other reports a cost per delivery of 17 percent. Various 
factors, such as average size of order, distances at which 
deliveries are made, and methods of figuring the expense 
would probably have considerable to do with the variance 
in costs. 

Fourteen houses report they make no extra charge 
for delivery, one says it makes no extra charge for de- 
liveries within five miles, another says it makes an extra 
charge on certain items, and another that it “depends 
on conditions.” The average number of miles covered 
each week varies from 450 to from 50 to 60. In answer 
to a question as to whether distributors are increasing 
their delivery territory, thirteen say “Yes,” three say 
“No,” In answer to the ques- 
tion, “Are such deliveries made to meet local competi- 
tion?” ten reply “Yes,” and seven reply “No.” In answer 
to the question, “Are such deliveries in competition with 
dealers outside your locality?’ one says “Yes,” 
plies “Occasionally” and nine reply “No.” 

Two of the houses reporting state they make local de- 
liveries only and are not extending the distances over 
which they make delivery. Another states it has a con- 
tract at thirty cents per delivery. Another dealer states 
his company figures costs on outlying deliveries at $1.25 
per order, and the average for all deliveries, close and 
far, at 40 cents an order. One house reports that on 
most out of town deliveries it uses local trucking com- 
panies making those territories, and not its own trucks, 
thus cutting the cost considerably Another gives the 
following explanation of the increase in delivery dis- 
tances: “The factories are constantly moving out farther, 
and expect deliveries to their door.” 

One filling out the chart states that his 
company makes only local deliveries by its own truck. 
If out-of-town deliveries are made, trucking companies 
are patronized and the customer pays the charge. <An- 


and one makes no answer. 


one fre- 


member not 
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other reports that his company delivers only in the city 
and immediate neighborhood. Three houses reported that 
they made no deliveries, one making the following expla- 
nation, ‘‘We ship by regular motor truck transportation 
lines and in some instances prepay freight where compe- 
tion requires. We have not a definite policy because 
we think it impossible.’”’ Another house reports that it 
makes no delivery unless an emergency arises and still 
another states it does not use trucks. 

Comments were also made by other houses not filling 
out the chart. 


agitate <+-@->—_—_ 


SUPPLY HOUSE CATALOGUE 


The Sidney B. Roby Co. Has Issued a Very Attractive 
Book on Lines Carried in Stock 

The Sidney B. Roby Co., 208-214 South avenue, Roches- 
ter, N. Y., has just issued Catalogue No. 1 on its lines 
of mill and contractors’ supplies, iron and steel, and 
heavy hardware carried in stock. This is the first com- 
plete mill supply catalogue the company has ever issued, 
although for several years it has been issuing catalogues 
on automobile supplies. 

“Tt was not our desire to get out a large catalogue, 
which we could very easily have done had we wished to 
include all the items which the different manufacturers 
we represent make,” states C. W. Griswold, secretary of 
The Sidney B. Roby Co. “On the contrary, we have 
included in our catalogue only such items as are stock 
items with us, and we have called our customers’ atten- 
tion, in the introductory pages, to the fact that we should 
be very glad to furnish them with complete catalogues 
of any of the manufacturers we represent.” 

This is a very attractive catalogue, with a striking 
cover, done in orange and blue. It is 11 by 7°4 inches 
in dimensions and contains 134 pages. All mill and con- 
tractor supply, iron and steel and heavy hardware items 
carried in stock are handily listed. There are brief 
descriptions and prices, and the book is thoroughly illus- 
trated. There is an index, and a page devoted to parcel 
post rates and information. An interesting feature of 
the catalogue are the colored inserts which are used to 
preface some of the leading lines carried by the company. 
More of these would have been used, according to Secre- 
tary Griswold, if others of the manufacturers 
sented had been in a position to supply them. 

“Telephone your orders,” advises the company at one 
place in the catalogue. “We are organized to give special 
service on telephone orders. Use the telephone and save 
time.” 


repre- 


wr Ms. 
May Hold Group Meeting 

The Tanners’ Council of America, which will hold its 
annual meeting in Chicago, October 25th and 26th, has 
extended an invitation to members of the American 
Leather Belting Association to participate in the gen- 
eral meetings of the council. In addition, the members 
of the American Leather Belting Association will prob- 
ably have a group meeting of their own at that time. 
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REPORT ON SIMPLIFICATION 


Seven New Simplified Practice Recommendations 
Completed During the Second Quarter 

With the completion of seven new simplified practice 

recommendations during the second quarter of 1928, in- 

dustries have now developed a total of 95 simplifications 

in co-operation with the division of simplified practice of 

the bureau of standards, United States Department ot 
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Centrifugal Force 


Takes Up the Wear 


What this means in an air pump can 
best be realized when the work that 
these machines will do is compared 
with other old style air pumps. 


LEIMAN Pressure 
se" AIR SES PUMPS 
ROTARY & Gas 


NEW SERIES 


are noted throughout the industrial world for 
this exclusive feature which means long life, 
efficiency, power and dollar value. 





They scoop up the air and take up their own wear. 


A ee a Direction of rotation Every factory can use this 


NOISELESS — EFFICIENT— POWERFUL 


air pump for any one of hundreds of purposes 


For operating many kinds of AUTO- Fuel oil burning outfits Feeding paper in printing 
MATIC MACHINES and DEVICES. Operating gas furnaces presses 

AGITATING PLATING  SOLU- Testing gas meters Feeding labeling machines 
TIONS means quicker and more dur- Raising gas pressure All sorts of testing and ex- 


able plate. SAND BLASTING can Gasoline service pumps perimental work 
be done only with | a POSITIVE — dust from intricate All sorts of automatic ma- 
PRESSURE BLOWER no other machinery parts chines and devices 


kind gives satisfaction like Leiman Sand blasting machines 


~via Vacuum cleaning Priming pa 
ae _ Agitating liquids Banding machines 

HEATING. WITH GAS OR OIL for fors- Blowing chips and stampings Wrapping machines 

ing ardening, annealing, soidering, Drazing, . ‘ 

pre-heating, glass bending, not to mention a from machine tools . Blowing balloons 

host of other uses. Filling bottles and containers Singeing cloth 


fallintormaton LuEIMAN BROS. ® newyork 


MAKERS OF GOOD MACHINERY FOR 40 YEARS 














ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 





Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


_Iron Body Gate Valves 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 











When writing to Advertisers please mention Mitt Suppiies 
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Commerce. Ray M. Hudson, assistant director in charge 
of the commercial standards group of the bureau of 
standards, of which the division of simplified practice 
is a part, recently rendered a report, covering activities 
for the quarter ending June 30th, 1928, to Dr. George 
K. Burgess, director of the bureau. 

Mr. Hudson reported, among cther things, that the 
executive board of the American Marine Standards Com- 
mittee approved the suggestion that standard specifica- 
tions be developed for wire rope for marine use. In 
answer to the question, ‘“What’s ahead for business for 
the next six months?” Mr. Hudson said, in part: 

“While I appreciate the hazards and pitfalls of prog- 
nostication, I believe this period will be marked by an in- 
creasing interest in, and application of, the principles of 
simplified practice. Because of keen competition, rising 
costs of doing business, and shrinking profit margins, 
both manufacturers and merchants are studying their in- 
ventories, the costs of carrying them, their relative rates 
of turnover, and similar pertinent factors more inten- 
sively than heretofore * * *. 

“Distributors, wholesale and retail, are finding they 
can apply simplification to their own stocks, as manu- 
facturers have been doing for some years past, and with 
similar benefit. This is indicated in the increasing num- 
ber of instances coming to light of jobbers and mer- 
chants who have applied simplification successfully and 
profitably. As the experience of those who have benefited 
from this form of waste elimination effort becomes more 
generally known, other distributors are evidently taking 
hold of the idea. That more of them are testing its ap- 
plication in their establishments, or seriously considering 
doing so, is reflected in the steadily increasing number 
of inquiries regarding simplification, inventory control, 
etc., coming into the department of commerce.” 


a 


FOREIGN TRADE FIGURES 


Exports of Manufactured Articles Showed Further 
Growth During Fiscal Year 1927-28 

“Foreign trade developments during the last fiscal year 
corresponded rather closely to the changes in domestic 
business,” states Commerce Reports, published by the 
bureau of foreign and domestic commerce of the United 
States Department of Commerce. ‘Exports of merchan- 
dise showed somewhat less than their usual seasonal ex- 
pansion in the fall of 1927, when domestic production was 
similarly curtailed, but reached a larger volume in the 
first half of 1928 than in the corresponding period of any 
other recent year. This large foreign demand for the 
products of our factories aided materially the recovery 
of domestic business. 

“Decreases in the value of crude materials and food- 
stuffs exported were largely offset by the continued ex- 
pansion of our exports of manufactured articles. The 
value of imports was somewhat smaller than in either 
of the two preceding fiscal vears as a result of decreases 
in the prices of many crude materials, such as rubber, 
silk and tin, which form an important share of the total 
trade. 

“Exports of gold during 1927-28 were larger than in 
any previous year on record as a consequence of the 
desire of various foreign countries to stabilize their cur- 
rency and reestablish it on a gold basis. The continued 
large excess of merchandise exports, together with the 
marked outward movement of gold, resulted in a larger 
total trade balance than in any year since 1920-21. 

“The aggregate value of our export trade in the year 
1927-28 was $4,877,000,000, which was 1.8 percent less 
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than in the preceding year, but was larger than in any 
other year since 1920-21. Imports reached a total value 
of $4,146,000,000, a decrease of 2.5 percent as compared 
with 1926-27. A study of the price changes among lead- 
ing commodities entering foreign trade indicates that 
the level of export prices was practically unchanged, while 
import prices were about 5 percent lower in 1927-28 than 
in 1926-27. Consequently there was a slight decrease in 
the quantitative volume of the export trade, but imports 
were somewhat larger in quantity than in the preceding 
year.” 

Total exports in 1926-27 were $4,968,000,000, 
total imports amounted to $4,252,000,000. 


while 


Detroit Power Exhibition 
More than 400 exhibitors of mechanical power, safety, 
heating and ventilating equipment had their products on 
display at the power exhibition held in Detroit during 
the week of September 9th, in connection with the 46th 
annual convention of the National Association of Power 
Engineers. The show was, held in Convention Hall, and 
an exhibition space of 168,000 square feet was occupied. 
The Michigan Association of Power Engineers was host 

to the delegates of the national organization. 


tO 


Imposter Passing Checks 

The National Supply and Machinery Distributors’ As- 
sociation sent out a notice as of September 7th, that it 
had been advised by one of its members, Somers, Fitler 
& Todd Co., well known Pittsburgh mill supply house, 
that an imposter had been passing checks printed with 
the company’s name and payable at the Union National 
Bank, Pittsburgh, the checks being signed, “‘“G. R. Lang- 
don, Cashier for Somers, Fitler & Todd Co.’ Somers, 
Fitler & Todd Co. has no account at the Union National 
Bank and no cashier by the name of G. R. Langdon. The 
association suggested that if any checks of this character 
are presented to members, they should communicate im- 
mediately with Somers, Fitler & Todd Co., 313-329 
Water street, Pittsburgh, or with the nearest office of 
the National Surety Co. 


oe 
Simplification Accepted 

Sufficient signed acceptances were received from pro- 
ducers, distributors and users of hack saw bades to in- 
sure the general adoption by the industry as a whole of 
Simplified Practice Recommendation No. 90, which was 
declared effective for new production as of July 1st by 
the Department of Commerce. 


New Company Is Organized 

Announcement has been made by the Timken Roller 
Bearing Co., Canton, Ohio, of the incorporation of the 
Timken Steel & Tube Co. to take over the manufacture 
and sale of Timken steel and tubing. H. H. Timken 
is chairman of the board; M. T. Lothrop, president; 
J. W. Spray, vice-president; A. J. Sanford, vice-president 
in charge of sales; J. E. Daily, vice-president in charge 
of operations; J. F. Strough, secretary-treasurer. Head- 
quarters of the company and the mills are in Canton, 
with sales offices in Chicago, Los Angeles, Detroit and 
New York. High grade alloy steels will be produced on 
a quantity basis, it is stated. The plant production 
facilities consist of modern furnaces and mills with a 
capacity of 30,000 tons of steel per month, capacity being 
divided equally between electric and open hearth steels. 
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Why Clayton & Lambert 


torches are the largest sellers 





The ability of Clayton & Lambert torches you. Other numbers, 158 for example, have 
to prove their ‘‘class’’ with top-notch perform- a special, protective shoulder to safe-guard 
ance in the test of time and use has made the orifice. 
them the largest selling blow-torches in the 


Less selling effort, sure-fire performance, 


world x %y ve got a I tow ocii are enduring satisfaction for customers—that’s 
users which cuts the need tgp aig ing effort why dealers are pretty well agreed you can't 
op iH sad to just ee as the minimum possibly find a more profitable line than 
s0od display on your shelves and counters Clayton & Lambert Ask your jobber about 
in your windows, too is the best selling them 
effort you can make js ; E 

C&G L 32 


his reputation is not the result of mere 


This is one of the most popular blow-torches we have ever 
honest manufacture t comes trom our 


made. It is move expensive than the 158 because it is 
rrade for much harder use. It is designed for the man 
who uses a blow-torch in his daily business and demands 
not only excellent performance but rugged ability to stand 
rough handling. 32 contains the most advanced, pat- 


ceaseless seeking for improved performance, 
improved design, improved materials -shown 
by a string of blow-torch patents as long as 
your arm 


Why is the brass tank given a satin finish, ented C & L blow-torch improvements. It{also has a 
instead of shiny>® Because buffing might red handle. Sure sign of satisfaction. 
weaken the brass in spots —-and these might 

give in time. Why a lead washer in the 


filler plug, instead of leather? Wears longer 
Why a double spring on the p.mp valve? 
Just one reason ~—satisfaction for your 
customers, year after year. 





Handles so attached that bending or break 
ing them can't make the tank leak; heavy 
protecting base on tanks, to guard against 





rough handling Only one reason—-longer 

CGl 5 ervice 
No. 32 blow-torch has a patented 
d i er orifice which can’t be spread by the 
Th ntrol-valve no matter how careless a man is 
Most hardwa ct zi and piumbing pply in shutting the valve too tight again, longer 
r t it Look for th 1 hand ervice a better satisfied customer for 





CLAYTON & LAMBERT “3 


Detroit, Michigan 














VOGEL Patonsed Frost Prost Closets | 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 

VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 


bowl and the rod with operating parts may be 
removed in an instant. 


on r, The VOGEL is the simplest and most durable frost- 
; | ee" proof water closet made. The price is right. 








SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY | 


Wilmington, Delaware 
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An Aboriginal Fakir 





Want-to-Win, the Injun gambler, 
Sat within the deepest forest, 
Sat upon a stump and pondered, 
Thinking some and cursing plenty, 
Cursing Manitou, the Mighty, 


Cursing all the lakes and mountains, 


Cursing all the streams and prairie 
Cursing all the beasts and fishes, 
Cursing all the tribes of people, 
More especially the paleface), 
Cursing everything he knew of. 
Want-to-Win was mad and ugly, 
And he didn’t care who knew it. 


Many vears he’d been a gambler, 
Ever since he could remember, 

He had skinned the simple red men 
Of his own and other peoples, 


Skinned them till they wouldn’t have 


it, 
Till they cast him from the tepees. 
Then he wandered east and west- 
ward, 
Playing tricks and learning new ones, 
Till he thought he knew the ropes 
and 
Wasn’t much afraid of any 
Game that he might stumble into; 
Till he thought he was a loo-loo, 
If vou care to put it plainly. 


Now upon his travels going, 

He had met a paleface trapper, 
Who had whisky in a bottle. 
Want-to-Win was fond of whisky, 
And the wily trapper knew it. 
Want-to-Win was rather dressy, 
Something of a savage dandy, 
And he had a handsome bearskin, 
For a cloak to wrap about him. 

So the trapper man suggested 
That a little game be started 

With the moccasins and bone dice, 
As the custom is with red men. 
Want-to-Win was more than willing, 
And the game was soon proceeding. 
Mr. Trapper lost the whisky 

Drink by drink unto the Injun, 
Till a single drink remaining 
lempted Want-to past endurance. 
Want-to now was badly loaded 


As perhaps the dice were also 


And he bet his shining bearskin 


‘Gainst the single drink of whisky, 
Which was what the trapper wanted. 
Then the Injun ceased from winning 
\nd the trapper smiled a little. 
Want-to new was much excited. 


He was bound to have the whisky; 

He would bet his wives and young 
ones, 

Bet whatever he was able. 


Thus he did, and thus he lost them, 


Lost his knife and lost his rifle, 
Lost his powder horn and bullets, 
Lost his shirt and lost his blanket, 


All the scalps he had collected, 

Lost his moccasins and necklace, 

Lost his medicine and feathers, 

Ewrything he had about him, 

| hatchet and his temper; 

Tried to lick the wily trapper, 

But was too intoxicated; 

Got his own proboscis battered, 

Got his peepers closed and_ black- 
ened; 

Got his ribs pushed through his liver. 

Got himself all bruised and broken 

In a manner most annoying. 

Then the trapper went and left him, 

Having gathered up his winnings, 

Which is how the gambling Injun 

Came to sit within the forest, 

On a stump with nothing on him, 

While the chilly autumn breezes 

Made him shake and made him shiver 

Like the leaf upon the poplar; 

That is why he fell to cursing, 

And the children of the forest, 

When they came that way and found 

Were delighted with his beating; 

Laughed aloud and hooted at him, 

Then another name they gave him, 

Called him Want-to-Win no longer, 

Christened him with shouts and 
laughter, 

Chose the name of Win-Ne-Ban-Tu, 

Meaning Man-with-hayvseed-on-him, 

Which is still the name they call him 

In the tepees in the forest. 


CS. ¥. 
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| GAIN 


Many active jobbers, during the 
first eight months of 1928, increased 
their sales of Mason Regulators 
from 50 to 200% over the previous 
year. 


Let us tell you how and why these 
gains were made... you will realize 
the advantage of stocking and sell- 
ing Mason Regulators. 


Easy to install . . . steady dependable 
service, without a lot of trouble, without 
requiring a lot of attention ... set °em 
and forget “em... these are the reasons 
why Mason Regulators are the choice of 
experienced engineers for every pressure 
control purpose. 
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There Is No Better 
Car Mover Made 





More Profit 
for You 


in the sale of New Badger Products be- 
cause there is a demand for these par- 
ticular items. 


The New Badger Car Mover and the 
Advance Safety Car Wrench are two tools 
that your customers all know and will ask 
for. They know that there are no better 
ones made. 


These tools are made of the very best 
materials and have power, speed and 
durability. 


Jobbers handling these tools benefit by these 
advantages, and every customer that buys 
them is well satisfied. 


Write to us for further 
details and prices. 


The Advance Car Mover Co. 


Appleton, Wis. 
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New Bad 











car movers 
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LUBRICATION IN 


PIPE 


THREADING 

“Fully ninety percent of die trouble, complaints of ma- 
terial claimed defective and upkeep expense can be rem- 
edied by the use of proper oil,” says The Oster Manutfac- 
turing Company in a plea for proper lubrication in pipe 
threading. ‘“‘The dies in a pipe-threading device are the 
heart of the tool. No matter how well built the machine 
is, if the dies do not stand up day after day in their 
work, the outfit is useless. And, granting this fact, the 
dies should be helped in their work just as much as pos- 
sible. The greatest aid to the dies in threading is proper 
oiling both in quantity and quality.” 

BANKER PROPOSES COMMUNITY INDUSTRIES 

That practical intermingling of agriculture and indus- 
try is the solution of the farm relief problem, was the 
opinion expressed by Thomas R. Preston, president of 
the American Bankers’ Association, at a recent meeting 
of the Illinois Bankers’ Association, which was reported 
in the Chicago Tribune. Mr. Preston advocated the cre- 
ation of industries in small communities all over the 
country to absorb the present surplus of farm labor and 
at the same time make a market for more farm produce, 
stating that the agricultural problem is an economic one 
and must be handled accordingly. 
NEW USES FOR SUGAR 
with the recent agitation in Czecho- 
Slovakia for opening up new uses for sugar, a writer in 
that country is quoted in Facts About Sugar as naming 
the following as some of the uses to which sucrose has 
been put: As a _ solvent for phosphorus containing 
calcium carbonate; for de-liming hides; as a binder for 
Chinese cement and lustrous plaster of 


In connection 


Paris; as raw 
material for an explosive in various kinds of powder; as 
a filler in shoe polishes and transparent soaps; in textile 
finishes; for the regulation of acetylene generation; in 
the manufacture of coke and coal briquettes; in the 
fabrication of sugar carbon and artificial diamonds; in 
copying inks and hectographic materials; in the produc- 
tion of liquid glues; in the manufacture of alcohol and 
various organic products, such as organic acids, includ- 
ing acetic, lactic, propionic, formic, butyric, citric, oxalic, 
saccharic and tartaric acids; also in the production of 
mannite, viscose, acetone, meta-acetone, illuminating and 
heating gas, nitro-sucrose, artificial silk, celluloid, 
xylonite, pegamoid, sugar dynamite, acetylated sucrose, 
hexabenzyl sucrose, Peligot’s saccharine, and vanillin; 
also in the paper industry. 
RESEARCH IS FULL OF “DYNAMITE” 

“Some people consider research a dull and sleepy af- 
fair,” said A. Lincoln Filene, in an address he recently 
made before the Research-in-Industry Conference, ac- 
cording to Industry, published by the Associated Indus- 
tries of Massachusetts. “To me,” he continued, “re- 
search business is full of dynamite. In the hands of a 
competitor it can strew your own business path with 
heartbreaking obstacles. Used by yourself, it can blast 
If vou are not using the research 
method to find new and better ways of manufacturing 
and selling your products, if you are not experimenting 


your way to success. 
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to find new products which you can profitably handle, now 
or in the future, your competitor is doing so, make no. 
mistake about that. If you turn a deaf ear to the secrets 
which the chemists and physicists are ready to tell you, 
be assured that someone is listening to them with bated 
breath. Your own business will hear from that same some- 
one later. If in these days of tremendous sales costs you 
are without statistical knowledge of the purchasing power 
and the buying habits of the consumers you are trying 
to reach in various localities, you are certainly losing 
money. Your competitor who has these facts is just as 
certainly making it.” 
BAKELITE BONDED WHEELS 

“No one will deny that it pays to test various grinding 
wheels from time to time with the object of reducing 
production costs, for the wheel that is efficient today may 
be far outclassed tomorrow,” states Abrasive Industry. 
“For example, the general introduction of the synthetic 
resinous bond, derived from phenol and formaldehyde 
and sold under the general trade name of bakelite, is 
changing grinding conditions in many plants. These 
Wheels are used on operations where the shellac-bonded 
wheel was formerly employed, and lately they have been 
employed successfully in competition with vitrified wheels 
for such rough work as snagging castings.” 

LUMBERING IN SIAM AND BURMA 

“The teak forests of Siam and Burma are away in the 
northern part of these countries,’ writes L. H. Burke in 
a recent issue of The Disston Crucible. Continuing he 
says in part: “After the trees have been girdled and 
stood the proper time—one to three years—they are 
felled and dragged to a river, creek, or stream, all of 
which empty into the big rivers, and floated to the mill. 
The logs are hauled from forest to stream by elephants 
and cattle teams. There are fifteen thousand elephants 
working in the jungles of Burma. It takes from five to 
seven years from the time the trees are girdled until 
they reach the mill. Many logs have a protracted jour- 
ney down stream to the mill. They are carried by 
freshets a certain distance each vear and then hung up 
on sand bars in swamps until another freshet dislodges 
them. Consequently, when they do reach the mills the 
bark is all off the logs and the cracks and seams and 
hollow places are filled with sand. The better mills at- 
tempt to clean the logs before sending them to the mills.” 

“HOGGED FUEL” FOR POWER PLANTS 

“An interesting example of modern utilization of by- 
products, formerly wasted, is that of the Long-Bell Lum- 
ber Company,” states The Labor Saver, published by 
Stephens-Adamson Mfg. Co. “This company operates the 
world’s largest saw mill at Longview, Washington, cut- 
ting approximately 1,800,000 feet of lumber per day. The 
sawdust, bark, knots and scrapwood, formerly burned by 
all saw mills, are now collected and carefully shredded. 
The product is known as ‘hogged fuel’ and quite exten- 
sive tests have shown it to be a cheap and very satisfac- 
tory fuel for power plants. This shredded wood is blown 
into the boilers, and so much experimental work has been 
done on boiler settings that it is burned with a high ef- 
ficiency. ‘Hogged fuel’ is sold by the ‘unit,’ which is the 
equivalent of a cord of wood. A unit is approximately 
200 cubic feet and weighs from 2,500 to 4,000 pounds, de- 
pending upon the moisture content. It is estimated that 
the scrap wood from the daily cut of 1,800,000 feet of 
lumber at the Longview mill will furnish fuel for their 
own plant, fuel and pulp wood for a nearby 100-ton paper 
mill, and, in addition, about 600 units for sale.” 
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THE CHAIN 


with the 


EXTRA MUSCLE 


n every link of Inswell chain, 

there is an extra flash of 
reinforcing material on the 
inside of the link, at the weld. 
Here, where most chain is 
weakest, Inswell is actually 
25°, stronger. Tests to de- 
struction have proved the 
‘‘Inswell’> Weld is stronger 
than the stock of most chain. 


Point out this extra muscle of 
steel that marks your ‘‘Ins- 
well” chain. This means 
economy to the user re- 
orders for you. 


COLUMBUS McKINNON CHAIN COMPANY 
General Sales Offices: Tonawanda, N. Y. 


Plants: Tonawanda, N. Y., Columbus, Ohio 
In Canada, McKinnon Columbus Chain, Ltd., St. Catharines, Ont. 


-(NSWELL _ 
ELECTRIC WELD- 
CHAIN 
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What others have 


done with 





American Swiss Files 


“We are daily ving money through the use of American 
les.” 





5 Fi : : ‘ 
i prominent carburetor manufacturer. 
“Aft ve } f constant use we are pleased to sav we 
approx ely 30° % on file costs by using American Swi 
Fil ; : 
t well known machine manufacturer. 
The At n Swiss Files play an important part in out 
irk an oO maintain the high standard of quality for 
which our re known 
high grade tool manufacturer 
Wi end on m being true temper and uniform 
roughout an fied with them.” 
leading or manuf 1 
Wi foun hem e uniformly satisfactory 
| + 14 ] + 9 
} quality, hte and cost. ae , 
‘ike - a Detroit auto parts manufacturer. 


*From letters on file in our Elizabeth office. 

American Swiss Files have been the choice of discrim- 
inating mechanics for over 28 years. 

They have learned to know from experience that 
the American Swiss trade mark on files of precision 
guarantees uniform hardness and quality. 

When you buy files look for this trade mark. It is 
your assurance of quality and long life. 

Write for Booklet “Files of Precision.”’ 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 








Also manufacturers of high grade hand tools 
for mechanics. Write for Tool Catalog. 
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Encouraging 
A distributor received an order for 
material from a chronic slow pay cus- 


tomer, to whom the following answer 
was sent: 

“We cannot ship the material you 
have ordered until you send us some- 
thing on your past due account.” 

The following collect telegram 
received in answer: “Cancel 
Cannot wait that long.” 


Was 


} 
oraer, 


True, Quite True 
“The modern girl’s hair looks like a 
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By BRIGGS 













WN T You SIT THERE AND oa 
Lig To ME LIKE THAT You RASCAL 

| KNOW HE'S IN BUT HE DOESN'T 
WANT To PAY WHAT HE OWES ME 
{LL HAVE THE WHOLE KIT OF 

YA ARRESTED AND THROWN 
more JAIL GO IN THERE: 

AWD TELL'IM t SAID So 

“1 WOR BE PUT OFF ANY, | 
DYA HEAR’ /| 





















mop,” says a critic. But that doesn’t 
worry her. She doesn’t know what a 
mop looks like-—London Opinion. acca |e 
Can't Yell “Fore!” | 
Ike—That boy of yours, Cohen—is 
he a good golf player? 
Cohen—No chance, no chance, he sn 
never has learned to say “fore” and | 
is always getting into trouble. 
Ike—What does he call before he at 
cracks the ball? } 
Cohen—Three ninety-eight. YY 444 
NSS | 
Chief of the Clan = fal | 
An American traveling in Scotland < Zz 
in the highlands said to the old boat- ri * F< | 
man: “Donald, this rain is awful. Do ao — > ‘. —— : 


you know where I could get a 
intosh for my daughter?” 

“T do not,” said Donald, “but there’s 
a fine young MacDonald up the glen an’ 
he’s a bachelor.”—Path finder. 


mack- 


Yankee Lingo 
Speak English? 

Foreign Restaurant Owner—A leetle. 

Tourist—That’s jake. Gimme a plate 
of Boston and a mug of Java.—Detroit 
Ne ws, 


Tourist 


Missed Nothing 
He and she arrived in the fifth inning. 
He (to a fan): “What’s the score *’’ 
Fan: “Nothing to nothing.” 
She: “Goody! We haven’t missed a 
thing !”—IJ llinois Siren. 


Try This on Your Spoon 
Mr. Gaddis was playing golf alone. 
A strange boy kept following him 
around the course. At the seventh hole 
he became impatient and turned to the 
boy, saying: “Son, you’ll never learn 
to play by watching me.” 
“I’m not watching you,” the boy re- 
plied. “I’m going fishing as soon as 
you dig up some more worms.” 


Her Idea of Honesty 
“You simply can’t find a maid who is 


honest. That one you recommended 
just left suddenly and took with her 
nine of my towels.” 
“What kind were they?” 
“They were those Pullman 
which I brought back from my trip.’ 


towels 


’ 


The Retort Snappy 
Suitor (at the door): “Is May in?” 
Maid (haughtily): “May who?” 
Suitor (peeved): “Mayonnaise.” 
Maid (shutting the door): “Mayon- 


wm) 


naise is dressing! 


Who Said City Slickers? 
City Banker (visiting the farm): “I 
suppose that’s the hired man.” 
Farmer (who had _ visited banks): 
“No, that’s the first vice-president in 
charge of cows.” 


All Born Barefoot 
Judging by the way some of our 
“self-made” men boast about beginning 
life as a barefoot boy, they seem to 
think the rest of us with 
our shoes on. 


were born 


Food for Thought 
He—“There are two sides to every 
question.” 
She—‘Yes, there are two sides to a 
sheet of fly paper, but it makes a big 
difference to the fly which 


( hooses.”’ 


side he 


He Knew Better 
“Why don’t you work? 
never killed anyone!” 


Hard work 


“You are wrong, lady. I lost both 

my wives in that way.” 
No Financial Advice 

Telephone Operator—“I have your 
party. Deposit five cents, please.” 

Souse at Pay Station—‘Whatzzat?” 

Operator —‘Please deposit your 
money.” 

Souse—“Listen, girlie, wat I wan’s 


a conversash’n from a fren’, not finan- 
cial advice from a stranger.” 


All Fed Up 
“Going to hear the lecture on ap- 
pendicitis tonight?” 
“No, I’m tired of 
citals.” 


these organ re- 
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Youll Make More Sales 
and Bigger Profits on 
Milburn Products 


For Instance—The biggest con- 
tractors prefer Milburn Lights. 
Therefore, you~ sales-per-customer 
will be larger when you sell this 
line. 


HE bigger the contractor 

the more closely he figures 
his costs. The largest contrac- 
tors figure the cost-per-hour of 
carbide lights and hence they pre- 
fer the Milburn for the following 
reasons: 
It furnishes 8290 Candlepower for 
only 314 cents per hour—a big 
saving in the course of a season. 
It burns either lump or cake 
carbide. No matter which carbide 


you sell, the owner of the Milburn 
Light is your customer. 

Your discounts on Milburn Lights 
are so attractive as to justify extra 
sales effort on your part. 

The line is complete—you can offer 
your customers the exact lights 
that best suit their purpose. 





Write for full details about these lights, popular 
and easy to sell because of exclusive patented 
features and standard for 20 years for construction, 
railway and engineering work. 


Torches That Give Your Salesmen Extra Talking Points 


= 


Pi 


Milburn Torches have reduced operating costs upwards of 20°% 
A good talking point for your salesmen. The Milburn Combination 
Cutting and Welding Torch, shown above, Type T! is the only Torch 
of its kind—it cuts and welds—just turn the tip to change the operation. 
Write for details about this torch and complete Milburn line of Torches. 
Generators, Regulators, Oil Burners and Preheaters. 


Sell Milburn Spray Gun With 


Remarkable New Features 


Another Milburn Product that has EXCLUSIVE - 

talking points. Dial on spray nozzle calibrates all CY —s 
operations. Makes it possible for operator to turn ee > 
at once to any desired or previous setting. Elimi- — Peto 
nates split sprays, over sprays, etc. Similar numeral$ on | ‘\ 











paint plunger barrel makes possible more accurate adjust- E 
ment of paint volume. These two Milburn features have | 
advanced spray painting ten years, making the Milburn the a 
easiest spray gun to sell. Get full details. .f 


Alexander Milburn Co., Baltimore, Md. 
ae Sam RR RR A A A TTT 
Alexander Milburn Co., 
1416-1428 W. Baltimore St., 
Baltimore, Md. 


Please send me Bulletin 274-10 on Portable Carbide Lights. 
Please send me Bulletin 374-10 on Welding & Cutting Apparatus. 
Please send me Bulletin 474-10 on Paint Spray Equipment. 


and explain discounts and talking points that will make the Milburn 
ine an exceptionally profitable one for us. 

Name 

Firm... 


Stree: & No. 


OT See 

















“We have yet to 
find any of 


even after 
months of usage’ 


This is the way the foreman of the tool 
room in one of Detroit’s large motor 
car plants sums up his experience with 
Bristo hollow safety set screws. (Name 
on request. ) 


The Bristol Company does not claim 
that Bristo set screws will not wear out, 
but the Bristo socket is so designed 
that the wear and tear of frequent 
setting and resetting, as in tool work, 
will not render it useless in a short time. 


Bristos are made to meet actual work- 
ing conditions. They set up extra tight 
without wearing out the socket. They 
hold the set-up solid. They do not balk 
at loosening; they can be used over and 
over again. 

Long-lived safety set screws are just as 
valuable in aiding the best performance 
of a product after it leaves its manu- 
facturer’s hands as they are in promot- 
ing economy in the shop where it is 
made. Bristos are recommended for 
both. 


Catalog 819-H gives complete informa- 
tion. Write for your copy. The Bristol 
Co., Waterbury, Conn. 


The patented dove- 
tailed flute socket in 
Bristo set screws give 


> 


use as Pp ‘ ~~ p) 
trol of the screw. ee, 


ae 


the wrench a positive 
grip on the rew. The 


BRISTO 5“ SET SCREWS 














When writing to Advertisers please mention Mint Suppries 


them worn out — 


’ 
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Automobiles Use Much Material 

“Automobiles use 50 percent of the plate glass, 63 per- 
cent of the upholstery leather, 25 percent of the alumi- 
num, 28 percent of the nickel, and 80 percent of the gaso- 
line produced in the United States,” states the American 
Machinist. 

Welded Pipe Line Construction 

“Welded pipe line construction was inaugurated for 
the first time on the Pacific Coast for high-pressure natu- 
ral gas transmission on the eight-inch line from Coyote 
Hills to Los Angeles,” stated Harrison P. George, general 
superintendent, natural gas production and transmission, 
Southern California Gas Co., in The Oil Weekly. ‘This 
type of construction has since been adopted by practically 
all pipe line companies operating in this territory for the 
transmission of water, oil, gasoline, and gas through steel 
mains.” 

Remove Frost from the Saw 

“Frosted steel is always brittle,” states an item in the 
summer issue of The Saw Kerf, published by E. C. At- 
kins & Co., Indianapolis. ‘No intelligent woodsman will 
use an axe full of frost to cut frozen timber. The frost 
must be taken out of a chopping axe or else it will be 
liable to break. It is the same with a saw; a circular 
saw is also weak at the center when full of frost, because 
steel contracts when cold, and a circular saw, being 
smaller at the center than at the rim, the latter will 
contract most, and when full of frost the saw will appear 
like one that is rim bound.” Incidentally this issue of 
The Saw Kerf was very interesting and well illustrated. 


Self-Unloading Boats Save Time and Labor 

“Practically all docks in the larger ports are now 
equipped with cranes for unloading boats, but many of 
the smaller towns have no means for mechanical unload- 
ing,” says a writer in The Labor Saver, published by 
Stephens-Adamson Mfg. Co. ‘When manual unloading 
must be resorted to, not only is valuable shipping time 
lost to the boat but the actual unloading cost per ton is 
excessive. Not many years ago self-unloading freight 
boats were curiosities on the Great Lakes. Today, how- 
ever, a large percentage of the bulk material freighters 
plying the lakes are equipped with conveyors for dis- 
charging their own cargoes of materials, such as coal, 
ore, grain or stone. Their independence of dock ma- 
chinery has made these self-unloading freighters very 
desirable carriers. They can unload at any spot on the 
wharf and are not forced to wait in turn if the dock 
unloading equipment is in use. If there is no wharf 
available or if it is badly congested, these boats can dis- 
charge onto storage piles on shore, into lighters, barges 
or even into the holds of ships alongside.” 


Howard Coonley on Purchasing Agents 

“Howard Coonley, president of the Walworth Com- 
pany, Boston, is among industrial executives who believe 
there is a growing tendency on the part of purchasing 
agents to use ‘a sort of camouflage’ in their relations 
with salesmen,” states Class & Industrial Marketing. 
“*This tendency is a real factor in the present business 
situation,’ Mr. Coonley told the Sherman Corporation re- 
cently. ‘The purchasing agent’s motive is the securing 
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of a favorable price for his house. Oftentimes, however, 
his decisions and maneuverings by no means represent 
the policies of executives of his company. When a pur- 
chasing agent will tell a salesman, for example, that the 
salesman’s competitor has quoted a price lower than 
actually has been quoted, an element is injected into the 
whole business relationship which can be interpreted only 
as unwholesome and destructive.’ ” 
Sandpaper and Sanding Machines 

“It is hard to say who have done the most to improve 
sanding practice, the manufacturers of sanding machines 
or the manufacturers of sandpaper,” states The Wood- 
Worker. “Both have advertised extensively, the first, 
the improved machines they have brought out; the sec- 
ond, the improved sandpapers they have developed. At 
the present time sanding machines are to be obtained 
that for delicacy of touch are unequalled for sanding 
large plane surfaces covered with the thinnest of veneer. 
Such delicate work, however, can only be done with sand- 
paper refined and graded to the highest degree, and 
backed by paper or fabric flexible enough to make the 
sharpest turns when irregular work is being handled 
on the belt machine. Sandpaper manufacturers have 
done much to educate the rank and file up to the point 
where they realize that smooth, regularly sized grit is 
important for quality sanding, and that the type of 
abrasive used also influences the result. They have also 
done much in educating owners up to the point where 
they realize that sanding is one of the most important 
operations in the plant. Sanding is the foundation upon 
which the finish is built; the finish has ever had a 
great influence on sales, and has at the present time 
more than ever before.” 

Doesn't Think Much of “Experts” 

“The poor old United States is about overrun with ex- 
perts,” states The Victor Gladiator, published by Victor 
Saw Works, Inc. ‘We have financial experts, crop ex- 
perts, mechanical experts, expert accountants, trans- 
portation experts, expert this and expert that—even 
expert burglars and safecrackers. If the truth is known, 
in a majority of cases, the ‘expert’ is about as far from 
being what his appellation implies as a printer’s devil 
is from being a competent typographer. The term 
‘expert’ is rarely applied to a man who is really clever 
in his line. He doesn’t like being called an expert. And 
a real expert is never quite sure of himself. He knows 
there are too many things to be taken into consideration 
to make his ‘expert decision’ accurate at all times and 
under all circumstances. Imitation experts are always 
sure of themselves. Lightning decisions are right in their 
line. After they have collected their fees, they leave 
vou to find out what was wrong with their decision. 
They are expert at leaving someone holding the bag. 
The heavy crop of experts is largely our own fault. We 
have gotten in the habit of wanting to be diagnosed 
by experts, of seeking the cure of our business ills at 
the hands of experts, of calling in experts when any- 
thing goes wrong. A lot of nonsense is passed out under 
the dignified title ‘expert advice.” How perfectly foolish 
it would be, for example, for the Victor Saw Works to 
call in an expert to give an opinion on saw making. Not 
that Victor operatives and officials know all there is to 
know about the business. Not at all. We are all study- 
ing all the time, but we are darn sure of one thing: 
If anyone is to tell us anything about saw making, he 
must know at least as much about it as we do. Beware 
the next ‘expert’ that approaches you. What he has 
to tell you is probably 95 percent bologney.” 








96 


Hun GuePLiEs 


October, 1928 











HE only Distribu- 


"~ tors who discon- 
tinue selling Monarch 
Bearing Metals are 
those who so out of 
business. \ SW SNS 


+ 


MONARCH METAL COMPANY 


Established 1895 


119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL the ‘‘Steel Process Babbitt,” 
and QUAKER METAL, the ‘Ladle Bronze.” 














All Capacities 


— Hand or Power — 
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GEO. D. ROPER CORPORATION ®2Shxo: 


THE 
BIG 
IT 





STRENGTH, ENDUR- 
ANCE, RESISTANCE TO 
SERVICE STRESSES- 
THAT QUALITY SO DE- 
SIRABLE AND SO NEC- 
ESSARY TO DEPEND- 
ABLE SCREW PER- 
FORMANCE-—IS THE 
BIG JT THAT’S FOUND 
IN MAC-IT SCREWS 
Nothing will more clearly show this 
giant strength than a test with one of 
these Mac-it Square-head Set Screws. 
Ask for a Test Set. 


Put the Mac-it in a vise. Turn down the test 
block on the screw. Pull hard. You can’t 
twist off its head, you can’t strip the threads, 
you can’t mushroom the point. You can push 
out the bottom of the steel block, but you can- 
not injure the Mac-it Screw. Try it. 


Write today for detailed information. Get 
the full facts. Capitalize on Mac-it Quality. 


THE STRONG, CARLISLE 
& HAMMOND COMPANY 


General Distributors 
1392-1394 West Third Street 
CLEVELAND, OH'’O 











MAC-IT SET AND CAP SCREWS 
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NEW LINE OF BRONZE VALVES 
Jenkins Bros., 830 White street, New 
York, announce a new line of bronze 
valves with re- 
newable resil- 
ient dise for 250 
pounds steam 


working pres- 
sures. The com- 
pany States 


that the disc, be- 
ing more resil- 
ient than the 
metal, readily 
conforms to the 
seat and insures 
a tight valve 
without regrind- 
ing. The new line 
includes globe, 
cross and horizontal and angle 
patterns, furnished screwed or 
flanged in sizes ranging from 14-inch 
to 2 inches. The globe, angle and cross 
patterns are furnished with renewable 
seat rings. The bonnet screws over 
the body, and the bonnet seat joint is 
rounded, which facilitates removal of 
the bonnet. Other features of the 
globe, angle and cross patterns include 
non-heat hand wheel of malleable iron; 
bronze gland, which aids in preventing 
leakage around the 





angie, 
check 


spindle; deep 
stuffing box packed with asbestos ring 
packing, and manganese bronze spindle 
with large threads, all of 
in contact with bonnet 
valve is closed. 


which are 
threads when 


HEAVY DUTY SET OF SOCKET WRENCHES 

Bonney Forge & Tool Works, Meadow 
and Tilghman streets, Allentown, Pa., 
has announced a new heavy duty set 
known as_ the 
sonney-Hercules socket wrench set, and 
made of *CV 
The set is 


of socket wrenches, 
chrome vanadium steel. 
composed of ten sockets, 
ranging in size from 15/16-inch to 15%- 





inch opening. It is especially designed 
for hard service, and, according to the 
company, is so proportioned — that, 
though light in weight, it has a heavy 
reserve strength factor. The set in- 
cludes, in addition to the 10 sockets, 
a ratchet handle and a short and long 
extension sliding “‘T’” handle. Each set 
is packed in a black enameled carrying 
case. 
ELECTRIC DISC SANDER 

The United States Electrical Tool Co., 

2488 West Sixth street, Cincinnati, has 


brought out a new electric disc sander. 
The sander is equipped with a fan- 
cooled universal motor, which operates 
the 9-inch disc at 3600 r.p.m., under 
load. Ball bearings are used through- 
out. The two-pole trigger switch in 





the handle, a feature of United States 
Fiectrical Tool Co. products, is included 
in the equipment of the new disc sand- 
ing tool. Fine, medium and coarse 
discs are supplied with the 
new dise sander, also 12 feet of flexible 
rubber covered cable, two-piece attach- 
ment plug and armored cable guard. 
The weight is twelve pounds. 


sanding 


INDICATING FLOW METER 

The Meriain Co., 8405 Detroit avenue, 
N. W., Cleveland, has placed on the 
market a new type of indicating flow 
meter suitable for measuring the flow 
of air, gas, saturated or super-heated 
steam, oils and other liquids at any 
temperature, vacuum or pressure. The 
meters are primarily designed for high 
line pressures—1,000 pounds per square 
inch o1 higher—but with slight 
modifications they may be used on vacu- 
um or low pressures. 


even 


Their operation 
is based upon the fact that the flow of 
the liquid or gas causes a loss of pres- 
sure along the pipe. An _ orifice-dise 
is placed in the path of the flow in the 
pipe, and two small tubes are connected 
to the pipe line, one on each side of the 
orifice disc. The difference in pressure 
between the two sides is recorded by the 
level of mercury, or other non-evaporat- 
ing liquid of constant weight. The ori- 
fice disc is made of Monel metal, and, 
it is claimed, will not wear or corrode. 
The scale may be calibrated in cubic 
feet, barrels, pounds, gallons, or other 
quantities per hour if desired. All 
pipe-lines, valves, etc., in the meter con- 
nections are welded by the new atomic 
hydrogen welding process. 
SEMI-STEEL MOULDED PULLEY 

W. A. Jones Foundry and Machine 
Company, 4401 West Roosevelt road, 
Chicago, has brought out a semi-steel 
moulded pulley, which is a combination 
of steel and iron. The new pulley is 


close grained, and, according to the 


company, being a solid, cast unit, it 
will not wear wobbly and is especially - 
adapted to jerky loads. The company 
has issued Catalogue No. 37, an illus- 
trated booklet describing the new line 
of semi-steel pulleys, and containing 
prices and specifications. The cata- 
logue has 24 pages and cover and meas- 
ures 7%, by 5% inches in dimensions. 
IMPROVED PIPE WRENCH 

Trimont Mfg. Co., 55-71 Amory 
street, Roxbury, Mass., announces that 
the new improved Trimo pipe wrench 
is now ready for delivery. A material 
increase in strength and safety is said 
to have been brought about in this new 





product. Although the contour of the 
frame has been slightly extended, the 
appearance of the new Trimo remains 
practically unchanged from the old, and 
the parts of the old and new wrench 
are interchangeable throughout. Ac- 
cording to the company, an entirely new 
method of heat treating gives the han- 
dle far greater strength and toughness 
than ever before, while the swinging 
steel frame, although not materially 
changed in appearance, has also been 
greatly strengthened. Overlapping side 
lugs, integral parts of the handle, brace 
the frame against lateral distortion or 
spreading. The design of these rein- 
forcing lugs furnishes a safety feature 
without hampering the action of the 
frame or adding to the bulk of the 
wrench. The replaceable insert lower 
jaw and the nut-guards, which protect 
the adjustment, are features of the new 
Trimo. 
NEW BELT LACER 

Clipper Belt Lacer Company, 974-1042 
Front avenue, north-west, Grand Rap- 
ids, Mich., announces the new Clipper 
No. 6 Speed Lacer. It is of the same 
type as the Clipper No. 8 Speed Lacer, 
except that it is lighter and smaller 
in size. According to the company, 
it will lace both ends of all belts from 
1 inch up to and including 6 inches 
in width in less than 115 minutes. It 
is especially adapted for use in indus- 
trial plants in which smaller belts pre- 





dominate. A pressure of 37,500 pounds 
on the belt is developed by what is 
said to be an entirely new principle, 


embedding the hooks in alignment, 


flush with the surface. This, the 
company states, prolongs the life 
of the lacing and reduces wear on 


hooks and pulleys to a minimum. The 
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“KEYSTONE” 
RATCHET COMBINATION 


(Reversible) 











HE quality Ratchet for taper shank twist 
drills, sleeve for square shank drills, and 
short boiler socket for square shank drills. 






The original Westcott 
Wrench made by the 
Keystone Mig. Co., for 
twenty-five years. 
Known throughout the 
world. 


Made in | 


6 sizes. 


4" to 14" 


KEYSTONE MANUFACTURING Co. 


51 Chandler Street BUFFALO, N. Y. 











Nason Steam Traps 


Steam Savers 
Since 1841 


Three Classes 


Five Sizes 









Class B. 
1 to 20 Ibs. 


Specify 
znd order 
them 


Class C, 
20 to 70 Ibs, 
We have other 


Steam Specialties 
in The Nason Line 


Write for Bulletin Ping 


Nason Manufacturing Co. 
Steam Specialty Specialists 


71 Fulton Street, New York 











“ENGINEERS” 


The Publication that 
Industry has been waiting for 


OW many times have your wished, Mr. Manu- 
facturer, that you could address your sales litera- 
ture directly to the individuals who would be most 
interested in reading it? 
It is said that industry is now “engineeringly con- 
trolled’”’—by which is meant that purchasing is largely 
in the hands of engineers. How important it is, then, 
to know who the engineers are who control the pur- 
chase of billions of dollars’ worth of products. 


The new publication, ‘Engineers,’ is the result of 
five years of work. It gives the names, firm connec- 
tions, positions held and addresses of 220,600 engineers, 
representing 30,335 corporations in the United States 
and Canada. It also gives officers of these corporations, 
street addresses, branch managers and products. 


There are 464 pages of engineering data that cannot 
be found in any other publication. The book has 1490 
pages, is well printed on thin paper and bound in 
Fabrikoid. 


The price is $15.00. Further information sent on 
request. 


The Crawford Publishing Co. 
537 South Dearborn St., Chicago 
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weight of the No. 6 lacer is 56% 
pounds. It may be bolted to any work 
bench or mounted on a stand. 
DIES FOR BRASS PIPE 
The Armstrong Mfg. Co., 284 Knowl- 
ton street, Bridgeport, Conn., has 
brought out a new line of dies for brass 
pipe only. The company states that 
the new Armstrong brass pipe dies are 





designed to cut true, 


tight 
Brass pipe dies are regularly stocked 
in iron pipe sizes %, %, % or 1 inch, 


threads. 


right or left, for No. 2 Armstrong 
stock; iron pipe sizes 1, 1%, 1%, or 2 
inches, right or left, for No. 3 Arm- 
strong stock; O. D. plumbers’ tubing 
(outside diameter) 12, ®°s, %4, 7%, 1 or 
114 inches, right or left, for No. 2 
Armstrong stock, and gas fixture dies 
(all 27 threads) %4, 5/16, %, 7/16, 1%, 
9/16, 58, %, % or 1 inch, right or left, 
for No. 2 Armstrong stock. Other sizes 
are also obtainable. The dies are 
plainly marked “For Brass Pipe Only.” 
VALVE STEM GUIDE CLEANER 

Scully Steel & Iron Co., 2364 South 
Ashland avenue, Chicago, is putting on 
the market the Scully Ruggles Perfec- 
tion valve stem guide cleaner for clean- 
ing valve stem guides or removing car- 
bon from them. It is exactly the same 
as the Ruggles Perfection flue cleaner, 
which has been used for 25 years for 


removing carbon from boiler tubes in 
steam plants. According to the com- 
xany, the Scully cleaner cuts the car- 
bon out and will not cut the metal. The 
spiral blades are self sharpening. Flex- 
ibility is provided by the rear collar 
riding on the handle. The cleaner re- 
quires no hard physical labor, electric 
power or turning. It is worked straight 
up and down by hand. It is claimed 
that the cleaner will operate efficiently 
without changing the size of the hole. 
Only three cleaners are required for all 
holes from 5/16-inch to %%-inch. Dis- 
tribution of the Scully Ruggles Perfec- 
tion valve stem guide cleaner will be 
entirely through wholesalers, jobbers 
and distributors of automobile service 
tools and equipment, and mill supply 
dealers, the company states. 
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Jas. P. Marsh & Company, 2073 
Southport avenue, Chicago, has issued 
a new booklet, Bulletin No. 34, de- 
scribing Marsh heating specialties. <A 
feature of this booklet, which consists 
of 32 pages, measures 10% by 8% 
inches and is perforated for filing, is 
the large number of good illustrations, 
including regular and cross_ section 
photographs, drawings (some of them 
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blue prints) showing the manner of 
operation of products, dimensions and 
typical installations. Marsh radiator 
traps and valves, automatic air valves, 
indicating and recording industrial in- 
struments are shown. 

Westinghouse Electric & Mfg. Com- 
pany, East Pittsburgh, Pa., has brought 
out a booklet on electric arc welding, 
which is used as a manual for training 
are welding operators and student weld- 
ers at the Westinghouse welding school. 
The booklet is arranged in a sequence 
of instruction and practice. It should 
also be valuable to welding training: 
schools, manufacturers developing weld- 
ing organizations, individuals study- 
ing welding and men who are now weld- 
ers and are interested in improving 


their skill. 
(Obituary ) 
m3 
Paul Armstrong, president and one 


Paul Armstrong 
of the founders of the Armstrong 
Brothers Tool Co., and the Armstrong- 
Blum Mfg. Co., both of Chicago, died 
in his home in River Forest, IIl., Thurs- 
day, September 20th, in his 66th year. 
He had been in failing health for sev- 
eral months. Mr. Armstrong is sur- 
vived by his widow, three sons, Lennox, 
Horace and Paul, and three daughters, 
Mrs. Stanley Woleben, Betty and Jean. 
The three sons and four nephews— 
George, John O., Hugh W. and William 
Armstrong—will continue in the active 
management of the Armstrong Brothers 
Tool Co. The career of Mr. Armstrong 











i V4 : 
PAUL ARMSTRONG 
was conspicuously successful. He was 
born, January 13th, 1863, in Perth, 
Scotland, and came to this country with 
his parents when three years of age, 
the family making Chicago their home. 
In 1893, while still a young man, Mr. 
Armstrong, with his brothers—John, 
who died in 1923; Hugh, who died in 
1925, and James, who retired from the 
company shortly after it was organized 
founded the Armstrong Brothers 
Tool Co., in Chicago, for the manufac- 
ture of machinists’ tools. Mr. Arm- 
strong was responsible in large meas- 
ure for the universal adoption of the 
tool holder system in the use of ma- 





chine tools. Deceased was a member 
of Saint Andrew’s society; Lafayette 
Council, Knights of Columbus; Oak 
-ark Country club, Chicago Yacht club 
and the Machinery club. During the 
world war he was very active in liberty 
loan campaign activities, and also 
served as a private in Company C, Sec- 
ond Regiment, Illinois Reserve Militia. 
Mr. Armstrong was one of the patriotic 
business men who caused to be built 
and equipped at their own expense 
small boats of the “mosquito fleet,” to 
do patrol duty for the government. 
The boat which Mr. Armstrong had 
built, and which he rented to the gov- 
ernment for a dollar a year, was 50 
feet in length, 61% feet in width and had 
250 horsepower, and was mounted with 
a one pounder and a machine gun. 
This boat did patrol duty on the St 
Clair and Detroit rivers from 
1917, until the end of the war. 


July, 


Richard Miller 
Richard Miller, president of the Ad- 
vance Car Mover Company, Appleton, 
Wis., died Sunday, August 26th, follow- 














RICHARD MILLER 


ing a lingering illness. He was 83 
years old. Mr. Miller was born in Sax- 
ony, Germany, in 1845, and came to this 
country with his parents when nine 
years of age. The family first located 
at Sheboygan, Wis., and later moved to 
the northern part of Ellington county, 
where Mr. Miller grew to manhood. He 
then left the farm to learn the black- 
smith trade, and later conducted a 
blacksmith shop at Stevensville, Wis., 
and engaged in the sale of farm imple- 
ments. Mr. Miller later moved to Ap- 
pleton, where he was engaged as a 
salesman by the Appleton Manufactur- 
ing Company. While in the employ of 
that company, he invented what is said 
to have been the first successful swivel 
hay carrier; then organized the Eagle 
Manufacturing Company. Mr. Miller 
later sold his interests in the Eagle 
Manufacturing Company, but retained 
the right to manufacture and sell the 
Eagle line of hay tools, which he con- 
tinued to do under the name of the 
Appleton Hay Tool Company, which 
was operated at the present location of 
the Advance Car Mover Company. Mr. 
Miller invented the Badger car mover 
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These 17 Words 
Tell Our Sales Policy 


BELMONT PACKINGS ARE SOLD 

ONLY THROUGH THE MILL SUPPLY 

TRADE, EXCEPT IN THE NEW YORK 
AND CHICAGO TERRITORIES. 


The description of our Packings, Gaskets and Valves 
is a longer story, told in full in our Catalogue. Send 
for a copy and see how fully Belmont Products meet 
your packing requirements, 


BELMONT PACKING & RUBBER CO. 


PHILADELPHIA, PA. 











PACKINGS 





Minneapolis, Minn. 
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SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


107-109 Lafayette St., New York, N. Y. 
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THE CHASE FOUNDRY & MFG. CO. | 


Columbus, O. | 
Ask for Catalogue No. 300 

















Equally efficient for 
easy or hard work; un- 


der clean or dirty con- 
ditions. Stand gruel- 
ling punishment. Give 
longer service, dollar 
for dollar than any 
other clutch made. 
Your customer de- 
serves the best. See 
that he gets an 
“M&W” the next time 
you sell him a clutch. 


“Moore & White’’ 


FRICTION 
CLUTCHES 


Most in demand 
250,000 in use 
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and had it patented on September 10th, 
1912, and on December 13th, 1914, the 
name of his company was changed to 
Advance Car Mover Company and was 
incorporated, the manufacture of the 
Eagle hay tool line and Badger car 
movers being continued by that com- 
pany. At the time of his death, de- 
ceased was president and general man- 
ager of the Appleton Wood Products 
Corporation, a thriving company en- 
gaged in the manufacture of butcher 
blocks, as well as being the president 
of the Advance Car Mover Company. 
Mr. Miller is survived by four sons, 
Oscar Miller, vice-president of the Ad- 
vance Car Mover Co.; Fred Miller, a 
director, and Henry Miller, all of 
Appleton, and Walter Miller, of Chi- 
cago, secretary and manager of the 
company; and by three daughters, Mrs. 
George Walsh, Appleton; Mrs. Joseph 
Coyle, Neenah, Wis., and Mrs. Evan 
Hall, Salem, Oregon, and one sister, 
Mrs. Chris. Peters, Marshall, Minn. 


Joseph A. Jeffrey 

Joseph Andrew Jeffrey, chairman of 
the board of directors of The Jeffrey 
Manufacturing Co., Columbus, Ohio, 
died at his home in Columbus, August 
27th, from infirmities, at the age of 92 
years. Mr. Jeffrey was born in Clarks- 
ville, Ohio, and after receiving his edu- 
cation in the public schools of Clinton 
and Auglaize counties, he went to Co- 
lumbus, in 1858. He engaged in the 
banking business and helped to found 
the Commercial National Bank. In 





JOSEPH ANDREW JEFFREY 


1877, seeing some model mining ma 
chinery built with a cutter bar to 
undercut coal, that had been invented 
by Francis Lechner, he realized the 
possibilities in it and made arrange- 
ment with Mr. Lechner to manufacture 
it, first perfecting it. The Lechner 
Mining Machine Co. was formed, and 
in 1883 the new company required all 
Mr. Jeffrey’s attention, so he sold his 
interests in the Commercial National 
Bank. In the same year the company 
changed its name to the Lechner Manu- 
facturing Co., and Mr. Jeffrey assumed 
control. In 1887 the name, Jeffrey 
Manufacturing Co., was adopted. De- 
ceased is survived by his widow; three 
sons, Robert H. Jeffrey, who succeeded 
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to the presidency and general manager- 
ship of the company in 1922; Joseph 
Walter Jeffrey, vice-president, and 
Malcolm Douglass Jeffrey, assistant 
sales manager, and by two daughters, 
Mrs. Agnes Jeffrey Shedd and Mrs. 
Florence Jeffrey Carlile, wife of W. 
Wilson Carlile, general counsel for the 
Jeffrey company. 
William H. Blades 

William H. Blades, formerly Kansas 
City branch manager for Crane Co., 
died Friday, September 21st, in the 
home of his daughter, Mrs. Jay M. Lee, 
Kansas City, Mo., following an illness 
of six weeks, at the age of 75 years. 
He had been in failing health for some 
years, however, this causing him to 
retire as manager of the Kansas City 
branch of Crane Co. March Ist, 1916. 
Mr. Blades, or “Billy” Blades, as he 
was familiarly known in_ business 
circles in which he traveled, was born 
October 2nd, 1852, and spent his early 
youth in Flint, Mich. Mr. Blades’ first 
connection with the field of mill sup- 
plies and allied lines was with Black & 
Owen, of Detroit. At that time he 
went personally through the then little 
traveled area of northern Michigan, 
when the iron and copper developments 
there were in their early stages, to sup- 
ply the new market with logging and 
mining equipment. His next connec- 
tion was with the W. Bingham Co., 
Cleveland. In 1892 he became manager 
of what was then the Crane-Ordway 
Co., Duluth, a branch of the Crane Co., 
and served there until 1897, when he 
became manager of the Kansas City 
branch of Crane Co. Mr. Blades be- 
came a thirty-second degree Mason 
while in Duluth, and it is noteworthy 
that one of the signers of his certificate 
of membership in that consistory was 
his father, the Rev. Francis A. Blades, 
a thirty-third degree Mason emeritus, 
who, after he retired from the ministry, 
became interested in politics and was 
for twenty years comptroller of De- 
troit. Mr. Blades was for several years 
treasurer of the Ararat Temple of the 
Shrine of Kansas City, and at one time 
gave much energy to the business activ- 
ities of Kansas City as a member of 
the commercial club. He was one of 
the twelve directors of the Priests of 
Palas and Karnival Krew who man- 
aged the Fall Festivities of Kansas 
City in October of each year, and was 
a member of South Gate Lodge, No. 
547; Orient Chapter, No. 102, Royal 
Arch Masons; Oriental Commandery, 
No. 35, Knights Templar, and Con- 
sistory of Western Missouri, No. 2. 
Deceased is survived by his widow, Mrs. 
H. Louise Blades; a son, Russell F. 
Blades, Tampa, Fla., and a daughter, 
Mrs. Jay M. Lee, of Kansas City. 

Clarence F. Hotchkiss 

Clarence F. Hotchkiss, president of 
the Stow Manufacturing Co., Inc., Bing- 
hamton, N. Y., died Sunday, September 
9th, in his home on Hotchkiss Hill, 
Binghamton, following a heart attack. 


Mr. avtchkiss was oJ years of age. He 
had been in ill health for two weeks, 
but had shown improvement the latter 
part of the week preceding his deat’ 
and had spent Saturday at his office. 
Mr. Hotchkiss was born in Unadilla 
Forks, N. Y., the son of Edgar F. 
Hotchkiss and great grandson of David 
Hotchkiss, the second white man to 
take up his residence in Broome county. 
After completing his education, Mr. 
Hotchkiss spent two years buying pro- 
duce from farmers in the vicinity of 
his home and shipping it to New York, 
and for two years was in the saddlery 
hardware business in Rome, N. Y. Mov- 

















CLARENCE F. HOTCHKISS 





ing to Binghamton, he became asso- 
ciated with Crandall, Stone & Co., now 
the Brewer-Titchener Corporation, 
which he served as a salesman for sev- 
eral years. He then entered the em- 
ploy of the Stow Manufacturing Co., 
Inc., in a subordinate position. In 1886, 
with the late Charles C. Warner, he 
purchased the interests of Nelson Stow. 
inventor of the Stow flexible shafting, 
and nine years later he purchased Mr. 
Warner’s interests and proceeded with 
the incorporation of the company, and 
had since continued its direction. Mr. 
Hotchkiss was also identified with other 
business and industrial interests in 
Binghamton and Broome county. Mr. 
Hotchkiss was formerly president of 
the Dare Lumber Co., New York, with 
mills in Elizabeth, N. C. He was a di- 
rector of the First National Bank of 
Binghamton, a trustee of the Chenango 
Valley Savings Bank, a director of the 
Security Mutual Life Insurance Co., 
and Central Y. M. C. A., a former di- 
rector of the Binghamton Chamber of 
Commerce, and a member of various 
church, fraternal, civic and social or- 
ganizations. He was active in the af- 
fairs of the Republican party and 
served on the advisory board of the 
3roome County Chapter of the Red 
Cross during the world war. Mr. Hotch- 
kiss is survived by his widow, Mrs. Car- 
rie E. Briggs Hotchkiss; four daugh- 
ters, Mrs. D. Walker Wear, Mrs. James 
T. Ivory, Mrs. William C. Stowell and 
Mrs. Harry R. Tiffany, and two sons, 
EK. J. Hotchkiss, a director of, and Clar 
ence F. Hotchkiss, Jr., engineer for the 
Stow Manufacturing Co., Ine. D. 
Walker Wear, vice-president and treas- 
urer of the company, is his son-in-law. 
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This typeof Osborn Mas- 4 
ter Wheel (ill. below) is 
made in diameters ranging 
from 8" to 15”—all with 


Almost every one of your customers can use Osborn Master 
Wheels to real advantage. Their range of usefulness is too 


ended 3 aidtinn, Ade wide to cover here, but the partial list below will suggest 
justment to fit any size some profitable opportunities for you. 
orc senna Ps Rs CLEA NING~ gears, castings, flinted shanks or twist drills, 
Canbel cancion racist cans in canning factories, auto springs, pipe threads, metal 
that every wheel isproperly parts after welding, tire carcasses before retreading, struc- 
balanced and perfectly tural iron and steel, spark plugs. 
circular, 


REMOVING—rust from metal, insulation from electric 
: a wires, paint from auto bodies, scale from forgings, enamel 


CSBOR™ from metal. 


BUFFING-—tires in manufacture, tubes for splicing and 
patching, tires before retreading or vulcanizing. 


POLISHING—castings, bronze tablets, metal parts before 


plating or painting, etc. 
FINISHING—ornamental bronze. 


You can cover the requirements of this field 
with a small stock of Osborn Master Wheels 


and some extra inexpensive Osborn Adapters. 


Osborn Master Wheels are unit built with 
a standard 2” opening. Sizes range from 4” 
to 15’. Adjustment to fit any size arbor is 
quickly and easily made with inexpensive 
Osborn Adapters. This means a compara- 
tively small, fast moving stock—and Master 
Wheels carry a good margin for you. 
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The Mint 


SUPPLY SALESMAN Was Founded by 


Ernest | 


Smith in 1922, and Dedicated to the 
Distribution of Mill) Supplies. 


Practica 


1 Application of Correct Sales Principles in the 


A Good Specialty for Supply Salesmen 


There Is a Big Field of Prospective Sales for Safety Platform 
Ladders, with Their Many Valuable Features 


Sales Manager, 


The mill supply business is becoming 
more localized, and competition is 
growing much keener each year. The 
sales field of the average mill supply 
house has a radius from the home city 
of approximately 100 miles. When the 
distributor’s salesman gets beyond this 
limit, as a rule he comes in contact 
with other distributors handling the 
same lines his company does. There- 
fore, it is necessary for the mill sup- 
ply salesman of today to comb his ter- 
ritory very thoroughly and devote con- 
siderable of his time to profitable spe- 
cialties which carry the protection of 
the manufacturer and have an estab- 
lished re-sale price. 

We are al! familiar with the fact 
that our associations and trade maga- 
zines have been devoting much atten- 
tion for some time to the cost of the 
mill supply house doing business, and 
it is generally recognized that the dis- 
tributor must have at least 20 percent 
to take care of his overhead, not to 
say anything about profit. All success- 
ful mill supply salesmen take this int« 
account when selling goods. 

Very often the average mill supply 
salesman will visit the small com- 
munity where he finds only a few in- 
dustrial plants. After he calls on these 
plants, he is through so far as tha’ 
particular town is concerned, whereas 


with a few specialties he can visit 
garages, churches, schools, ete., and 
pick up considerable additional busi- 


ness. 

The safety platform ladder is a com- 
paratively new specialty, and one that 
shows a very satisfactory profit. The 
first safety platform ladder was put on 
the market approximately five years 
ago, and the demand for this product 
has been growing ever since. 

PROSPECTS EASY TO FIND 

Prospects are easy to find, as every 
user of an ordinary ladder is a good 
prospect for a safety platform ladder. 
How often will a salesman see a man 


JOSEPH A. SCALLAN 


The Dayton Safety Ladder Co., Cincinnati 


working on an ordinary ladder, with an- 
other man standing at the bottom to 
steady the ladder? Perhaps the man 
working on the ladder is a high priced 
mechanic, earning from 8&5 cents to 
$1.25 per hour. Efficiency engineers 
who have studied the subject thoroughly 





JOSEPH A. SCALLAN 


advise that men using a safety 
form ladder can save from 30 to 3: 
percent of their time. 


— 
© 
pare 


The departments in factories which 


can use safety platform ladders to 


especial advantage are the mainten- 
ance, millwright, electrical, carpenter 
and painting. But there are many 
other establishments which can make 
excellent use of the safety platform 
ladder, such as_ hotels, banks, office 
buildings, theatres, public buildings, 
hospitals, railroads, power and light 
plants and restaurants. Mill supply 


salesmen are today selling these people 
successfully. 


In his selling talk, the mill supply 


salesman can place the advantages of 
the safety platform ladder under four 
general headings: Safety, saving of 
time and money, convenience and util- 
ity. 

The safety platform will not tip over, 
and the workman feels as safe and 
comfortable as when working on the 
ground, being confronted with no neces- 
sity for acrobatics in balancing. The 
working platform enables the workman 
to devote his entire time and attention, 
and both hands, to the job. Further- 
more, two men can work from the plat- 
form. The steps can also be used to 
stand upon while working. 

The safety platform ladder folds as 
compactly as the old fashioned step 
ladder, and there are no obstinate cross 
arms to “break” when folding it up. 
The safety platform ladder is light in 
weight, although, naturally, a little 
heavier than the ordinary step ladder. 
The safety platform ladder is easy to 
handle. It will straddle machinery, and 
the back assembly is such that the 
workman can get close to walls or win- 
dows for cleaning without being in 
danger of tipping. 

Used in pairs, safety platform lad- 
ders provide safe foundations for scaf- 
folds, making the use of unwieldy 
horses or trestles unnecessary. 

WORKMEN LIKE THEM 

“The men feel absolutely 
themselves, have no fear of 
and work with both hands,” writes a 
manufacturer using safety platform 
ladders. “The platform provides a place 
for their tools and equipment, they 
have to move the ladder less frequently, 
they can get closer to their work, and 
various departments, such as_ mill 
wrighting, general maintenance, etc. 
have given their unqualified approval. 
They estimate that the safety ladder 
will save 30 percent of the time of the 
man who uses it, which means that if 
the ladder were used say a minimum 
of 2,000 hours, at 50 cents an hour 
there would be a minimum saving of 


sure of 
falling, 
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rather excellent investment. 
“In the opinion of our engineers, the 

safety ladder will outlast several ordi- 

nary ladders.” 
The repeat 


S500 a 


business possible is a 
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great 
form 


factor in selling safety plat- 
ladders. Many large companies 
are using as many as five dozen, these 
having been ordered a few at a time to 
replace old style step ladders. 


Big Field for Wrenches 


Salesmen Have Great Opportunily to Widen the 
Market for ike High Class Tools Developed 


A. J. MALE 


Secretary, Bonney Forge and Tool Works, Allentown, Pa. 


American manufacturers have real- 
ized that the building of wrenches re 
quires more than the mere fashioning 
of different pieces of metal to fit a par- 
ticular object, without regard to weight 
or size. Visualizing the need for proper 
tools, they have, through years of ex- 
haustive research and careful test, de- 
veloped wrenches properiy proportioned 
to suit need. Careful attention 
has been given to developing wrenches 
of proper length, suitable to the open- 
ing, so that undue and unnecessary 
strains are avoided. Special alloy 
steels have been developed, which elim- 
inate weight, insure great 
strength, and enable the manufacturer 
to guarantee his product unqualifiedly. 

For convenience in carrying, wrenches 
are put up in neat attractive 
and each wrench is_ plainly 
stamped, showing the size opening, 
which eliminates the necessity for han- 
dling several to find the proper fit. 


every 


excessive 


sets, in 


cases, 


Careful consideration has been given 
to developing suitable wrenches for all 
Angle 


degrees are 


classes of work. wrenches of 15, 
and 90 standard 
while special openings and extra 
length handles are made for particular 
and special operations. 

Small sets, 


+ 


neat, 


2215, 30 


types, 


attractively put up in 
convenient are furnished 
for the ignition expert, and enable him 
to quickly and easily dismantle or re- 
pair the 


cases, 


The engi- 


most intricate unit. 


neers’ and machinists’ construction and 


special wrenches 


have all been care- 

fully designed to suit their particular 
work. 

Socket wrench sets have been care- 


fully designed for both light and heavy 
duty, with special attachments, such as 
universal 

T-handles, 
react 


joints, 
which 


the most 


and 
user to 

places 
or type of machine. 
These sets are all assembled in 


+ ] « . x - 
steel carrying cases, 


ratchets, speed 
enable the 
inaccessible 
around any variety 
strong 
and each socket 
or attachment is instantly available to 


+ 


comprising all 





fractional sizes, have been designed 
vith thir alls of great strength, thus 
nabling them to be easily used in close 
d di 
Mill supply distributors and _ sales- 


unlimited opportunities in 


industry to widen the 


class of 








highly efficient tools. 
opportunity 
for these high 
have been 


market for these 


have a golden 
for creating a demand 
wrenches, which 


Salesmen 
] . . 
class Scl- 





MALE 


A. J. 


entifically designed to suit every pur 


pose. These men, calling on shops and 
manufacturers, are real ambassadors 
of commerce, and should realize that 


the purchaser is somewhat dependent 
on them for new ideas in reducing op- 
erating 
tion. 


costs and increasing 


produce - 


Wrench manufacturers, realizing this. 


have placed every factory facility at 
the disposal of the distributor and 
salesmen, enabling them to talk con- 


vincingly on their product, and to really 
know and understand how the product 
is made, from the raw material to the 
finished wrench. 

Attractive 
distributor 


display panels for the 
enable him to show the 
product in an attractive way, while the 
salesmen have available a strong carry- 


ing case for display to the trade. 


Respect fcr Confidences 
Over-anxiety to make a sale needs to 
ve guarded against at all times, but 
particularly when it involves a breach 
of confidence. Take the instance where 
a friend of the salesman, who is “in 








the know” in a manufacturing plant 
which is a customer or prospective 
customer of the salesman’s house, pro- 
vides the information, in confidence, 
that something is going to “break” 
soon that may result in an order for 
the salesman, but advises the latter he 
will be tipped off when the matter is 
“hot.” If the salesman, becoming im- 
patient at what seems to him excessive 
delay, and fearing he may lose the 
order, drops a hint to the official 
charged with doing the purchasing, he 
may be injuring the man who gave him 
the tip, for the latter may be the only 
one other than the official himself who 
is familiar with the plan in question. 
If the salesman receives a tip of this 
nature from a friend, the best thing 
for him to do is to wait until the latter 
gives him the word unless some- 
thing occurs that makes it possible for 
him to discuss the subject with the 
buyer without violating the confidence. 


“ ” 
y 
ZO, 


Never Stop Learning 
Supply House's Salesmen Study as Hard 
as Most College Men 

“The successful mill supply 
man must keep informed about the 
product he sells,” states VW. & L. Supe r 
published by the Mills & Lup- 
ton Supply Company, Chattanooga, 
Tenn. “This mean that he 
must possess only sufficient knowledge 
to consult his catalogue for prices and 
manufacturer’s description of the arti- 
cle wanted. It undeniably means that 
he must know why the lines his firm 
has selected are the best, and the best 
cus- 


sales- 


Service, 


does not 


suited to the requirements of his 
tomer. 

“Our learning. 
They don’t know everything, and never 
will. Few coll students study 
harder than the salesmen do, attending 
lectures 


salesmen never stop 





and demonstrations given by 
factory experts covering the products 
on which we have exclusive distribution 
rights. These are mentioned to 
acquaint our trade with the fact that 
we are trying our hardest to learn what 
is best for using the most dis- 
criminating methods in the selection 
of the lines we handle—-keeping abreast 
with various improvements and addi 
tions in industrial requirements.” 


facts 


them, 


Consider the Source 

“If you'll notice, you’ll note that the 
‘what’s the use of killing yourself’ and 
‘it’s all a matter of luck’ and ‘we sales- 
men always get the short end of it’ 
chatter, always emanates from 
men who can’t make the grade,” states 
Sales Talks, published by the Pen- 
berthy Injector Co. in the interests of 
its distributors and their salesmen. 
“Would you take your building advice 
who couldn’t set a 
casement in straight? Would 
you let a tramp guide you in your choice 
of where to buy clothes? A salesman 
who is a flop isn’t anybody from whom 
to take selling advice.” 


sales- 


irom a 
window 


carpenter 
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Price Selling Is a Discredited Practice 


Houses and Salesmen Resorting to It Are Following a Course That 
Is Weak, Unbusinesslike and Unprofitable 


“T think your price on those screws 
is a little high,” the buyer told the 
salesman from the supply house. “I 
about ten percent on your 
figures by sending to another supply 
firm.” 


can save 


“T know you can buy cap screws and 
set screws from several houses for less 
money than I’m quoting you on this 
best brand of ours,” 
man. “I can sell you a lower priced 
quality myself, but first let me _ tell 
you a few why you will find 
it worth while to buy these best grade 


replied the sales- 


reasons 


numbers. These screws are absolutely 
accurate in sizes, and they run true to 
size. They are uniform all the 


way 
through every box. 


A one-half by one- 
and-a-half cap screw is just that every 
time. It will fit where it’s meant to fit. 
These screws are ten-twenty S. A. E. 
specification heat treated, 

you know what that means. 
the highest 
They 


steel, and 
They have 
tensile strength. 
have a clean, bright finish, and 
every screw and nut is case-hardened, 
dipped to prevent rusting and packed 
in a carton that will stand grief. When 
you run short of stock, you know we 
can fill your order without delay out of 
a stock that runs into millions, and in- 


possible 


cludes hundreds of sizes and types 
from which to choose. When you get 
what you want, you have no trouble 
about repeat orders.” 


Not a word about price in that talk 

after admitting there were cheaper 
screws. I can’t help contrasting that 
method of selling with the telk of a 
man who came into my office, selling 
typewriter supplies. 

“Do you want to save about 34 cents 
on every typewriter ribbon you use in 
this office?” he asked. 

“Everything else being equal,” I ad- 
mitted, “I wouldn't be opposed to such 
a saving.” 

A “HEAVY” PRICE TALK 

Ignoring the opportunity I gave him 
to show everything else was equal, by 
demonstrating the quality of his prod- 
uct, he continued: “You probably pay 
about eight dollars a dozen for 
ribbons. I can sell you 
four dollars a 


your 
ribbons for 
dozen and I’ll put the 
two types side by side, and you couldn’t 
tell the difference. 


I can give you rec- 
ord or 


copying ribbons for any ma- 
chine, and we make delivery by prepaid 
parcel post and give you an extra two 
percent for cash with the order. If you 
use two dozen ribbons in a year, the 
difference in price between four dollars 
and eight dollars a dozen would save 
you, without the discount, eight dollars. 
That’s the interest for a year on two 
hundred dollars at savings bank rates. 


FRANK FARRINGTON 


It seems foolish, doesn’t it, to keep two 
hundred dollars invested to 
“But,” I interrupted, “I 
eight dollars for ribbons. I pay only 
six dollars, two percent off for 
cash, and I get ribbons that will—” 

“The only difference is that you only 
have to keep one hundred dollars in- 
vested then to pay for the privilege of 
paying too much for your ribbons,” the 
salesman declared without waiting to 
hear all I had to say. 

Of course I did not buy any of the 
man’s cheap ribbons. If they were as 
those I was using, he said 
nothing to prove it or to interest me in 
making a comparison. 


don’t pay 


less 


good as 


His sole argu- 





Give 


Him Another Subject 


ment was price, with no realization of 
the fact that price alone means noth- 
ing, since the quality as well as the 
price must be known before any com- 
parison can be made. 

A salesman for a mill supply house 
was talking with a buyer 
boss, anxious to interest 
more expensive drill 
they had been using. 


and a shop 
them in a 
equipment than 


“That’s a pretty high price for a set 
of twist drills,” said the shop boss, as 
he looked over the samples and noted 
the quotations. 

“T suppose it is,” admitted the buyer. 
“Probably we ought not to get these, 
though we have got to put some money 
into twist drills pretty soon.” 

Plainly enough the buyer was in 
favor of buying those high grade drills 
and was pretty well sold on their value, 
but plainly enough, too, the shop boss 
was going to keep finding fault with 
the price until the buyer passed them 
up. 

SELLING A MAN ON QUALITY 

“You’ve worked in quite a number of 
different shops,” 
the shop boss. 


said the salesman to 
“What was the best 
shop you ever worked in before you 
came here?” 

“The best place I ever worked was 
Blank and Blank’s in Cleveland. That 
was some shop, take it from me. They 


had everything absolutely right. There 
wasn’t a tool or a machine that wasn’t 
always working fine and wouldn’t do 
the best work you can figure on. It 
was a better shop than ours, as far as 
shop goes, but I like the folks here 
better.” 

“How do you suppose it happened 
that Blank and Blank’s equipment was 
always in such good order?” asked the 
salesman. 

“Well, every man had to keep his 
and machines in A-1 condition, 
or he got fired pronto. They wouldn’t 
stand for any carelessness about han- 
dling things and you didn’t go off and 
leave tools where you had ’em last, and 
when you got through using a machine, 
it was left 


tools 


in good order every time. 
And then, of course, to start with, the 
company bought the best they could 
get. No cheap junk in that shop.” 
“Did the men take better care of the 
equipment because they knew it was 
first class and cost a good deal?” 
“Sure, they did. A man always 
thinks more of working with good tools 
and he takes better care of them.” 


“And that means that they last 
longer and do better work, and the 
shop spirit is better. That’s what I 


wanted to bring out. These drills I’m 
showing you do more than the 
drills you’ve been using, but they are 
better. They will cost less in the long 
run because they’ll drill more than 
twice as many holes before you have 
to scrap them. And they give the 
workmen better equipment to handle. 
You know it money on 
too, when the tools are better.” 

The outcome of that line of selling 
talk was the sale the salesman had 
wanted to make, and I think he took 
about the only method he could for get- 
ting that shop boss to help his argu- 
ment. 

“There’s just one thing I’ve got 
against my house,” a salesman told me. 
“They won’t let me shade a price a dol- 
lar for anybody. If they didn’t hold 
me to that rule so closely, it would 
help me to make a good sale sometimes 
when I’m up against a quotation from 
someone who has gone under us a little. 
I have to see business slip away that 
I might get and that we could make a 


cost 


Saves wages, 


fair profit on, even if not quite our 
regular profit. It seems to me you 
might better make a sale and get a 


small profit than to lose the sale and 
let someone else have the profit.” 
There’s a salesman who has _ the 
wrong idea on the matter of price. It 
seems reasonable to him that it is bet- 
ter to take a small profit than to let 
the business go elsewhere, but he ought 
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to know that he can’t quote a price so 
low on his line that someone else can’t 
quote a lower price—and probably will. 

“But what about that other salesman 
who quotes the lower price?” our sales- 
man asks. “He gets away with it, 
doesn’t he? Why should it always be 
the other fellow who shades the price 
and carries off the order?” 

The answer, as I see it, is that there 
are always competitors who will cut 
prices to get business. Some of them 
cut the quality surreptitiously to 
match the lowered price. Some of them 
are so anxious to get business that 
they will sacrifice profit. Some of 
them are ignorant of their costs and 
don’t know that they are doing busi- 
ness without profit when they make 
the cut. Occasionally one cuts because 
he wants to put others out of business. 
There are various conditions connected 
with the price cut, but in nearly all in- 
stances it is a particularly unbusiness- 
like procedure when it involves making 
a special price to one buyer without 
uniformly dropping the price to all. 





Any company that resorts to un- 
businesslike practices will suffer from 
them in the end. They work hardship 
for competitors who persist in stand- 
ing by their regular prices and treat- 
ing all buyers alike, but if the latter 
descend to special price favors, they, 
too, will hazard the loss of prestige 
and permanence, as well as profit. 

Price is coming to mean less and 
less to buyers, in that they are giving 
more and more heed to quality. There 
is the same anxiety as always to get 
one’s money’s worth, but the buyer is 
seeking more to get a quality that is 
the best to be had for the price than to 
get the price that is the lowest to be 
found on a certain quality. 

No brains at all are required to cut 
prices. If selling mill supplies were 
to be mainly a matter of price quota- 
tions, the sales forces would very 
largely be called in. Salesmen who 
cannot sell goods on their merits are 
not going to be allowed to sell them 
solely on price, for they will not be able 
to make a success of selling that way. 


About ‘‘Smaller’’ Things 


John Rosey Tells What He Learned from Men 
Who Studied Selling in Intensive Way 


If there was one thing Old John 
Rosey, sales supervisor, was sold on, 
it was the effectiveness of an impres- 
sive finale to each of the sales meet- 
ings of the Milner Supply Co. Conse- 
quently, he was ever prepared to end 
up each meeting with something that 
would leave a lasting impression on the 
salesmen. This particular meeting on 
a Saturday morning in the middle of 
September was no exception to the 
rule, and when the regular programme 
had been completed, he commenced his 
“final drive.” 

“Boys,” he said, “I was very fortu- 
nate, while visiting Chicago last week, 
to be the guest of a friend at a dinner 
of the Chicago Business Papers’ Asso- 
ciation, at which the speakers—Pro- 
fessors Borden and Busse of New York 
university—treated the subject of sales- 
manship in a way entirely different 
from any I have ever heard before. 
And, believe me, it was so effective 
that every man came away from that 
meeting with the realization that he 
had put in about 45 of the most prof- 
itable minutes he had ever spent. 

“These two educators put in seven 
and a half years of intensive study of 
selling. Their field was New York 
City, where they observed minutely 
selling methods in practically all the 
principal lines of business. Among 
other things, they sat in inconspic- 
uous places in buyers’ offices and heard 
salesman after salesman present his 
case. They observed why, other things 
being equal, some salesmen succeeded 


and others failed. At the end of the 
seven and a half year period they had 
prepared 15,000 case reports on actual 
sales conversations they had_ heard. 
And, out of it all, they have drawn 
certain definite rules concerning the 
‘little things’ of salesmanship, which 
they discussed in this meeting before 
the Chicago business paper organiza- 
tion. 

“First, I want to re-quote a saying 
of Confucius, the great Chinese philos- 
opher of early days, whom Professor 
3orden quoted in his address. ‘Men 
don’t trip on mountains,’ said Confu- 
cius. ‘They trip on mole hills.’ 

“Professor Borden used this quota- 
tion to emphasize the importance of 
doing the ‘little things’ right in sales- 
manship. However—and I want you to 
get this, boys—later on in his talk the 
professor laid great stress on the fact 
that no man can succeed as a salesman 
simply by living up to the rules gov- 
erning the ‘little things,’ but that the 
most important thing he must have is 
knowledge of the product and of the 
market to which he is attempting to 
sell it. 

“But, to get back to the ‘little 
things,’ I want to tell you the rules, 
which, as a result of their long investi- 
gation, Professors Borden and Busse 
believe need to be lived up to. I’m not 
going to attempt to quote exactly what 
was said or elaborate on the rules as 
Mr. Borden did. I’m simply going to 
give you these six rules as best T can, 
and with little comment. 
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“In the first place, it was stated, 
don’t do too much talking yourself. If 
you do more than your share of the 
talking and don’t permit the prospect 
to say what he wishes, there is much 
danger that he will stop following you 
and turn his objections over and over 

his mind, until they may finally be- 
come greater, in his own mind, than 
they were originally. Be a good list- 
ener first and a good talker second. If 
you convince the customer you are on 
the square and give him a chance to do 
his share of the talking, you may get 
him to run out from under cover and 
lay himself completely open to your 
later argument. 

“The second and third rules are cor- 
rolaries of the first. The second is not 
to interrupt the prospect when he has 
started to state an objection, and the 
third is to be sure not to slip uncon- 
sciously into an argumentative manner 
that becomes more and more belliger- 
ent and over-positive. 

“At this point in the programme, 
Professors Borden and Busse put on a 
dialogue that was a scream. It was 
based on the actual effort of one con- 
gressman to sell another on the idea of 
voting for a proposed piece of farm 
legislation. The part of the ‘seller’ in 
this case was taken by ‘Congressman’ 
Busse. Acting his role splendidly, he 
violated all three of the rules before 
enumerated. He talked too much, and 
constantly interrupted 
Borden whenever the 


‘Congressman’ 
latter attempted 
to state his case, and finally assumed a 
noticeably belligerent and over-positive 
attitude, with the result that he failed 
completely in his effort, incurring, as 
he did, the impatience and disgust of 
the man he was attempting to sell. 

‘The fourth and fifth rules go hand- 
in-hand. The fourth rule is: During 
the opening phases of the sales inter- 
view, inquire before you attack. Try 
to get the to express himself. 
If he raises an objection to what you 
are selling, ask him if he won’t explain 
why he has that objection. Using this 
method, you can get the average pros- 
pect to disarm himself early in the con- 
versation—to fire all his ammunition at 
the start and have little left to come 
back with in the final stages of the 
sales argument. Furthermore, by so 
doing, the salesman is able to organize 
and direct the attack necessary to em- 
ploy against this particular man. 

‘The fifth rule is that when the pros- 
pect has stated an objection, the first 
thing you should do is to re-state the 
objection in your own words. Thus 
you give him convincing guarantee that 
you thoroughly understand what his 
objection is. Otherwise, fearing that 
you do not thoroughly understand the 
objection, he may state it several times, 
and valuable time is lost. 


prospect 


CONCENTRATE ON ONE ISSUE 
‘The sixth point is that after the 
preliminary maneuvering is over, when 
the time comes for the salesman to oc- 
cupy the stage, he should concentrate 





on one issue. During the preliminary 
stages of the conversation he will be 
able to determine one point on which 
to concentrate his attack, and he should 
then never allow this point to get away. 
If the conversation hops from one point 
to another, the mind of the buyer be- 
comes uncertain and it is difficult for 
him to make a decision, with the result 
that the sale is often not clinched— 
at least not at the time. 

“Professors Borden and Busse then 
put on another of their dialogues, to 
illustrate this last point. This was 
based on a conversation heard by one 
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of the investigators in one of the large 
New York business houses. Professor 
Busse assumed the role of a sales man- 
ager attempting to sell his boss (Pro- 
Borden) on the idea of going 
into installment selling. The boss had 
an appointment and had only five min- 
utes to spare, so the sales manager had 
te put over his argument quickly if he 
was to succeed. 

‘The ‘boss’ immediately objected to 
the plan, as he had done numerous 
times before, and told how installment 
houses selling to miners had lost a 
great deal of money at the time of the 
big coal strike in Pennsylvania a few 
years ago. Then ensued an argument 
as to who should be given credit for 
settling the strike, 


fessor 


and ere long a po- 
litical argument was under way. sy 
this time the two men had gotten far 
away from the point at issue— 
the ‘sales manager’ 
sticking to the 


‘boss’ 


because 
had not insisted on 
issue. Suddenly the 
looked at his watch, picked up 
his hat, stated he had to leave imme- 
diately, and asked what it was the 
‘sales manager’ had come in to see him 
about, anyway. The ‘sales manager’ 
had to stop for a moment to recall the 
purpose of his visit, and when he finally 
brought it out again the 
‘Nothing doing,’ and departed. 
“Fellows,” said Old John Rosey, “I 
haven’t the time to go into detail about 
all these rules—perhaps we will take 
them up again later on—but I want you 
to think them over. I'll bet most of 
you remember violating some or all of 
them, and now realize how things 
might often have been different had 
you followed them. The more you 
think about these rules the more you 
will realize how valuable they are.” 


boss said, 
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FOR BETTER BELT SERVICE 





Belts joined 
with Crescent 
Belt Fasteners 
stay joined, 
holding the ends 
as long as the 
belt offer 


service. 


can 


No 


matter 


what size the 
belting or the 


duty imposed,— 
whether it be 
light, high speed 
or heavy—Cres- 
cents enable the 


belt to give its 
best service for 


its longest life. 


They 
in a jiffy, and on 
to stay. 


are on 


CRESCENT BELT 
FASTENER CO. 


247 PARK AVENUE, NEW YORK,N.Y. 
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If vou haven't read 
“The High Cost of 
Indifference 


for a copy 
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GLASS BODY OILERS 


Oil Gauges 


Grease & Oil Cups 


Lubricators 


Air & Drain Cocks 
Brass Pipe Fittings 
Cylinder Cocks 
Water Gauges 


GENERAL BRASS COMPANY 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Aven =e 
DETROIT, MICHIGAN 














ESTABLISHED 1874 CLEVELAND, OHIO 





| Specialists for more than fifty years in the | 
| manufacture of all kinds of brushes for the | 
| 


industrial trade. | 
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WIRE 
BUFFING BRUSHES 


This is one of our lines 
of Wire Wheel Brushes. 
This type is made from 
4 to 8inchin diameter 
and for economical and 
efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is 
guaranteed. 





We invite your inquiries and are eager to demonstrate just what 
HEROLD SERVICE means in satisfying your requirements for 
brushes of all kinds. 


THE HEROLD BROTHERS CO. 


ESTABLISHED 1874 


1104 West 9t St. Cleveland, O. 























Machine Bolts 


Newark, N. J.—15 








Quality and Service 





“SUPERIOR’’ 
Cap Screws and Bolts 
for 





Carri Bolt ° Stove Bolts 
Plow Bolts : Specials — Stove Rods 
Step Bolts Everyone -~ =e ang re ay ea products. Sink Bolts 
Lag Screws sk those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York-—-290 Hudson St. (also export office) 
Chicago—707 W. Van Buren St. 


Kirk Place 


St. Louis, Mo.—-318 Planters Bldg. 
Detroit, Mich.—-3-216 General Motors Bldg. 


WAREHOUSES 


Chicago—707 W. Van Buren St. 
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Personals 





P. J. Kelly, recently made advertis- 
ing manager of The B. F. Goodrich 
Rubber Company, has been identified 
with the rubber tire business for nine 
years. Prior to his appointment as ad- 
vertising manager, he had been active 
in the administration of the advertising 
affairs of the Goodrich company. He 
has been responsible for a large part 








P. J. KELLY 


of the Goodrich advertising and mer- 
chandising programme during the year 
that he has been a member of the com- 


pany’s advertising organization. Fol- 
lowing his graduation from the Uni 


versity of Illinois, he served two years 
in the United States army air 
as a pilot. Six years in sales and pro- 
motional work for Goodyear followed 
his army service, and after leaving the 
employ of the Goodyear company he 
went into business for himself in Chi- 
cago. Later he returned to Akron to 
become advertising manager for The 
Mason Rubber Company, and in 1927 
was made assistant to Gates Ferguson, 
advertising manager for the B. F. 
Goodrich Rubber 


service 


Company, and_ suc- 
ceeded Mr. Ferguson as advertising 
manager on his resignation August 
11th. 

B. H. Clark has resigned as manager 


of the Eldred, Pa., branch of the Brad- 
ford Supply Co., Inc., Bradford, Pa., 
distributor of mill and hardware sup- 
plies, and has been succeeded by George 
S. Atwell, who has been with this 
company as branch manager at West 
Eldred since January Ist of this year. 
Previous to joining the staff of the 
Bradford Supply Co., Mr. Atwell was 





with Sloan & Zook Company for about 
ten years in various capacities. He 
will have charge of both the Eldred 
and West Eldred branches of the Brad- 
ford company. 

H. C. Busch, 
Cisco 


who has been president 
of the Machine Tool Co., Cin- 
cinnati, since its organization, has re- 
signed and has been succeeded by Ralph 
B. Busch, formerly vice-president. H. 
C. Busch was also president of the Cin- 
cinnati Iron & Steel Co., which was 
consolidated with Joseph Ryerson & 
Sons, Inc., several years ago, but has 
been retiring from active business in- 
terests in recent years to devote more 
time to travel. Ralph B. Busch joined 
the Cisco company after leaving Cor- 
nell University seven years ago. 

H. B. Burlow, 
charge of sales for 
Co., Limited, 
19th for 


vice-president in 
Templeton, Kenly & 
Chicago, left September 
California, via Winnipeg, Van- 


couver, Seattle, and other points, and 
will be back about November 1st. This 
is Mr. Burlow’s regular western trip 
for the purpose of visiting the com- 


pany’s western mill supply and hard- 
ware distributors, as well as looking 


over matters in general on the Pacific 
Coast. 
E. J. Phillips, who has been selling 


Van Dorn products in Detroit, has gone 
to San Francisco to take over that ter- 
ritory for the Van Dorn Electric Tool 
Company, Cleveland. His place in 
Michigan will be filled by his brother, 
George Phillips. J. E. Spaulding has 
been transferred to the Baltimore terri- 
tory to fill the vacancy resulting from 
the transfer of Jack Beggs from Balti- 
more to the headquarters office in 
Cleveland. 

W. A. Briggs, for many years in 
charge of the service department of the 
Boston Woven Hose & Rubber Com- 
pany, Boston, has been appointed sales 
manager. R. J. Owens has been ap- 
pointed merchandise manager and H. 
F. Maxon becomes district field man- 
ager in charge of the territory includ- 


ing New York State, Pennsylvania, 
New Jersey, Delaware and Maryland. 
W. S. Stewart was recently placed 


in charge of an office which has been 


opened by the Lincoln Electrie Co., 
Cleveland, at 533 Market street, San 
Francisco. L. P. Henderson, who has 


been associated with the company’s 
Chicago office, is now in charge of the 
Minneapolis district. Robert Notvest, 
formerly at Kansas City, has been ap- 
pointed Indianapolis district manager, 


and R. E. Mason has 
Notvest at Kansas City. 


succeeded Mr. 


J. J. Mackenzie was 
manager 
partment 
Cleveland. 

L. B. Putnam has been placed in 
charge of the new office recently opened 
in Denver by The United States Elec- 
trical Tool Company, Cincinnati, which 
is located at 1641 Stout street. This is 
the fifth sales office to be established 
in the west by this company, the others 

[ 


recently made 
of the engineering sales de- 
of the Walworth Ohio Co., 








L. B. 


being at Dallas, San 
Angeles and Seattle. 
Baumberger has been 
personnel of the United 
trical Tool Co. 

Clarence E. Walkley, who was for- 
merly connected with The Peck, Stow 
& Wilcox Co., Southington, Conn., has 
returned to the sales department of the 
company and will devote his time to 
sales promotional work. Mr. Walkley 


PUTNAM 

Francisco, Los 

In Dallas, J. R. 

added to the 
States Elec- 


was affiliated with the company for 
twelve years as sales representative 
traveling the Eastern and Southern 
States. 

W. C. Horn has been appointed ad- 


vertising manager of The Humphryes 
Mfg. Co., Mansfield, Ohio. Mr. Horn 
has had extensive experience in the in- 
dustrial advertising field. 

W. E. Tierney has been made repre- 
sentative in the South and Southwest 
for the Botfield Refractories Co., Phila- 
delphia, manufacturer of Adamant fire 
brick cement, Adamant-Adachrome and 
the Adamant Gun. Mr. Tierney is a 
mechanical engineer and a graduate of 
Tulane University. His headquarters 
will be in New Orleans. 


Henry D. Sharpe, president of Brown 
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To Get the Right Start—Equip with »MEEDARF-: 


Retertnaties Les 
|= 
= 
= 


Get the 
MEDART 
Wood Split 
PULLEY 


from Stock! 


What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

{| Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

{| You can always get them from stock, and for a fair 
price, at ‘“‘“Medart’s. 

9 MR. SUPPLY DEALER—We have been engaged in the Pulley 

business for 45 years, and we know a great deal more about making 
good pulleys than many other concerns. 

TOUR POLICY in building Wood Split Pulleys is: Cheapness 
is suicidal: products must be the best in their class. We wouldn't 
think of running the slightest = of impairing the value of our 
most valued asset-—Our Good W 


Get the ““MEDART” wae ‘SPLIT PULLEY from stock! 









E 








THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and wet CINCINNATI 
ces 
CHICAGO, PHILADELPHIA, NEW YORK, SEATTLE, PITTSBURGH 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, Friction 
Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
Sheaves, Rope Drives, Belt Tighteners, etc. 























Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 








Every In- 
dustrial 
Plant Is a 
Good Pros- 
pect for 
This Port- 
able Blower 





OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit- 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use “The Marvel.”’ It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘“‘Marvel” Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 






Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won’t get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER co. Fastest selling portable blower 


= on the market. Operates f. 
352 Atlantic Avenue light socket. Cute motor Coubeae 
Boston 9, Mass., U.S. A. and the Fire Hazard. 


When writing to Advertisers please mention Mitt Suppries 





| SELF-LUBRICATING . 
PUMP JACK | | 
laMYERSsiesee | 


Low cost—economical—power water facili- ‘ 
ties for home, farm, factory, cre: ~ ry or dairy 
Myers Self-Lubricating Pump Jacks provide 

them. And ‘what's more they 
are designed to give lasting | 
A satisfaction. 
j 
i Positive self - lubrication, 
housed working parts, ma- 
chine cut gears, steel pinions, 
steel side arms, adjustable 
stroke, engine or motor | 
drive, give just the kind 
of service that will satisfy 
discriminating custo- 
mers and others of 
your community who 
\ are interested in 
\ power water facili- 
ties of this 
kind. Deal- 
ers, contrac- 
tors, build- 
ers, Write for 
catalog, in- 
formation 
and prices 







































mPE.MYERS & BRO... 


a8 A EVERY puopAce) 
ASHLAND, OHIO. (Bus utmost 
ASHLAND PUMP AND HAY TOOL WORKS MO Sypnuncees 









TRADE MARK REG. U.S. PAT. OF FICE 


Most belt troubles 

start at the joint. But 
with Alligator Steel Belt Lac 
ing the teeth clinch through 
the belt end compressing it 
in a vise-like grip of steel. 
This powerful grip forestalls 
trouble and makes it “the 
strongest belt lacing on earth.” 
Generally lasts the full life of 
the belt. 


Manufactured by a house that 
protects the jobbers profits. 


FlexibleSteel LacingCo. 
4633 Lexington > 
Chicago, U. S. 


In England at 135 F Stes 
Pavement, London, E. C. 2 


Trade Mark 
Registered 


U. = Patent 


fice 
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& Sharpe Mfg. Co., Providence, R. I., 
who was formerly chairman of the 
foreign commerce advisory committee 
of the Chamber of Commerce of the 
United States, will continue to serve 
on that committee for the ensuing year. 
Mr. Sharpe represents foreign com- 
merce on the chamber’s board of direc- 
tors and is also chairman of the civic 
development department advisory com- 
mittee. 

George W. Burrell, formerly vice- 
president of The Wellman-Seaver- 
Morgan Co., Cleveland, has been elected 
president and general manager, suc- 
ceeding John H. Bode, who has re- 
signed. Last December, Mr. Burrell 
was elected vice-president of the Ful- 
ton Foundry & Machine Co., Cleveland. 

Earle B. Ellison, who has been a 
salesman for the Utica Plumbing Sup- 
ply Co., Inc., Utica, N. Y., for some 
time, has been promoted to branch 
manager for the Utica company at 
Ogdensburg, N. Y. He will handle the 
business in the northern part of New 
York State. 

William J. Teemer, for the last 
eighteen years associated with the Na- 
tional Tube Company, Pittsburgh, both 
in the operating and sales departments, 
has resigned to become associated with 
the Delaware Seamless Tube Co., 
Auburn, Pa., a subsidiary of the 
Allegheny Steel Co., as manager of 
sales. 

M. D. Rose, formerly assistant sales 
manager of the American Radiator Co., 
New York, has recently been appointed 
director of sales for the Pierce, Butler 
& Pierce Mfg. Corp., New York. Stan- 
ley B. Long, also formerly with the 
American Radiator Co., in the manu- 
facturing department, has been placed 
in charge of the manufacturing plants 
of the Pierce, Butler & Pierce Mfg. 
Corp. 

H. W. Bonnell, formerly sales man- 
ager for the Fairbanks-Morse & Co., 
at Beloit, Wis., has become manager 
of the Northern Conveyor Co., Janes- 
ville, Wis. 

L. W. Stevens, who was assistant 
superintendent of the Veeder Mfg. Co., 
Hartford, Conn., prior to its merger 
with the Root Co., Bristol, Conn., is 


now superintendent at the Hartford 
plant of Veeder-Root, Inc., the con- 
solidated company. 

A. W. Van Buren, district manager 


of sales at Chicago for the Consolidated 


Machine Tool Corp. of America, has 
resigned. 
H. C. Boulton was recently made 


manager of the northern Ohio district 
of the Pittsburgh Grinding Wheel Co., 
Rochester, Pa. Mr. Boulton’s head- 
quarters are at 1988 East 66th street, 
Cleveland. C. G. Emery, formerly in 
charge of this office has resigned to 
join the sales force of the Macklin Co., 
Jackson, Mich. 

Leslie C. Myers, formerly with the 
Waldredh Supply Co., Inc., Des Moines, 
has joined the sales organization of the 
New York Rubber Corp., Beacon, N. Y., 
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and will cover the states of Iowa, 
Minnesota and Wisconsin. His head- 
quarters are at 2425 Maryland Pike, 
Des Moines. 

C. L. Taylor has resigned his posi- 
tion as chief engineer for the Morgan 
Engineering Co., Alliance, Ohi», :to 
become vice-president and head of the 
engineering department of the Aetna 
Standard Engineering Co., Youngstown, 
Ohio. 

George E. Hopf, formerly assistant 
sales promotion manager for Henry 
Disston & Sons Inc., Philadelphia, has 
been promoted to advertising manager. 
He has been with the Disston company 
for the past four and a half years. 

Charles J. Arthur, recently sales en- 
gineer for the A. R. Amos, Jr., Co., 
Philadelphia, has been added to the 
Philadelphia sales organization of the 
Wagener Electric Corporation, St. 
Louis. 

Walter R. Howell, who has been vice- 
president and general manager of Bliss 
& Laughlin, Inc., Harvey, Ill., manu- 
facturer of cold finished steel bars and 
shafting, will be in charge of the new 
plant which will be erected by this com- 
pany at Buffalo. 

A. E. Lewis has been appointed vice- 
president in charge of the Cleveland 
district for the Great Lakes Chemical 
Works, Detroit, and will have head- 
quarters at a new office recently opened 
by this company at 2509 Terminal 
Tower building, Cleveland. 

Fred C. Gardner, treasurer of the 
E. C. Atkins & Co., Indianapolis, manu- 
facturer of saws, has been named chair- 
man of a special committee to recom- 
mend a site for a municipal airport for 
Indianapolis. 

Peter S. McElroy has recently re- 
signed as vice-president of the Penin- 
sular Machinery Co., Detroit. 





Field Notes 





On August 1st the Air Reduction 
Company, Inc., New York, purchased 
the business and property of the Ohio 
Oxygen Company, Niles, Ohio. This 
purchase adds one more oxygen plant 
to the production and sales facilities 
of the Air Reduction Company, Inc. 
and the Air Reduction Sales Company, 
making thirty-seven oxygen plants lo- 
cated in the principal industrial centers. 

A new plant, said to be planned with 
the idea of making it the most modern 
of its kind, is to be erected immediately 
in Buffalo by Bliss & Laughlin, Inc., 
of Chicago and Harvey, Ill. The new 
Buffalo plant will be devoted to the 
same products as are now being manu- 
factured in the plant at Harvey. Bliss 
& Laughlin, Inc., has been identified 
with the cold drawn steel industry for 
the past thirty-seven years. 

The Marshalltown Mfg. Co., Mar- 
shalltown, Iowa, manufacturer of pres- 
sure gauges, throatless shears, bevel 
shears, punch presses and_ bending 































































































rolls, has opened a Chicago office in the 
Monadnock building, 53 West Jackson. 
boulevard, in charge of J. M. Considine, 
who is representing the company in the 
middle west. Mr. Considine has pre- 
viously been a member of the sales force 
of James P. Marsh & Co., Chicago, for 
six years, traveling in the middle west, 
and is well known to mill supply dis- 
tributors in that section. 

Lenk Mfg. Co., Newton Lower Falls, 
Mass., has acquired the business of the 
Arcade Mfg. Co., Boston, manufac- 
turer of switch boxes, junction box 
covers, ground clamps, ete. The Lenk 
Mfg. Co. recently purchased and now 
occupies a new plant at Newton Lower 
Falls, where it manufactures a com- 
plete line of blow torches. The busi- 
ness of the Arcade Manufacturing Co. 
will be transferred to the new plant 
and will be known as the Electrical 
Fittings Division of the Lenk Mfg. Co. 

Kelly-Linehan Belting Co., San Fran- 
cisco, has been merged with the Pacific 
Mill & Mine Supply Co., Inc., San 
Francisco. The Kelly-Linehan Belting 
Co. was founded twenty-five years ago, 
and three years ago was taken over 
by the Pacific Mill & Mine Supply Co., 
Inc., which operated it as a separate 
unit. With the merger, the name 
Kelly-Linehan Belting Co, Inc., will be 
discontinued. 

Following the recent consolidation of 
the Manning Abrasive Co., Inc., Troy, 
N. Y., and the Herman Behr & Co., 
Inc., Brooklyn, manufacturers of abra- 
sives, and the change of name to the 
Behr-Manning Corp., it has been def- 
initely decided to discontinue’ the 
Brooklyn works and to consolidate all 
manufacturing at the Manning plant 
at Watervliet, near Troy. Construc- 
tion of several new buildings is under 
way, and it is expected that machinery 
will be moved from Brooklyn by the 
end of the year. 

Louis M. Grossman, of the Sanitary 


Wash Laundry, 811 South Delaware 
street, Indianapolis, recently closed 


negotiations to buy a three-story fac- 
tory building, formerly occupied by the 
Richie-Whaley Machinery Company, at 
23-25 East South street, Indianapolis. 
The building has a frontage of seventy- 
two feet on South street, and a depth 
of 154 feet. The company’s business 
is that of washing and cleaning cotton 
goods, mill ends, scraps and rags, ob- 
tained from cotton mills of the east 
and south, and selling them to all 
classes of industry for cleaning, polish- 
ing and wiping cloths. Founded in 
1910 by Mr. Grossman, the company 
has grown from one producing 3,000 
pounds of washed cloths a month to 
the present production of 75,000 pounds 
a month. 


Linde Air Products Co., New York 
City, recently started production of 
oxygen in four new plants. A plant at 
631 South Seventeenth street, Harris- 
burg, Pa., started operating recently 
in charge of J. J. Naber. A plant at 
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Send Your Orders for Non-Ferrous Pipe Coils to 


HARRIS-Chicago 


for Prompt Delivery and Expert Workmanship 





We are specialists in the manufacture of Pipe Coils in all shapes 
and sizes, made from Copper, Brass, Aluminum, Nickel and 
Tinned Tubing. Send sketch or blueprint with your order or 
request for quotation. 


es 
Arthur Harris & Co. 
Established 1884 
Also Manufacturers of Harris Metal Floats 


210-218 N. CURTIS ST. CHICAGO,ILL, 
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LEATHER 
SEWING MACHINE BELTING 





MADE 


FOR THE 


JOBBING TRADE 
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Western Rawhide €Belting(o. 
MILWAUKEE: - WIS- | 
























CRESCENT WOOD WORKING 
MACHINES 


are elficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 








SWARTWOUT 


Air Separator 


Removes all moisture — guarantees 
dry air. 


Bucket TypeSteamTrap 
Steam Separators 


Return, Lifting and 
Vacuum Trap 


Steam Separators—Re- 


ceiver Type 
Low Pressure Float Trap 
Cast Iron Exhaust Head 





° Swartwout 
Air Separator 


Cast Iron Strainer 


THE SWARTWOUT COMPANY 


General Offices: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 
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Seventeenth and West Lawrence 
streets, Allentown, Pa., in charge of W. 
Barber, began production on July 18th. 
On August 1, the Shreveport, 
plant, located at Foster and 
streets, in charge of F. T. 
started operating, and on 
a plant at First 


La., 
Thomas 
Rueger, 
August 10th 
avenue and B street, 


South Charleston, W. Va., in charge 
of FE. Pohlman, was added to the chain. 


California Pipe & Supply Co. has 
succeeded the firm of H. V. Shinn & 
Co., 2130 East Seventh street, Los An- 
geles, jobber of plumbing supplies. The 
new company will be incorporated for 
$1,000,000 as soon as legal formalities 
are concluded. Paul O. Vance, presi- 
dent of the Machinery Pipe & Supply 
Co., San Diego, will be president of the 
California Pipe & Supply Co., H. V. 
Shinn will be vice-president, and A. M. 
Shinn, 
manager. 


secretary-treasurer and sales 

The Hill Clutch Machine & Foundry 
Co., Cleveland, Ohio, announces the ap 
pointment of the 
the territories 


following dealers in 


indicated: Harry P. 


Leu, Orlando, Florida, southern half 
of Florida; Engineering Sales Co., Sag- 
inaw, Mich., Thumb district of Mich- 


igan; F. C. Richmond Machinery Co., 
Salt Lake City, Utah, will cover Utah, 
Idaho, Nevada and Wyoming; Arthur 
EK. Jones, Syracuse, N. Y., western por- 
tion of New York State; Hollis & Com- 
pany, Little Rock, Ark., southern half 
of Arkansas; San Antonio Machine & 
Supply Co., San Antonio, Texas, 


ern Texas. 


south 
International Combustion Engineet 
ing Corp., New York, has purchased 
the Hedges-Walsh Weidyer Co., Chat 
tanooga, Tenn., recently 
consolidation o 
and the Walsh 
The newly 
function 


formed by a 


the Casey-Hedges Co. 
& Weidner 


acquired 


soiler Co. 

will 
Engi- 
neering Corp., the American operating 
subsidiary of International Combustion 
Corp. 


companies 


through Combustion 


Ross Heater & Mfg. Co., But- 
falo, N. Y., recently opened a branch 
office in Philadelphia under the direc- 
tion of J. W. Spencer, Jr. Mr. Spencer 
has been associated with this company 


Inc., 


for a number of years and is entirely 


familiar with its complete line of prod- 


ucts. 

At a meeting of the board of di- 
rectors, Allen & Billmyre Co., Inc., New 
York, elected the following officers: 


President, J. F. Billmyre; vice-presi- 
dent and secretary, Hugh V. 
vice-president in charge of sales, Owen 
S. Lieberg; treasurer, F 


Conrad; 


. A. Dawes, and 
assistant secretary and assistant treas- 
urer, W. A. York. The i 
1ddition to the officers above, are 
George B. Compton, Francis M. O’Brien, 
Herbert Pentz and Frank J. Dillon. 
M. Scarage, formerly with General 
Electric Company, has been made chief 
engineer in charge of design. 

Direct Control Valve Co., New York, 
has bought the Lawler Water Feed & 


directors, in 


MLL GUPPLIES 
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from James J. Lawler, in- 
the direct control valve, and 
The plant of the Lawler 
company at Mount Vernon, N. Y., will 
be moved to Milwaukee and combined 
with that of the Milwaukee Valve Co., 
which with the Direct 
Control Valve Co. for the manufacture 
of parts of the valve. 
Brass & Rubber Co. has 
Arch street to S11 
Chestnut street, Philadelphia, where it 
occupies than four 


Daniper Co. 


ventor ol 


his. sons. 


has a contract 


Keystone 
moved from &26 
more times the 
former space. 


Ohio Nut & Bolt Co., Berea, Ohio, 
has elected the following officers: Pres- 


ident and treasurer, R. J. Whelan; vice- 
president, H. G. Wilkinson; secretary, 
R. A. Crawford. 

Interstate Rivet Co., 
which 
business of the 


recently or- 
ganized, purchased the rivet 
Iron & Steel 


erected a 


Interstate 


Co., Chicago, has one-story 


factory building at 6600 South Oak 
Park avenue, Chicago, which contains 
20,000 square feet of floor space. 

The Lowell Specialty Co., Lowell, 


Hudson 
Co., Minneapolis, 


Mich., and the Manufacturing 
both large producers 
of hand and compressed air sprayers, 


hucket barrel 


pumps, pumps, ete., an- 
nounce that they have consolidated 
under the title of the Hudson Manu- 


facturing Co. 


A. A. Simonds-Dayton Co., Dayton, 
Ohio, has merged with the L. & I. J. 
White Co., Inc., Buffalo, and the 
Worden Tool Co., Cleveland, forming 


the Simonds-Worden-White Co., with 
The three 


firms manufacture machine knives and 


headquarters in Dayton. 
The officers of the new or- 
are. £1... i. 


treasurer; 


edge tools. 
ganization 
dent 
first 


Simonds, presi- 
and Walter S. Walls, 
vice-president; Frank R. Henry, 
second vice-president, and Willis Bone- 
steel has been made chairman of the 
hoard of directors. 

Elliott Company, Jeannette, Pa., has 
recently made the following changes in 
its personnel: H. A. now 
manager of the electric power depart- 
ment at the Ridgway works, and will 
supervise the development and handling 
of electrical apparatus; E. A. Green, 
formerly sales engineer in the Philadel- 
phia office, has been made manager of 
the engine department at Ridgway, and 
will be in charge of the development 
and handling of engines, engine-gen- 
erator sets and engine-type generators; 
R. C. Eecleston has been placed in 
charge of the controller department at 
the Ridgeway works; D. A. Johann has 
been made sales engineer in the New 
York district office. 


Otterson is 





New Factories and Additions 





Davis Inc., 4250 Wissa- 
hickon avenue, Philadelphia, manufac 
turer of spikes, nails, ete., plans to 
build a one-story addition, at a cost of 
about $18,000. 


Brothers, 


International Harvester Co., 606 

North Michigan avenue, Chicago, is 
planning an addition to plant on Forty- 
third avenue, Rock Island, Ill., at a cost 
f about $100,000. 
& Steel Works, Pitts- 
burgh, has filed plans for a one-story 
addition to plant at Tenth and Muriel 
streets. 


( 


Oliver Iron 


Ferro Enameling Co., Keith building, 
Cleveland, has awarded contract for a 
two-story plant addition, 54x66 feet. 
Mfg Co., Norristown, Pa., 
manufacturer of universal joints, auto- 


Spicer 


mobile shafting, etc., is building a one- 
story addition, at an estimated cost of 
$35,000. 


Inc., Zanesville, 
Ohio, manufacturers of machinery and 
parts, will build a one-story foundry 
and machine shop, 100x280 feet, at a 
reported cost of about $45,000. 

Rubber Co., Akron, Ohio, 
manufacturer of mechanical rubber 
goods and tires, plans to build two new 
additions, at an estimated cost of 
$1,250,000. One of the units will be 
ed for manufacturing and the other 
for storage and distributing service. 


Brothers, 


Leubee 


Goodrich 


l 


Bridgeport 


port m 


Hardware Co., Bridge- 
plans the erection of a 
14x102 feet, manufacturing 
plant addition. 


Conn., 
one-story, 

Decker Screw Products Co., Mul- 
berry and Huron streets, Albion, Mich., 
vill build a new one-story addition, at 
an estimated cost of $30,000. 

Knight Screw Products 6510 
Epsworth boulevard, Detroit, is re- 
ported planning to build a two-story 
machine shop addition, at a cost of 
about $25,000. 

Steel & Inc., 224 East 131st 
street, Cleveland, is planning to build 
a new one-story plant, 210x600 feet, at 
Ferndale, Detroit, reported to cost more 
than $250,000. 


Co., 


Tubes, 


A. Leschen & Sons Rope Co., 5909 
Kennerly avenue, St. Louis, manufac- 
turer of wire rope, will build a two- 
story power house addition, at a cost 
of about $35,000. 

Eastman Mfg. Co., Manitowoc, Wis., 
producer of hose couplings, is building 
a one-story addition, 50x135 feet. 

Union Carbide & Carbon Co., 30 East 
Forty-second street, New York, manu- 
facturer of industrial oxygen, welding 
apparatus, etc., has awarded contract 
for a one-story plant on Thirty- 
ninth avenue, West Duluth, to 
close to $50,000. 


new 


cost 


Formica Insulation Co., 4614 Spring 
Grove avenue, Cincinnati, has awarded 
contract for a new three-story plant 
unit, to cost approximately $80,000. 

Armstrong Mfg. Co., Waterloo, Iowa, 
will build a new factory branch and 
distributing plant, one-story, 100x300 
feet, on the property recently acquired 
at Sixteenth and Mayflower streets, 
Harrisburg, Pa., at an estimated cost 
of $40,000. 





































































































October, 1928 






























“PROTECTION” 
Safety Non-Explosive Cans 
Approved 


These cans are used for storing and properly handling 
gasoline, naphtha, alcohol and all volatile, explosive 
liquids. Non-explosive, non-destructible, fool-proof. 

An automatic valve makes the spout air tight, pre- 
venting evaporation. If exposed to extreme heat, the 
valve opens and closes when the pressure is relieved. 
Approved by Underwriters Laboratories, Inc. 

“Protection” Safety Cans enjoy a wide sale because 
of their high quality and their reputation for reliability. 
Ask for catalogue. 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. a 
Chicago, Ill, - U.S.A. 
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The Jobber’s Belt 


Stanley Solid Woven Cotton Belting does not 
deteriorate in storage, even over a period of years. 


It stands up in the hardest service, exposed to 
weather, extreme heat, cold, dryness, moisture and 
dirt. 


In any service it makes a proud record: Mini- 
mum stretch, tremendous reserve strength, flexible 
and made in a single ply in all three thicknesses. 


Put Stanley in your new catalog. Write! 


Stanley Belting Corporation 


13 N. Jefferson St. 536 Lyons Avenue 124 Adelaide St., W 
Chicago Irvington, N. J. Toronto, Ont. 
42A Southwark St., S. E. I. 
London, England 


Kindly send hand sample and me. foe ‘ 
prices to “ 
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What Distributors Should Know About 
‘‘FRICTIONLESS”’ METAL 





On the market for over thirty years. 


Used throughout the mechanical world, in the bearings 
of every class of machinery. 


Made from highly refined metals, amalgamated under 
our special process. 


Lead base, toughened with tin and hardened with 
copper. 


Has a low coefficient of friction. 


Unexcelled for general railroad and machine shop use, 
and almost universal in its application 


Stands high speeds and severe service. 


Carries our guarantee of satisfaction. 


Write for sample and Distributors’ terms 


Krictionless Metal Company 


1458-60 Collins Street SAINT LOUIS, MO. 
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Satiiuaded 


Union Manueacrumme Co. . 
New Barra, Conn. U.S.A. 


























PrEEIetT ePerPeRert 





SELLERS’ GUIDE 
to Supply Houses 
1928 Edition 


A guide to the supply houses of the United States 
and Canada, for sales managers and salesmen. 


Price Three Dollars 


The Crawford Publishing Co. 
537 South Dearborn St. 
Chicago 











When writing to Advertisers please mention MILL Surrttes 
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Bayonne Bolt Corporation, Second 
and Trask avenue, Bayonne, 
N. J., plans to build a one-story plant, 
150x235 feet, at an estimated 
$75,000 with equipment. 

Pioneer Iron Works, Inc., 317 Fre 
linghuysen avenue, Newark, will build 
an addition to adjoining site, to cost 
close to $30,000. 


street 


cost of 





Triplex Screw Co., 6112 Central ave- 
nue, Cleveland, has awarded contract 
for a one-story addition, to cost ap- 
proximately $35,000. 

Grabler Mfg. Co., 6565 Broadway, 
Cleveland, manufacturer of hangers, 
clamps, etc., has awarded contract for 
the erection of a one-story addition, 
10x80 feet, which will about 
$410,000. 


cost 


Stacy Machine Works, West Spring- 
field, Mass., is about to start building 
a one-story plant addition, 40x40 feet. 

The Gorham Tool Co., Detroit, manu- 
facturer of high-speed machine tools, is 
building an addition to its plant No. 2 
on Woodrow Wilson avenue, which in- 
cludes a second unit on its plant there 
and a modern office building. 

Eleco Tool & Screw Corporation, 1800 
3roadway, Rockford, Ill., plans to build 
a plant addition to cost close to $10,000. 
The building will be two-stories, 26x88 
feet, and will be’used chiefly for ship- 
ping and receiving departments. 

Victor Mfg. & Gasket Co., 5750 
Roosevelt road, Chicago, manufacturer 
of metallic gaskets, etc., has awarded 
contract for a four-story 
100x160 feet, to cost 
with equipment. 


addition, 
close to $150,000 
American Forge Co., 2621 South 
Hoyne avenue, Chicago, is planning to 
build a one-story brick foundry, 80x140 
feet, to cost $50,000. 

Tractor 
build a 


Deere 
will 
house at 


John Co., Waterloo, 
one-story power 
an estimated cost of $35,000. 
Bendix Brake Co., South Bend, Ind., 
plans to build a brick and steel addi- 
tion, 200x300 
$90,000, 


Iowa, 


feet, to cost about 
Aetna Rubber Co., 815 East Seventy- 
ninth street, Cleveland, manufacturer 
of hard and soft molded mechanical 
and other rubber goods, has begun con- 
struction of a new plant addition at 
Ashtabula, Ohio, to consist of two man- 
ufacturing units, 60x180_ feet, 
60x92 feet, and a one-story 
shop, to cost about $125,000. 


Metal 


and 
machine 


American 
Thirty-fourth 
street, 


Products Co., 
avenue and Burnham 
Milwaukee, manufacturer of 
bronze castings, plans to build an ad- 
dition to its rolling mill, 50x120 feet. 

Gillette Rubber Co., 799 Wisconsin 
avenue, Eau Claire, Wis., is building a 
one-story tire and tube manufacturing 
addition, 50x 135 feet. 

Bennett Pump Corporaton, Terrace 
street, Muskegon Heights, Mich., manu- 
facturer of pumps and pumping ma- 
chinery, is planning to build an addi- 
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tion to total about 22,600 square feet of 
floor space, to cost about $55,000 with 
equipment. 

Crane Co., 836 South Michigan ave- 
nue, Chicago, is having plans prepared 
for a one-story factory branch and dis- 
tributing plant at Detroit, to cost over 
$80,000. 

Detroit Gasket Mfg. Co., 6309 Ham- 
ilton avenue, Detroit, plans to build 
a one and two-story addition, including 
boiler plant, to cost about $50,000 with 
equipment. 

MecNally-Tellefson Foundry Co., 
Stoughton, Wis., plans to build a shop 
addition, to cost approximately $35,000. 

Radio Corporation of America, Wool- 
worth building, New York, plans to 
build an extension to its transmitting 
plant at Riverhead, L. I., 
$200,000 with equipment. 

Ohio Pattern Works, Colerain ave- 
nue, Cleveland, manufacturer of metal 
and wood patterns, has awarded con- 
tract for a four-story and basement 
addition, to cost about $100,000. 


to cost about 


Fluid Packed Pump Co., Los Nietos, 
Calif., will 
chine 


build a new one-story ma- 
shop at Norwalk and Puente 
Mills roads, Santa Fe Springs district. 
Crandall 
Boston, 
products, 
plant at 
$35,000. 


Engineering 

manufacturer of 

will build a new 
Cambridge, to 


Co., East 
mechanical 
two-story 
cost over 
Standard Oil Co. of 
East 


Indiana, 400 
Cerro Gordo street, Decatur, IIl., 
will build a new storage and distribut- 
ing plant to cost about $100,000. 

American Carton Corporation, 4936 
South Rockwell street, Chicago, plans 
to build an addition, 80x211 feet, to cost 
about $33,000. 

McKaig-Hatch, Ine., 595 Ontario 
street, Buffalo, manufacturer of forg- 
ing, etc., plans to erect a one-story ad- 
dition. 

United States Gypsum Co., 
Monroe 


300 West 
street, Chicago, has awarded 
contract for a new mill at East Chi- 
cago, Ind., to manufacture wallboard 
and other specialties, to cost more than 
$200,000 with machinery. 

Reynolds Engineering Co., Rock 
Island, Ill., manufacturer of special 
machinery, tools, jigs, dies, etc., plans 
to build a one and two-story L-shaped 
addition, to cost close to $45,000. 


Construction 
Third and E!m streets, Cincinnati, has 
plans nearing completion for a new 
multi-story automobile service, repair 
and garage building at Ninth and 
Chestnut streets, St. Louis, to cost ap- 
proximately $400,000. 

Hemphill Co., City street, Central 
Falls, R. I., manufacturer of textile 
mill machinery, is building a one-story 
addition to be used as a forge shop, 
which will cost about $20,000. 

Niles Steel Products Co., Niles, Ohio, 
will build a new one-story plant, to cost 
about $125,000 with equipment. 


Tire & 


Ferro Concrete Co: 


General Rubber Co., Akron, 


Ohio, plans to build a three-story fac- 
tory branch and distributing plant at 
Kansas City, Mo., to cost about $200,- 
000 with equipment. 

Amateur Screw Products Co., 1265 
Sixty-seventh street, Emeryville, Calif., 
is planning the erection of a new one- 
story addition, at an estimated cost of 
about $30,000. 

N. O. Nelson Mfg. Co., 928 Chestnut 
street, St. Louis, manufacturer of 
plumbing equipment and supplies, will 
build a two-story unit, to about 
$200,000 with machinery. 

Perfect Caster Mfg. Co., Long Beach, 
Calif., has awarded contract for a new 
two-story addition at 3517 East 
Eleventh street, 77x115 feet, to cost 
about $25,000. 


cost 


Baker Mfg. Co., 910 Stanford street, 
Springfield, Ill., manufacturer of road- 
making machinery and parts, is plan- 
ning an addition to cost about $40,000. 
Metallic Corporation, Syra- 
cuse, N. Y., is reported planning the 
erection of a one-story addition, to cost 
more than $35,000 with equipment. 


Viking 


Nash Engineering Co., Wilson Point 
road, South Norwalk, Conn., manu- 
facturer of pumping machinery, com- 
pressors, etc., plans to build a_ two- 
story addition, 69x80 feet, at a cost of 
about $40,000. 

Ray 
street, 


Brown & Co., 743 Twentieth 
Rockford, Ill., manufacturer of 
mechanical equipment, plans to build a 
one-story machine shop, to cost about 
$24,000 with equipment. 

Timken Roller Bearing Co., Canton, 
Ohio, will build a three-story addition, 
10x100 feet, to be used in part for 
metallurgical and chemical laboratory. 
to cost $60,000. 

Indiana Sanitary Pottery Co., Ham- 
mond, Ind., manufacturer of sanitary 
ware, is considering rebuilding portion 
of plant recently destroyed by fire, with 
a loss reported in excess of $200,000. 

Aetna Auto Parts Co., 2107 South 
State street, Chicago, will built a one- 
story repair shop addition at 2115 
South State street. 

Globe Steel Tube Co., 13545 Burnham 

street, Milwaukee, plans to build a 
plant addition, 110x240 feet, at a cost 
of $50,000. 
Steel Co., 2709 Utah street, 
Tacoma, Wash., has purchased a site 
on tideflats for the construction of a 
new one-story storage and distributing 
plant to cost about $200,000. 


+ 


Barde 


Continental Wood Screw Co., Mount 
Pleasant street, New Bedford, Mass., 
is building a two-story and basement 
addition, 60x98 feet. 

Tennessee Copper and Chemical Co., 
Copperhill, Tenn., has awarded contract 
for the construction of an addition to 
plant, 210x420 feet, to about 
$400,000 with equipment. 


cost 


Asiatic Petroleum Co., 65 Broadway, 
New York, is reported planning the 
construction of a new oil storage and 
distributing plant at Tampa, 
cost more than $100,000. 


Fla., to 
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_ PARKER VISES _ 


@ Theyre Advertised 











































dealer helps to push them, And 
they are sold through the jobber! 
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BBOQQOOO"A YORKIE LL oes OG) 
——— You bet I’m lucky! Easy to sell 
Parker Vises with advertising and 4 


——_() MERIDEN, CONNECTICUT 

















QUAKER HOSE 


for all Mill Requirements 


Quaker Hose covers all the needs of mill and power plants, 
whether for use on air, steam, oil and high pressure water 
lines, or for fre protection 












It has a_ well-established reputation for flexibility, 
strength of cover and high quality of tube. Made in styles and 
sizes to meet usual demands 


Send for full information 


QUAKER CITY RUBBER CO. 


Main offices and factories: 
New York 


Wissinoming, Philadelphia 
Pittsburgh 


Branches: Chicago San Francisco 








New Usefulness 
You’ll Want This Tool For Those Difficult Joks 





Write for descriptive folder 


Station C THE LAWSON MFG. CO. Cleveland, Ohio 





























SINCE 1897 | 


Portable 


Electric Drills, 


Grinders, Polishers, Buffers 
Sold Only Through Jobbers 


2498 West Sixth St. 


THE UNITED STATES ELECTRICAL TOOL CO. 


Cincinnati, Ohio 





















-—SCHULIZ— 
FRICTION CLUTCHES 


Stock Clutches for use with pulleys, sheaves 
and gears; Cut-Off Couplings and Friction 
Clutch Pulleys. Special Clutches for any 
unusual service. 31 years clutch exper- 
ience. Ask for catalogue. 








& SON 


1675 ELSTON AVE. Chicagoll, 
POWER TRANSMISSION APPLIANCES 




















Lathe and Drill Chucks 


Catalog No. 528 ‘tells all about them—Send for a copy 
WESTCOTT CHUCK CO., Oneida, N.Y. 


Branch Offices in Principal Cities 


COTT 











When writing to Ad\ 


vertisers please 





mention Mitt Suppiies 
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CLASSIFIED 
ADVERTISEMENTS 
Classified Line Advertisements wnder 
heads of Wanted, For Sale, etc., will be 
published in this Department at a rate of 


20 cents a line, each insertion. Count six 
words to a line. 


SITUATIONS WANTED 

Thoroughly qualified sales and ad- 
vertising executive with background of 
experience in industrial and oil well 
supply business, desires position in 
sales promotion work with manufac- 
turer selling through distributors. Cor- 
respondence invited. Address No. 938, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Wanted—a good line to sell the in- 
dustrial trade in Chicago and vicinity 
by a well-acquainted, aggressive and 
successful salesman. Has car. Ad- 
dress No. 941, care MILL SUPPLIES, 557 
South Dearborn street, Chicago. 


High class mill supply man now em- 
ployed wants to connect with a mill 
supply firm of equal calibre. Can han- 
dle any department, a good organizer, 
and strong producer and closer. Will 
consider a general mill supply or spe- 
cialty line, as buyer, manager, execu- 
tive or salesman. Address No. 930, 
care MiLL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Experienced mill supply and mechan- 
ical rubber goods salesman desires 
change. Well known in lumber and oil 
trade. Prefers West Coast. Address 
No. 940, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Sales and purchasing executive of 

character and ability having thirteen 
years’ experience with leading indus- 
trial supply house, offers his service in 
same or allied line. Opportunity to as- 
sist in development of money making 
possibilities and share in profits greater 
consideration than initial compensation. 
Address No. 937, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 
I have a friend in the Far West, for 
twenty years with one of the largest 
supply houses in the country, and who 
for years was at the head of its pur- 
chasing and warehousing departments, 
as well as of its price bureau. He isa 
very competent man. He desires change 
in location. So worthy is he that I in- 
sert this advertisement entirely without 
his knowledge. If you have need of 
such a man, please advise me. Dixon 
C. Williams, president, Chicago Nipple 
Mfg. Co., 1966 Southport avenue, Chi 
cago. 


SALESMEN WANTED 


Salesmen Mechanical Rubber Goods 
Opportunity for aggressive red- 
blooded salesmen on sales force of long 
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established concern. Must possess per- 
sonality—able to command volume busi- 
ness and know distributor selling. 
Write in confidence, telling us why you 
think you are the right man. Our sales 
force knows of this ad. Address No. 
933, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Large Eastern leather belt and 
leather packing manufacturer desires 
live leather belt salesman with a fol- 
lowing in New York City territory, 
with the idea of opening a branch as 
soon as possible. Fine opportunity for 
a good man. Salary, commission and 
expense basis. Address No. 945, care 


MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 
Experienced belting salesmen for 


Chicago and Middle West territory to 
represent large manufacturer of textile 
belts. Prefer salesmen who have sold 
rubber belting. Excellent opportunity 
for advancement. Give full particu- 
lars. teplies treated confidentially. 
Address No. 944, care MILL SUPPLIEs, 
537 South Dearborn street, Chicago. 


An old established Chicago manufac- 
turer of well known packing lines, de- 
sires sales representatives in Iowa, In- 
diana and Michigan territories, also 
has opening for additional men in the 
city of Chicago. Attractive arrange- 
ment will be made. Address No. 943, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Well 


metallic, 


established 


asbestos, 


manufacturer of 
duck, rubber, flax 
packings, desires to secure representa- 
tives in St. Louis, Baltimore and Phila- 
delphia territories. Desires salesmen 
capable of developing business so that 
branch stock and additional sales force 
can be built around him. Proposition 
would yield very satisfactory returns 
to the right man. Address No. 942, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Salesmen calling on Supply houses to 
sell high grade cored and solid bronze 
bars as a side line. Address No. 946, 
care MILL SUPPLIES, 537 South Dear- 
born St., Chicago. 


Salesman to represent old established 
manufacturers of belt dressing, soaps, 
disinfectants, polishes, insecticides and 
other chemical specialties. Full com- 
missions paid weekly and on repeats. 
Address Sidney F. Miller & Co., 463 
Greenwich street, New York City. 


To represent an old reliable manu- 
facturer producing a staple line of 
products for mill supply houses and in- 
dustrial trade; very profitable full or 
side line propositions; liberal commis- 
sions and protected territory, replies 
considered confidential. Address No. 
MILL SUPPLIES, 5387 South 
Dearborn street, Chicago. 


936, care 


Salesman to represent belting man- 
ufacturer in New York City and the 
Metropolitan district. One with an ac- 


quaintance in that territory and one 
who has sold either textile or rubber 
belting. Salary and commission, and 
out of town expenses. Responses con- 
fidential. Address No. 935, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 





SPECIAL ANNOUNCEMENT 


We have on hand approximately 300 
new Dodge Wood Split Pulleys; 10 to 
48 in. in diameter, and 3 to 16 in. face, 
well assorted Crown and Straight Face. 
We need the space and we no longer 
have the market for these sizes in our 
vicinity, but we feel that in some sec- 
tions, the mill supply houses enjoy a 
nice trade on this product. We will 
sell all or part at such an attractive 
price, that you cannot afford to miss 
this opportunity to share in this bar- 
gain. Will send stock list on request. 
Address your reply to No. 939, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


ADLETS 


CLANCY “SURE GRIP"’ Steel Hose Clamps 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices, and 
distributors’ discounts.—J. R. CLANCY, INC.., 


Syracuse, N. Y 





MARTIN PORTABLE VISE STAND and Pipe 


sender — For cutting 
threading and _ bending 
pipe. Portable, with 


no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity up 
to 4%” pipe. H. P. 
MARTIN & SONS, 625 E. 


2nd St., Owensboro, Ky. 





rHAWING TORCHES, CONCRETE HEATERS, 
Snow Melters, “‘Smokeless*’ Salamanders, Water 
Henters for Winter Construction Jobs. Send for 
Bulletin No. 72-M for prices and full informa 
tion, AEROIL BURNER COMPANY, West) New 
York, N. J 


PORTABLE WHITNEY LEVER METAL 
= _ PUNCHES — Widest 
ZS known. Most universally 


used on market. Eight 





sizes and types. Over 
40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 


NEY MFG. CO., 715 Park Ave., Rockford, Ill. 





“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on bear 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel. We also make 
the ‘‘Shurflo’’ wick feed oil cup. 
Folder on request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa 





JOSLIN STEEL STAMPS AND DIES -Any de 
sign or type of characters accurately earried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich. 
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Tanners of 


Mechanical Leathers 





SELE 


Made from GENUINE 


strand of Chis cut tacing t he adsotu 


CTED” 
i a 


Lacing 


VULCANITE KROME Leather 


Cc ut 


by neat heel is Gunes COmTDON 0a 








Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 


in Butt Bends, 


Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 


ooo. 


THE CHICAGO RAWHIDE MFG. CO. 





1285 Elston Avenue, CHICAGO 


109 Broad St., New York 


66 N. 4th St., Philadelphia 


209 Broad St., Boston 
530 W. Congress St., Detroit 
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_ TheValve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 
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To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 

But this is not all of Reverso’s 


vitality o disc and seat are easily 
regrindable. 





Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 


No. 17 
REVERSO:—Bronze body for 
200 lbs. pressure. Total tempera- 
ture 550 deg. F 
IROVERSO:—Iron body for 


150 lbs. pressure. Total tempera- 


No. 780 ture 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 





























Place Orders Now 


for 


Bag Holders 





We Also Make 


ELEVATOR BUCKETS 
CAR MOVERS 

BELT CONVEYORS 
SPIRAL CONVEYORS 
MALLEABLE CHAIN 
STEEL CHAIN 
SPROCKETS 








We Make Three Types 


Mosher 
Improved Mosher 


Universal 


Send for Circular 











THE WEBSTER MFG. COMPANY 
1856 North Kostner Avenue 
CHICAGO, ILL. 











LIBBEY 


High Pressure Gauge Glass 


High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 
Oil Cup Glasses 


AMERICA’S STANDARD 
and 


Made in U. S. A. 


Write for booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 


Toledo, Ohio 























Mitt Supp ies 
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BRISA ISA AA 


UY ADVERTISED PRODUCTS 
A 


Classified Index to the Products of Advertisers in This Issue 


| Hraxtve tre travive rive tre t/axtverte tanto 


BUDURUBUBUBURT 





Index te Advertisements on Last Page 


| 





ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 


Chicago Rawhide Mfg. 
ARBORS 


The Skinner Chuck Co. 
jelmont Packing & Rubber Co. 


Division Smelting & Refining Co 
Dodge Manufacturing Corp 
Frictionless Metal Company 
The Medart Company 

Monarch Metal Co. 





BARREI 


BARROWS 
The Fairbanks Company 
Toledo Wheelbarrow Co. 





BEARINGS, BALL AND ROLL&{.R 
S K F Industries, Incorporated. 
BEARINGS, BRONZE 
The Bunting Brass & Bronze Co. 


Arthur Harris & Co. 
Johnson Bronze Co. 


BEARINGS, SHAFT, BABBITTED 


Bond Foundry & Machine Co. 


Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 


The Medart Company 


Royersford Foundry & Machine Co. 


T. B. Wood's Sons Co 


BEARINGS SHAFT, BALL 





Chicago Pulley & 1afting Co. 
SK FP Industrie es, Incorpors ated 
rR Vood's Sons Co 


BEARINGS, SHAFT, OIL 


Hill-Clutch Machine & Foundry 
BEARINGS, SHAFT, OILLESS 


Arguto Oilless Bearing Co. 


BEARINGS, SHAFT, ROLLER 


Bond Foundry & Machinery Co. 


rhe Medart Company 


S K F Industries, Incorporated. 
BELT DRESSING 

Atlantic Manufacturing Co. 

Chicago Rawhide Mfg. Co. 

Joseph Dixon Crucible Co 

Eclipse Specialty Mfg. Co. 

The Mechanical Rubber Co. 

Geo tahmann & Co. 

Richmond Belt Dressing Mfg. Co 

Chas. A. Schieren Co. 

Stanley Belting Corporation 

Victor Balata & Textile Belting 
BELT FASTENERS 

The Bristol C« any 

Clipper Belt Lacer Company 

Crescent Belt Fastener Co. 

Flexible Steel Lacing Co. 


ee: 








Chicago Rawhide Mfg. Co. 


veo. Rahmann & Co. 
Chas. A. Schieren Co. 


Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Eclipse Specialty Mfg. Co. 
Flexible Steel L acing Co. 
The Bristol Company 

BELT SHIFTERS 
T. B. Wood Sons Co. 


The Medart Company 
T. B. Wood Sons Co. 
BELTING, BALATA 


The Mechanical Rubber Co. 


The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co 
The Mechanical Rubber Co. 

The Republic Rubber Co. 
Stanley Belting Corporation 


Whitehead Bres. Rubber Co 





APRONS, LEATHER 
Co. 


Morse Twist Drill & Machine C 
ASBESTOS PRODUCTS 


BABBITT METALS 


BABBITTING MASKS 
Pulmosan Safety Equipment Corp 


JS, TUMBLING 
Royersford Foundry & Machine Co 


Dodge Manufacturing Corporation 


“The Reeves''—Reeves Pulley Co 
Royersford Foundry & Machine Co. 


BELT LACINGS, LEATHER 


“Cocheco’’—I. B. Williams & Sons 


BELT LACINGS, METALLIC 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 


Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
Victor Balata & Textile Belting Co. 


BELTING, CONVEYOR 
3oston Woven Hose & Rubber Co 


Victor Balata & Textile Belting Co 








BELTING, COTTON, SOLID WOVEN BOLTS, EYE, HOOK, RING AND LAG 
Stanley Belting Corporation The Superior Screw & Bolt Mfg. Co. 
Victor Balata & Textile Belting Co. BOLTS, GALVANIZED AND MONEL 

BELTING, IMPREGNATED The Superior Screw & Bolt Mfg. Co. 
Stanley Belting Corporation BOLTS, M: — 
BELTING, LEATHER Foster Bolt & Nut Mfg. Co. 
Chicago Rawhide Mfg. Co. Russell, Burdsall & Ward Bolt & Nut Co. 
Geo. Rahmann & Co. The Superior Screw & Bolt Mfg. Co 
Chas. A. Schieren Co. BOLTS, SINK, STOVE AND PLOW 
“Sterling’’—Chas. Bond & Co., Philadelphia Foster Bolt & Nut Mfg. Co. 
I. B. Williams & Sons Russell, Burdsall & Ward Bolt & Nut Co. 
BELTING, LINK The Superior Screw & Bolt Mfg. Co. 
Chas. A. Schieren Co. BOLTS, STUD 
BELTING, ROUND The Superior Screw & Bolt Mfg. Co. 
Chicago Rawhide Mfg. Co. The Cleveland Cap Screw Co. 
Geo. Rahmann & Co. BRACKETS, SCAFFOLD 
Chas. A. Schieren Co. Patent Scaffolding Co. 
I. B. Williams & Sons BRACKETS, WALL 
BELTING, RUBBER Mond Foundry & Sucnias Oe. 
3oston Woven Hose & Rubber Co. Dodge Mfg. Corp. i 
The Diamond Rubber Co., Inc. The Hill Clutch Machine & Foundry Co 
The B. F. Goodrich Rubber Co. The Medart Company 
The Mechanical Rubber Co. T. B. Wood Sons Co. 
Quaker City Rubber Co. BRASS GOODS, PLUMBING 
The Republic Rubber Co, Grabler Mfg. Co. 
Whitehead Bros. Rubber Co BRASS GOODS, STEAM 
7 ; _ ' American Injector Co. 
BELTING, THRESHER vines abate = ee 
Boston Woven Hose & Rubber Co. Detroit Lubricator Co. 


Genersz rass Co. 
Mechanical Rubber Co. Sra egy a Co 





Geo. Rahmann & Co 


The Ren in th ee The Wm. Powell Co. 
Ne eee The D. T. Williams Valve Co. 
Victor Balata & Textile Belting Co iii tie 

BELTING, TRACTOR BRONZE BARS, CORED AND SOLID 
Victor Balata & Textile Belting Co. The Bunting Brass & Bronze Co. 

BELTING, TWISTED Arthur Harris & Co. 
Victor Balata & Textile Belting Co. Johnson Bronze Co. 

> BROOMS, FACTORY, WAREHOUSE 
BELTING, WATERPROOF . 

Chicago Rawhide Mfg. Co rae AND RAILROAD 
Gea, Hatecane & a lhe Herold Bros. Co. ; 
Chas. A. Schieren Co Indianapolis Brush & Broom Mfg. Co. 
! B. Wittlams & Sons The Osborn Manufacturing Co. 
Victor Balata & Textile Belting Co. ' ee a BENCH, FLOOR, ETC. 

e7TS YWH _ The Herold Bros. Co. 
Stanley bate pF nse naam Indianapolis Brush & Broom Mfg. Co. 
Victor Balata & Textile Belting Co The Osborn Manufacturing Co 
‘ ite ol . S wise are BRUSHES, PAINT AND VARNISH 

BENCHES (WORK), JEWELERS The Osborn Mfg. Co. 

Leiman Bros The Herold Bros. Co. 

BENCHES, STEEL BRUSHES, WIRE, FLUE, ETC. 
Standard Pressed Steel Co The Herold gros. Co. 

BENCHES, WOODWORKERS’ Newark Brush & Scraper Co 
Richards-Wilcox Mfg. Co. rhe Osborn Mfg. Co. 
BENCH LEGS ey BRUSHES, WIRE WHEEL 

The Hill Clutch Machine & Foundry Co. The Herold Bros. Co 


The Osborn Mfg. Co. 
BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 
The Webster Mfg. Co. 
BUFFERS, ELECTRIC 


BITS, TOOL HOLDER 
Simonds Saw & Steel Co 
The Vincent Steel Process Co. 
J. H. Williams & Co. 












BLOCKS, CHAIN Black & Decker Mfg. Co. 
Chisholm-Moore Hoist Corp. Hisey-Wolf Machine Co. 
Ford Chain Block Co. Marathon Electric Mfg. Co. 
Wright Mfg. Co. Stow Mfg. Co., Inc. 
The Yale & Towne Mfg. Co. N. A. Strand & Co. 
BLOCKS, PILLOW i ates Electrical Tool Co 
Bond Foundry & Machine Co BURNERS, GASOLINE AND KEROSENE 
Chicago Pulley & Shafting Co \eroil Burner Co., Inc. (kerosene) 
Dodge Manufacturing Corporation Clayton & Lambert Mfg. Co. 
The Hill Clutch Machine & Foundry Co BUSHINGS, BRONZE 
The Medart Company : Bunting Brass & Bronze Co. 
Royersford Foundry & Machine Co. Arthur Harris & Co. 
e 3¢ 3 i x 
ae eg esr Reins Sis CANS, OILY WASTE 
> oc Geo. W. Diener Mfg. Co. 
Ss ‘KLE , . 7 
eiiiiads at Gitta” E CANS, SAFETY, GASOLINE 
sac hica ehcrntcs sane Geo. W. Diener Mfg. Co. 
4 LRS. F EB ~ ‘ERE 
Champion Blower & Forge Co E : CAR-MOV ERS 
Electric Blower Company Advance Car Mover Co. 
Appleton Car Mover Co. 
BLOWERS, GAS AND OIL COMBUSTION Safety Wrench & Appliance Co 
Electric Blower Company The Webster Mfg. Co. 
Leiman Bros. : CARTS 
BLOWERS, PORTABLE, ELECTRIC The Fairbanks Company 
Clements Mfg. Co. Toledo Wheelbarrow Co. 
Electric Blower Company == _ 
The United States Electrical Tool Co — 7" CASING, WELL 
BLOWERS ANDBLAST National Tube Co. 
3L SRS, SA? sAS ES ae 
Leiman Bros. Bona F sin a Eta te K 
BOILER TUBES sone ounary ¢ Machine oO. 
National Tube Company. CASTINGS, BRONZE 
BOILERS, TUBULAR AND WATER TUBE poo esa akg ig 
Henry Vogt Machine Co. i tac haat 
BOLT ENDS CASTINGS, GRAY AND MALLEABLE 
The Superior Screw & Bolt Mfg. Co — cringe ee 3 wee ee & Foundry Co 
BOLTS, CARRIAGE an th a ues oe 
Foster Bolt & Nut Mfg. Co. CASTINGS, SEMI-STEEL 
Russell, Burdsall & Ward Bolt & Nut Co Bond Foundry & Machine Co. 


The Superior Screw & Bolt Mfg. Co. Hill Clutch Machine & Foundry Co. 























































































































PULL, QUPPLUES 
















ante —aag g SUPPLY HOUSr 
R. R. Donnelley & Sons Co. 


Mfg. Co 
filiams & Sons 














Co. 
Mfg. Co. 
Cc EMENT, PIPE JOINT 
Joseph Dixon Cruc ble Co, 
CEMENT, PULLEY COVERING 
Eclipse Specialty Mfg. Co. 
CHAIN 
> Columbus McKinnon Chain Co 
Taylor Chain Company. 
Webs Mfg. C 
CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co 
CHIPPING MASKS 
Pu Ss nt ¢ t 
‘CHUCKS, DRILL AND TAP 
Morse Twist Dr ll & Machine Co 
Pr y Chi 9 
rhe 1 
Westcott Chuck Company 
CHUCKS, LATHE 
Cushman Chuck Co 
Skir r Chuck Company 
Ur 
Wes tt Chuck mpany. 
CHUCKS, NIP?LE 
l K & Co 
er ogy homered PLANER 
SI I ut Cor iny 


pe ’ 
CL AMPS, ‘BELT 
T. B. Wood Sons C 


( LAMPS, “Cc” 
Tool C% 








Br Co 
J s & Co 
CLAMPS, LOOM 
I ] ‘ ‘ & S 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co 
( LE ANE RS » FLUE 
B ( 
m LOSETS, FROST PROOF 
A 
CL 1 HES, FRICTION 
Be 7 r Co 
CI £0 Pu S ting ¢ 
Dodge Mar ( 
Edg r M Ce 
Foo I ( M ( 
T H Clu M r ( 
I M ( y 
I M WV Cc 
The Re I ( 
I Ss S 
9 Web Mfg. ¢ 
COCKS, AIR AND DRAIN 
Amer n Ir tor ¢ 
Gene 1B ( 
= Wr ¥ ll ¢ 
TI D. te Wil s Val ( 
COCKS, BALL 
D t Tut t Co. 
General Br ( 
Kieley & Mueller, In¢ 
COC KS, CORPORATION 
Grabl Mf 
Tt x P 
coc KS, Cc YLINDER 
Cor KS, GAGE 
A Ir 
3 ral Bra ( 
“St s Br 
I \ 3 
D. T. Wil s Valve C 
COCKS, STEAM AND SERVICE 
General Br or 
‘I vi . Pow Ce 
The D. 1 Valve Co 
COCKS, STOP 
Grabler Mfg. C« 


COILS — B ENDS, COPPER AND BRASS 


COL L ARS, SH. AFT 


} 1 Fe 
( 4 I gz 
Dodge M Cory 
Till Clu M r ‘ 
I Medart ¢ 
manacnt ' AT P 
— P ‘ 
| \ } S 


COL MNS, WwW ATER 

’ ( 
(COMPOUND, PIPE JOINT 
D r ( 


COMPR ESSORS AIK 


rhe iesty TO! BELT 


CONTROLLERS BOILER PRESSURE 


\I 


“CONVE :Y ORS BI CKET, SPIRAL, ETC. 


CONVEYING SYSTEMS, OVERHEAD 
r Wil Mfg. Co 
COPPERSMITHS 
COL NTE R BORE Ss 


‘ V r t Drill C 
Morse Twist Drill & Machine ( 
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COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge "Ms rnufac turing Corp. 
Edgemont Machine Co., The 
> Hill Clutch Machine & Foundry Co. 
Med: irt Con —s 
ord a oundr & Machine Co. 








t eon ( 
col N re RSHAFTS, SMALL 
I le sent i Works 
N. A. Strand & Co. 


COUPLINGS, SHAFT 


ey & Sh afting Co. 








Dodge icturing Corporation 
Tl ] Machine & Foundry Co 
I Company 
Foundry & Machine Co. 
Foundry & Machine Co. 
3 l's Sons Co 
cor PL ENGS, SH. AFT, FLEXIBLE 
rkle Ww 


Machine & Foundry Co 


pany 
yn 





1e Co 


cou P 1 _ SH wand T, MARINE 
oy & 


"COVE RING, ? ULLEY 














Cl go Pulley & afting Co 
CRANES, AND POWER 
( ol Moore Hoist Corp. 
CRANES, OVERHEAD, TRAVELING 
AND JIB 
( hol Moore Hoist Corp. 
( Pr t Machine1 Co 
I fe. Ce 
Y & Tow Mfg gy. Co 
(CRANES PORTABLE 
R ox Mf 
CR santo 1 MBER 
\ixo ( é 
CUPS. LEATHEK 
Raw Mf ( 
CUPS, om ‘AND GREASE 
’ Injector Co 
D> t I itor Cx 
( | Cc par 
H I 1 Steel Co 
Pent I t ( 
VW) Px } 
D Willia me ] ( 
TTE RS BELT 
r B 
CUTTERS, E ME RY w NE B IL DRESSER 
Vir nt St Ss 


Cc L TTE RS, G L Ass 
n Saw & Mfe. Co 
CUTTERS, HOLE, ADJUSTABLE 


(for metal) 





cl TTERS, MILLING 
‘ v 1 Twist Dr ‘o 
Morse vist Drill & M: -hine C 
Standard Tool C 
DIAP HK AG MS 
| CURTERS, PIPE 


Co. 


Piy i eading Mac ne ¢ 
DIES, THREADING 
B Tool Co 
M t Drill & Mac ne Co 


iy rhre ling Machine (<¢ 
DIPPERS, COPPER 


DISCS, VALVE 





J ns | 
DOGE, LATHE 
\r t nz Br Tool ‘o 
J H W Co 
DRE SSE RS, GRINDING WHEEL 
Vestern Importing Co., Ltd 
ind al phe Co 
Vincent Steel Process Co 
DRILLING POSTS 
r ool Co 
a TRIC 
Blac - fg. Co 
I H ne Co 
w Manu ‘o., Ine 
ird J | 1 ¢ 
Strand & Cc 
United State Electrical Tool Co 
DRILLS, POST 
( pion Blower & es, se Co 
( nt Mac Ce 
Unit ate El ctr Cc 





DK ILLS, RAT 
7 


sros Tool Co 


Deut, I, Ss, zw IsT 


Barnes Detroit Cor} 






shine Co. 





DRUMS, CAST IRON 


The Hill Clutch Foundry & Machine Co. 
The Medart Company 


T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELEVATING MACHINERY 
The Webster Mfg. Co. 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
\merican Injector Co. 
General Brass Co, 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co. 
EXTINGUISHERS, FIRE 
:e0. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Electric Blower Company 
Marathon Electric Mfg. Co. 
FASTENERS, BELT 
he Bristol Company 
cp Belt Lacer Company 
‘rescent Belt Fastener Co. 
‘lexible Steel Lacing Co. 
FAUCETS, BRASS 
Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 





The Swartwout Company 
FEEDER VALVES, STEAM HEATING 
BOILER 
on Manufacturing Co. 
FILES 







American Swiss & Tool Co. 
Delta F ile Worl 
Si andi navian Western Importing €o., Ltd. 
ynds Saw & Steel Co 
FIRE DOORS AND HARDWARE 
Richards-Wilcox Mfg. Co. 


FIRE EXTINGUISHERS 


Geo. W. Diener Nios Co. 
Pyrene Mfg. Ce 
FIRE Rad tE VE ENTING EQUIPMENT 
Ceo. W » ier Mfg. Co. 
Prulrrne n Safet Equipment Corp 


FITTINGS, CHAIN 

S. G. Taylor Chain Company. 

FITTINGS, DRAINAGE 
fg. Co. 

is Malleable Iron Co. 
“ITTINGS, HIGH PRESSURE 

Henry Vogt Machine Co. 
FITTINGS, HOSE, BRASS 
ost Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 

F TEPENGS, HYDRAULIC 








Henry Vogt Machine Co. 
FITTINGS, PIPE BRASS 

Ceneral Brass Company 

i er Mfg. Co 





Illinois Malleable Tron Co. 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
FITTINGS, PIPE, MALLEABLE 
r Min. Ca. 
s Malleable Tron Co 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Henry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENT 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, ALI MINI M, LEAD COATED 
AND STEEL 








Arthur Harris & Co. 

FLOATS, COPPER 
rhe V. D. Anderson Co. 
Arthur Harris & Co. 

FLOOR STANDS 
ond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill ¢ “hut ch Foundry & Mavrhine Co 
The Medart Company 
toversford Foundry & Machine Co. 
T. B. Wood Sons Co. 

FLY WHEELS 

Dodge Manufacturing Corporation 
The Hill Cluteh Machine & Foundry Co 








The Medart Company 
Reeves Pulley Co. 
. B. Wood's Sons Co 

FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 

7B RAMES, HACK SAW 

Simonds Saw & Steel Co. 
‘| Then G. Thom} n & Son Co 


Fr RAME! S, Ww ALL 

‘oundry & Mac hine Co. 
e Manufacturing Corporation 

rhe Hill Cluteh Machine & Foundry Co, 
lhe Medart Company 
toversford Foundry & Machine Co 
'. B. Wood Sons Co. 

FURNACE MASKS 
Pultiosan Safety Mquipment Corp 

FURNACES, INDUSTRIAL 

The Strong. Carlisle & Hammond Co. 

FURNACES, LEAD MELTING 
Acroil Burner Co., Ine 
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HIGH SPEED STEEL HACK SAW BLADES 


De 


MANUFACTURED BY 


W. 0. BARNES CO., INC. 


1297 Terminal Ave., DETROIT, MICH. 





BARNES Rep Arrow 








Chicago Warehouse: 345 W. Austin Ave. 


“VB” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
MillSupply Houses 


aE Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 





Factories: Easton, Pa. 

















OXY-ACETYLENE 


Welding and Cutting 
Equipment 


An Outfit for Every Shop and Every Purpose 


The Imperial Brass Mfg. Co. 


511 So. Racine Ave. Chicago 


—]Jmperia]— 




















Cushman Chuck Cogeliimeaseestsipie 


HARTFORD. CONN. Pee ponrrnn oe nee 





TRI-PLEX CHUCK ° 





MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made from 
our large stock of Paper and Iron 











Motor Pulleys, Flexible Motcr 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 
requirements. 
FLEPHONES 
MONROE r 
on ‘Birkre“Macnine‘Works 
{ soe 3 nor inc see 


456 N. Union Ave., Chicago 
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CORRECT 
DESIGN 


ce LE N Ox "? onor., 


SUPER WELL 
QUALITY BALANCED 
cee = 





aoe 





Venere 





SCREW DRIVERS 


“The Toots tn the Plaid Bor 2 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 





PEERED 








\ shhh vir hh hhh hty4e 
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<~ 
Dwi . 
DY cs 
—that DIVCO 
Mill Bearing is 
. a fine grade of 
. > babhbitt? 
‘ —that it is giving satis- 
ig faction in many of the large 
. industries as a general service 
% babbitt? 
—that the price is right, both = for 
your customer and your own profit? 
A word from you will bring tull) details— 
by minil No obligation or undue solicitation. 
DIVISION SMELTING A REFINING 


836 W. hinzie st. Chicago. 





implex 
NECAFILG 


Sell on Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal 


Pipe Pushers 
and Trench Braces 
have been famous 
for Years. 


Templeton, Kenly & Co. 
EST.1 Ss 
Chicago, IIll.,U.S.A. 





| 
| 
| 
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Sim plex Lever Jacks, 
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FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
Turner Brass Works. 
P. Wall Mfg. Supply Co. 
Yost Mfg. Co. 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co 
GAGES, OIL 
General Brass Company 
GAGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 
General Brass Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
GAS MASKS 
Pulmosan Safety Equipment Corp 
GASKETS 
The Cincinnati Rubber Mfg. Co. 
Jenkins Bros. 
GEARS 
Bond Foundry & Machine Co. 
Chicago Rawhide Mfg. Co. 
Dodge Manufacturing Corporation 
Foote Bros. Gear & Machine Co. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Sprucolite Corporation 
The Webster Mfg. Co 
GENERATORS, ACETYLENE 
The Imperial Brass Mfg. Co. 
GLASSES, GAGE 
Jenkins Bros., ‘‘Moncrie " 
The Libbey Glass Mfg Cc 
GLOVES STEEL GRIP 
Pulmosan Safety E juipment Corp. 
ey a ES. Recency 
Pulmosan Sa Corp 
GOVERNORS, ‘PU MP SPEED 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
GRAPHITE FOR — PURPOSES 
Joseph Dixon Crucible 
GREASE, LU BRIC ATING 
Bond Foundry & Machine Co., “Bondeline”’ 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co 
GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 
Stow Manufacturing Co., Inc. 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
The United States Electrical Tool Co 
GRINDERS, DISC 
The Crescent Machine Co. 
Luther Grinder Mfg. Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co 
Standard Electrical Tool Co. 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
The United States Electric Tool Co. 
GRINDERS, RAILROAD 
Luther Grinder Mfg. Co. 
GRINDERS, TOOL, HAND 
Grinder Mfg. Co. 
GRINDERS, VALVE 
The Black & Decker Co. 
The United States Electrical Tool Co. 
GRINDSTONES 
Richards-Wilcox Mfg. Co 
GUARDS, ELECTRIC LAMP 
Flexivle Steel Lacing Co 
GUARDS, CABLE, HIGHWAY 
Williamsport Wire Rope Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 
S K F Industries, en ated. 
r. B. Wood's Sons C 
HANGERS, DOOR 
F. FE. Myers & Bro. Co. 
tichards- Wilcox Mfg. Co. 
HANGERS, PIPE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
tond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co 
S K F Industries, Incorporated 
Standard Pressed Ste el Co, 
T. B. Wood's Sons Co. 
HEADS, EXHAUST 
The Swartwout Company 
EATERS, CONC ines AND ASPHALT 
1 Burner Co., Ir 
HEATERS, FEED WATER 
Arthur Harris & Co. 
The Swartwout Company 
HEATERS, GLUE, ELECTRIC 
Black & Decker Mfg. Co. 
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HEATERS, GLUE, 
Nason en EATEEs. Co. 
HE: — a WATER 
\eroil Burner Co. 
HEL METS. SAFETY 
Pulmosan Safety Equipment Corp 
HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Ford Chain Block Co. 
Richards-Wilcox Mfg. Co. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 
HOISTS, HAND 
‘hisholm-Moore Hoist Corp 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis eaten: Machinery Co. 
HOLDERS, BAG 
The Webster Ro Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


HOODS, DUST 
Pulmosan Safety Equipment Corp 
HOOKS, BELT 


The Bristol Company 
Flexible Steel Lacing 
HOOKS, CORNIC E 
Patent Sceaffol — Co 
HOOKS, HOIST 
J. H. W aes & Co. 
HORSES, MASONS’ 
Patent Scaffolding Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber C 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co, 
The or ye Rubber Co. 
Whitehead Bros. Rubber 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
INJECTORS 
American Injector Co 
nberthy Injector Co. 
The Wm. Powell Co. 
IRONS, BRANDING 
Patent Scaffolding Co. 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co. 
JOIST NOTCHERS 
Paul W. Koch & Co 
KETTLES, STEAM JACKETED 
Arthur Harris & Co. 
KNIVES, MACHINE 
Simonds Saw & Steel Co. 
KNURLS 
American Swiss File & Tool Co. 
LACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co. 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LADLES, MELTING 
Hollands Mfg. Co 
L AMP GUARDS 
Flexible Steel Lacing Co. 


. 











Standard 
LATHE 
Marathon Electric Mfg. Co. 
LATHES, WOODWORKING 
J. D. Wallace & Co 
LEATHER ‘SPECIAL TIES 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co 
LEG BENC H, STEEL 
Standard Pressed Steel Co. 
LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 


lectrical Tool Co, 





LUBRICANTS, BALL & ROLLER BEARING 


Bond Foundry & Machine Co. 
toyersford Foundry & Machine Co. 
LUBRICATORS 

\merican Injector Co. 

Detroit Lubricator Co 

General Brass Co. 

McCullough Mfg. Co., 

The Wm. Powell Co. 

The D. T. Williams Valve Co. 
MACHINE TOOLS 

The Crescent Machine Co. 

Royersford Foundry & Machine Co. 

MACHINERY CLUTCHES 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 

Edgemont Machine Co., Inc. 

The Hill Clutch Machine & Foundry 

The Medart Company 

The Moore & White Co 

A. L. Schultz & Son 

T. B. Wood's Sons Co 


STEAM AND GAS 


, BUFFING AND POLISHING 
LABORATORY, ELECTRIC 


Minneapolis, Minn 


MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 


The Webster Mfg. Co. 


MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Webster Mfg. Co. 
MACHINES, GRINDING AND POLISHING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 


The United States Electrical Tool Co. 


MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
The Henry G. Thompson & Son Co 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co. 
MACHINES, PIPE CUTTING AND 
a THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINES, TAPP ING (BENCH) 
Procunier Safety Chuck Co. 
MACHINES, NUT DRIVING 
Procunier Safety Chuck Co. 
MACHINES, TIRE ROUGHING 
The United States Electrical Tool Co. 
MACHINERY, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co. 
MASKS, SAFETY 
Pulmosan Safety Equipment Corp. 
MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Bunting Brass & Bronze Co. 
Division Smelting & Refining Co 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
Johnson Bronze Co. 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co, 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND 
TURNTABLES 
Richards-Wileox Mfg. Co. 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Inc. 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co 
The Webster Mfg. Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
T. B. Wood's Sons Co 
NAME PLATES 
Turner Brass Works 
NUT SETTERS 
The United States Electrical Tool Co. 
NUTS, MACHINE SCREW 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
OIL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, HAND 
P. Wall Mfg. Supply Co. 
OILERS, PULLEY 
Standard Pressed Steel Co. 
OILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Belmont Packing & Rubber Co. 
Roston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Linear Packing & 






Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co 
PACKING, HYDRAULIC 
3elmont Packing & Rubber Co. 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Whitehead Bros. Rubber Ca, 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 

















Stock and Sell 


Engineer’s Favorite 
Flue Cleaners 


Including both single end and double 
end scrapers, and combination brush 
and scraper types. 


Send for Catalog 7 showing our full line 
of Flue Cleaners, Wire Brushes, etc. 


Newark Brush & Scraper Co. 
390-396 Nye Ave. Irvington, N. J. 





) 


r , 
Established 1876 by John Colli 





JOHNSON 


reley Mam a=). 1°). P 4 1 






Solid and Cored 
Bronze Bars 


JOHNSON BRONZE COMPANY 
New Castle, Pa. 





COCHECO 
LEATHER BELTING 


Always the first choice of en- 
gineers who know that it pays 
to buy the best in belting— 
and that is Cocheco. 


I. B. Williams & Sons 


Dover, N. H. 
DETROIT 
DAYTON 

PHILADELPHIA 


CHICAGO 
NEW YORK 


GREENVILLE 
BOSTON 


Branches: Chicago Kansas City San Francisco 
Viiffitg Adjustable 5 Pipe Bender 
iffy Cutter jiffy Vise 

a ~| Cuts Holes [ae Bends !» in. 


} 
2 . . i 

34 in. to 6 in. | 4 , 
Gurektly, vot 


¢ ny . Easily and Cat 
Neatly 


No Manual Pressure 
Required 
Spring Operated 


and *4 in. 
Conduit —2- 
in., 3-in. and 
(& a | 4-in. Radius 
Doesn’t Kink, Flatten or 
Split Even on 2 in. Radius 


Sent on Ten Day Trial Write for Bulletin 


PAUL W. KOCH & COMPANY 
Room 405, 19 S. Wells St. Chicago, III. 





Aki ELECTRIC HAND SAW 


Patented Safety Features---Nationally Advertised---No Service Worry 
We Co-operate with the Jobber---Adecuate Margin 








Manufacturers of 


Alia Electric Alta Electric 


Hand Plane Hand Saw 
VWAPPAT A 
: . GEAR WORKS, wc hal 
LIL4-Lipea M7 LABOR-SAVING TOOLS 
sawed with an / FOR BUILDERS 
Thoroughly Dependable 7524 Meade St. Pittsburgh, Pa. 









50-Ton Pull! 


New, patented principle, Big Buster Gear 
and Wheel Puller makes hardest pulling 
jobs easy. Handles heavy fly wheels. 
gears, pulleys. 50-ton direct pull when 
needed. No bre akage or injury to parts 
difficult or expensive to replace. 


Pays For Self First Job 


Eliminates extra man-power, saves 
time and labor and overhead. Should 
be in tool kit or crib of every factory 
nd industrial plant. List price 
50.90—big discounts to Mill Supply 
douses. Write for complete descrip- 
sion and discounts. 


PREMIER ELECTRIC CO. 
Dept. 395 
3800 Ravenswcod Ave. 


$50 Chicago, Illinois 


ABIG BUSTER 
Gear and Wheel thay el 
Big Discount eppl 

Fist) Preces 
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Workace Radial Saw 


A new directly 
driven overhead 
angle; cross cuts; rips. Dados, 
tenons, routs, bores, sands, anything. 
The handiest. tool yet devised for the 
carpenter, mill, maintenance depart 
ment, lumber yard, shipping room, 
etc, 


connected motor 
saw. uuts any 


FASTEST SELLING WOODWORK- 
ING MACHINE TODAY 
ATTRACTIVE DEALER 

PROPOSITION 






$140. Made and Guaranteed by 


Guts) 5 D. WALLACE & CO. 
2801 Wilcox St. Chicago, Ill. 








SWACO CES ee 


SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit — 
33 1/3°% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 








When writing to Advertisers please mention MILL Surrulss 
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PISTON 


PACKING, 


Belmont Packing & Rubber Co. 
The Diamond Rubber Co., Inc 
The B. F. Goodrich Rubber Co 


Rubber Co. 
Rubber Co. 


Linear Packing & 
The Mechanical 
Quaker City Rubber Co. 
The Republic Rubber Co 
PACKING, SHEET 
ont Packing & Rubber Co 
yn Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
“Jenkins ‘'96'’—Jenkins Bros 
The B. F. Goodrich Rubber Co 
Linear Packing & Rubber Co. 
The Mechanical —s r Co 
Quaker City Rubbe Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber C¢ 
PACKING, VAL VE 





STEM 


Belmont Packing & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co 


Quaker City 
The Republic 


Rubber Co. 
Rubber Co. 
PADLOCKS 
The Yale & Towne Mfg. Co. 
PAINTS, aweee oERL AL 
Dixon Crucible C 
PANS, V ACU UM 
Arthur Harris & Co. 
PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co 
Flexible Steel Lacing Co. 
Western Rawhide & Belting Co. 
PIPE THREADING TOOLS 


Joseph 





agg tn Bros. Tool Co. 

The Oste Mfg. Co. 

Toledo P ipe Threading Machine Co 
PIPE, STEEL 


Tube Co. 
ee WOODWORKING 
ent Machine Co 

W: allace & Co, 

PLANES, H —_~ ELECTRIC 

Wappat Gear Works 
PLATES, FL OOR 

Grabler Mfg. Co. 


National 
P 


The Cre 
J. D 


“& CEILING 


Illinois Malleable Iron Co. 
PLIERS 
3onney Forge & Tool Works 
PLUGS, BR: ASS AND FUSIBLE 


e D. T. 
The Wm, 

POWER 
American Pulle 
Arguto O crt 








TR: \ NSMISSION 


, Company 








Bond Fou 

Chicago Pu y Ss 

Dodge Manuf: actur ng Corporation 

Edgemont Machine Co., The 

Foote Bros Gear & Mach Co. 

: > Hi TT ( ‘lut ch Machine & Foundry Co 
Medart Company 


Moore & White Co 
yersford Foundry & 
A. L. Schultz & Son 
S K F Industries, Incorporated 
The Webster Mfg. Co 
Tt. = s S s Co 
PRESSES. DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRIMING CUPS 
Detroit Lubric — Co 
teneral Brass 


PROTEC TORS, me. - TRIC LAMP 





Mach 


ine Co. 


Flexible Steel Lz 
PULLE RS, “GE AR ‘AND WHEEL 
Premier Electric Co 
PULLEYS, BALL BEARING 
S K F Industries, Incorporated 
Chic Ss fting Co. 


ago Pulley & § 
Hill Clutch Machi 





Foundry Co. 








Tr. IB. Wood Sons ¢ 

PULL EYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 


The Hill Ciutch 


The Medart Company 
Royersford Foundry & Machine Co 
The Webster Mfg. Co 
T. B. Wood Sons Co. 
PULLEYS, CONVEYOR 


American Pulley Company 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry C 
The Medart Con mye A 
The Ohio Valle Pulley Works, Inc 
r.. Ba we l Sor ce 
PULLEYS, CORK INSERT 


P t L i. EYS, F LANGE 
American Pulley Compan; 
Dodge Manufacturing Corpor: ation 


Che Hill ¢ lute} Machine & Foundry € 


lhe Medart Company 
fal Pulley Worl Inc 





P n LL. E YS, 
ttond Foundry & 
Chicago Pulley & S 


“FRIC TION CLUTCH 
Machine C« 








Dodge Manufacturin Corpora ) 
the Edgemont Machine Co 
fhe Hill Clutch Machine & Foundry ¢ 


rhe Medart Company 
The Moore & White Co 





Machine & Foundry © 


APPLIANCES 


Reeves Pulley C 
A. L. Schultz & 
SKF Industrie 


T. B. Wood's Sc 
PULLE 


« 


( \} F 
ly QUBPILD 


= 


oO. 

Son 

-s, Incorpora 
ys Co 


YS, IRON C 


> ‘<3 


2S) 


October, 
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ted 


ENTER 


Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 


rhe Medart Co 


The Ohio Valley 
Pulley Co. 


Reeves 
rr. B. Wood's S« 

PU 
American 
Chicago Pulley 


The Hill Clutch — & 
Che Medart Compan 
I Pulley Wor 


‘he Ohio Valley 
g Pulley Co. 





R 
SKF Industrie 
I 


BB Wood's So 


Pulley 


mpany 


ns Co 
LLEYS, 


Company 


Pulley Works, Inc. 


LOOSE 


& Shafting Co. 


Ss, _ orpora 
ns C 


Manufacturing Corporation 


Foundry Co. 
ks, Inc. 


ted 


PULL E YS, MOTOR 


Pulle 
Machine 


American 
Birkle 
Dodge 
The Hill 


Clutch 


y Company 
Works 


The Medart Company 
y Pulley Works, Inc. 


The Ohio Valle 
Reeves Pulley 
Rockwood Mfg. 


Sprucolite Corp 
r. B. Wood's S« 

Pl 
. irk le Machine 


> Ohio Valley 


Rockwood Mfg 
PULLEY 





Dodge 


Co. 

Co. 
oration 
ms Co 
LL “rine 

Work 


Co 


Manufacturing Corporation 
Machine & 


Foundry Co. 


PAPER 
Pulley Works, Inc. 


S, ROLLER BEARING 


Manufacturing Corporation 


Hill Clutch Machine & Foundry Co. 


The Medart Co 
Skayef Ball Bs« 


American 


mpany 


-aring Co. 
PU 
Puile 


LLEYS, 


y Company 


STEEL 


Dox les M unufacturing Corporation 


PULL 
The Medart Co 


an 
PULLEYS, STEP 


Dodge 
The Hill Clute 
The Medart Cc 
The Ohio Valle 
Leeve 


T. B. Wood's S 


PULLEYS, 


Chicago 
Dodge 
The Medart Cc 
The Ohio b+ alle 
Re -s Pulley 


Pulley 








Sprucolite Corporation (Com 





EYS, 


mpa 


ym. pa yv 
y Pulley yr We 


-s Pulley Co 


ons Co 
& Shafting 
ympany 


Pulley W< 
Co 


STEEL 


RIM 


y 
AND TAPER CONE 
Manufacturing Corporation 

h Ma — & 


Foundry Co 


orks, Ine 


wooD 


Co 


Manufacturing Corporation 


orks, Inc 


pressed Spruce) 


PUMP JACKS 











R 


NTRIFUGAL 


DIAPHRAGM 


VACUUM 


Goulds Pumps, Inc. 
F. E. Myers & Bro. Co 
Roper, Geo. D., Corporation 
PUMPS, AI 
Leiman Bros 
PUMPS, CI 
Frederick Iron & Stee Oo. 
Goulds Pumps, Inc. 
Geo D. Roper Corp 
PUMPS, 
Frederick Tron = bee Co. 
Goulds Pumps, In 
PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Geo. D. Roper, Corp. 
PUMPS, GAS AND 
Leiman Bros 


PUMPS, 
Goulds I 
rE 

Roper, 


American 











Geo a... 


HAND AND POWER 


Inc. 
Bro. Co. 
Corporatior 


“PUMPS, JET 


Injector Co 
Corporation 
MINE 


PUMPS, 
Inc, 
Bro. Co. 


Corporation 


‘PUMPS, OI 


Detroit Lubricator Co. 
ds Pumps, Inc. 
4 an Bros 
Geo. D. Roper Corp 
PUMPS, ROT 
Goulds Pumps, Inc. 


Roper, 


Roper, 


Goulds Pumps, 
F. E. Myers & 
Roper, 


Geo. D., 
PUMPS, SUMP, 
Goulds Pumps, 
The Penberthy 
Geo. D., 


Geo. D., 


Inc, 
Injector Cc 


ARY 


Corporation. 
AUTOMATIC 


Corporation 


PUMPS, TANK 


Inc. 
Bro. Co. 
Corporatio 


n 


PUNCHES AND DIES 


Royersford Fo 


PUNCHES, METAL, 


Ww. 4, Whitne 


undry & 


y Mfg. Co 


Machine Co 


LEVER 


REGULATORS, ENGINE BLOWING 
Mason Regulator Co 


RASPS 


Delta File Works 


Scandinavian 
Armstrong Bre 


Cleveland Twi 
Butterfield & 
Morse Twist 

The Standard 
Whitman Bar 


Western Imp 


orting Co I.tad 


RATCHETS 


»s. Tool Co. 


REAMEKS 


st Drill Co 
Co 


Drill & Mac! 
Tool Co. 
nes- Detroit 


line Ceo 


Corp 


REAMERS, ELECTRIC 
Black & Decker Mfg. Co. 
REDUCERS, SPEED 


Foote Bros. Gear & Mac hine Co. 
The Hill Clutch, Machine & Foundry 





Co. 


REGULATORS, BOILER FEED LINE 


Mason Regulator Co. 


REGULATORS, cee HYDRAULIC 


Mason Regulator C 
REGU LATORS, 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
REGULATORS, STEAM FAN 
Mason Regulator Co 


PRESSURE 





RESEATERS, BIBB 

M. B. Skinner Co 

RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 

RESPIRATORS 
Pulmosan Safety Equipment Corp. 
RIVETS 

Russell, Burdsall & Ward Bolt & Nut 

ROLL COMPRESSED SPRUCE 





Sprucolite Corporation 
ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry 
The Medart Company 


'. B. Wood's Sons Co. 
ROPE, WIRE 
American Cable Company, Inc. 


Williamsport Wire Rope Co 
RUBBER GOODS, 
The Cincinnati Rubber 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Jenkins Bros, 
The Mechanical 
Quaker City 
The Republic 


Mfg. 


Rubber Co. 
Rubber Co 
Rubber Co. 








Whitehead Bros. Rubber Co 
SAFETY EQUIPMENT 
Pulmosan Saf Equipment Corp. 
SALAMANDERS 

Acroil Burner Co., Inc. 
Geo. W. Diener Mfg. C 

SAND BL AST. HEL METS 
Pulmosan na ty Equipment Corp 


SAND BLAST OUTFITS 


Bros. 

SAWS, BAND 
-Blum Mfg. Co. (Metal). 
American Saw & Mfg. Co 
W. O. Barnes Co., Inc. 
The Crescent Machine Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & 
J. D. Wallace & Co. 

SAWS, C ee LAR 
monds Saw & Steel C 
D. Wallace & Co. 

SAWS, COPING 

Barnes Co., Inc 

SAWS, ACK (Blades) 
American Saw & Mfg. Co. 
Armstrong-Blum Mfg. Co. 
W. O. Barnes Co., Inc. 
Sim —. Saw & Steel Co. 


Leiman 


Armstrong 


Son Co 





WwW, 


The Henry G. Thompson & Son Co 
Victor pl Works, Inc. 
SAWS, HAND, ELECTRIC 





J. D. Wallace & Co. 
Wappat Gear Works 
SAWS, RADIAL, 
Wallace & Co. 
AWS, SWING, 
The Crescent Machine Co 
SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 
The Fairbanks Company. 
SCOOPS, FLOUR AND GRAIN 
The Webster Mfg. Co. 
SCRAPERS 
Toledo Wheelbarrow Co. 
SCRAPERS, FLUE 
Newark Brush & Scraper Co, 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co 
The United States Electrical 
SCREWDRIVERS, 
American Saw & Mfg. Co. 
SCREW PLATES 
Butterfield & Co. 
Morse Twist Drill & Machine Co 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
The Bristol Company 
Cleveland Cap Screw Co 
and Wrought Products Co. 
Cap & Set Screw Co. 
Bolt & Nut Mfg. Co. 
Pressed Steel Co 
‘arlisle & Hammond Co. 


ELECTRIC 
x DB 





CUT-OFF 








HAND 





Foster 
Standard 
The Strong, ¢ 

“Mac-It” 
The Superior Scre 


w & Bolt 
SCREWS, MACHINE, BRASS AND 
ixconoimy Screw Corporation 
SCREWS, MINING 
rhe Strong, Carlisle & Hammond “o, 
**Mac-It”’ 
SCREWS, 
The Allen Mfg. Co 
the Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
‘*‘Mac-It” 
SCREWS, THUMB 
Screw Corporation 





SAFETY SET 


lxconomy 


Tool Co. 


Mfg. Co. 


Co. 


Co. 


MECHANICAL 
Co 


IRON 
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Specialties for Mill Supply Jobbers 


Who are Seeking Opportunities for Sales and Profit 











“PROCUNIER” 


SAFETY TAPPING DEVICES 
QUICK CHANGE CHUCKS and COLLETS 
STUD SETTERS--NUT SETTERS 


“= “BUILT FOR SERVICE” 


Let us help you on your customers’ 
tapping problems and send you cata- 
logues for distribution to your trade. 


Procunier Safety Chuck Co. 


12 S. Clinton St. 






Chicago, Ill. 





‘*VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters— Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 
IF YOU DO NOT HAVE OUR CATALOG——WRITE US 


THE VINCENT STEEL PROCESS CO. 


Incorporated in 1909 


2519 Bellevue Avenue 
DETROIT, MICH. 


Chicago Office 


New York Office 
25 S. Jefferson St, 


41 Murray St. 










PORTABLE FLEXIBLE 

SHAFT MACHINES 
for Grinding—Polishing— , 
Drilling—Buffing—Rotary | 
Filing—Screw Driving — 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 
Chicago M6 


'o m.P. Capacity 


THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 

Our specialization in the production 
of small, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 


We fully co-operate with mili 
upply houses. 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 








| We Want Jobbers 





Guaran eed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders. 
Sales guaranteed— Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 


Richmond, Va. 





STOW 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 


Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Write us for proposition with 
printed matter. 





Invented and Built by 


STOW MFG. COQ., Inc. 
Binghamton, N. Y. 





a as | 














SKINNER Clamps 
Stop Leaks 








21.4.5 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 


Royersford Fdry. & Mch. Co. 


Royersford, Pa. 





=f 

















When writing to 
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SEPARATORS, OIL AND STEAM 
The Strong, Carlisle & Hammond Co, 
The Swartwout Com ST . 

The D. T. Williams Valve Co 
SHAFTING, FL EXIBLE 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co 
A. L. Schultz & Son 
The gers Mute. Co 
r. B. Wood's sS« 
SH APERS, WOODWORKING 
The Crescent Machine Co. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co 
The Medart Com pi ay 
r. B. Wood's Son 

SHOVELS, HAND 
Wood Shovel & Tool Co. 
SHOVELS, POWER 
The Webster Mfg. Co. 
ge DREDGING 
W hitehe Bros eT 

SL E EV ES AND SOc KE TS, DRILL 
Morse Twist Drill & Machine Co 
The Standard Tool Co. 

ag tag MELEE 
Burne 
SOL. DE " DIPPERS 
Paul W. Koch 
SOL DER, ‘BAR AND WIRE 
Division Smelting & Re —e Co. 
Frictionless Metal Compar 
SPEED TR: ANSF ORMERS 
The Hill Clutch Machine & Foundry C 
Reeves Pulley Co. 
SPRAYE RS, PAINT 
The Alexander Millburn Co, 
SPROCKETS 
Hill Clutch Machine & Foundry Co. 
ox Medart Company 

L. Schultz & Son 

The Webster Mfg. Co. 
STAMPS AND DIES, STEEL 
Joslin Mfg. Co. 
STANDS, DRILL 
The United States Electrical Tool Co 
STANDS, FLOOR 
‘lutch Machine & Foundry Co 

STANDS, VISE, PORTABLE 
H. P. Martin & Sons 
J. H. Williams & Co. 

STEAM SPECIALTIES 
can Injector Co. 

I D. Anderson Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
The Fairbanks Company 
General Brass Co 
Kieley & Mueller, Ine 
Nason Manufacturing Co 
The Wm. Powell Co. 
Strong, Carlisle & Hammond Co 
Walworth Company 
The Swartwout Cor pany 
The D. T. Williams Valve Co 
STEEL 
Simords Saw & Steel Co. 
STOCKS & DIES 
rmstrong Bros. Tool Co. 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co 
“Strong” 








TRAINERS 
le 


z I nond Co. 
SETTERS 


uck Co 





The Strong, 





Procunier Safe 
STL DS, MILLED 
Cleveland Wrought Products Co 
STRAINERS 
Ame rican Injector Co. 
Kieley & Mueller, Inc. 
eaen Regulator Company 
The Swartwout Company. 
STRAPS, LE ee 
o Rawhide Mfg. C 
hieren Co. 
& Sons 
WAGES, UPSET 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Jason Manufacturing Co. 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co 
The B. F. Goodrich Rubber Co. 
TAPPING ATT AC HMENTS 


Procunier Safety ¢ Co 









nuckK 
TAPS 
Butterfield & Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
TOOLS, BORING 

Armstrong Bros. Tool Co. 
J. H. Williams & Co 

TOOLS, MACHINISTS’ 


American Swiss File & Tool Co 


Armstrong Bros. Tool Co 
Bonney Forge & Tool Works 
Delta File Works 








Scandinavisz 

J. H. bis s & Co. 

Whitt n Baunes-Beteoit Corp 

Yost Mfg Co. 

TOOLS, ae Ss’ HAND 


American Sw & ‘ool Ce 


sstern Importing Co., Ltd. 


TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 


The Oster Mfg. Co. 


Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
Yost Mfg. Co. 
TOOLS, SAW 

Simonds Saw & Steel Co. 

TOOLS, VALVE RESEATING 
The Black & Decker Mfg. Co. 
M. B. Skinner Ca 

TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
Turner Brass Works 
P. Wall Mfg. Supply Co. 
TORCHES, THAWING 

\eroil Burner Co., Ine. 
TORCHES, WELDING AND CUTTING 
e Imperial Brass Mfg. Co. 
e Alexander Millburn Co, 

TRACK SYSTEMS, OVERHEAD 
Chisholm-Moore Hoist Corp. 
Richards-Wilcox Mfg. Co. 

The Yale & Towne Mfg. Co. 
TRACTORS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 
TRAILERS, INDUSTRIAL 
Ch -— Dae igs | & Mfg. Co. 
The & Towne Mfg. Co 
TRANSMISSION, ¥ ARL ABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, Inc. 
The Swartwout Company 
TRAPS, RADIATOR 
The Strong, Carlisle & Hammond Co. 
“Strong” 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufac turing Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co. 
“Strong” 
TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co 
Ford Chain Block Co. 
Richards-Wilcox Mfg. Co. 
Uni “ Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
American Pulley Company 
Fz achat s Con 
Standard Pressed Stee " 
TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 
TUBES, — ER 
National Tube Compar 
TUBING, Wet BBER 
Whitehead Bros. Rubbe Co 
= C KL ES 


Th 
aa 


h 














Brownie Mfg. C 
UNIONS, ‘BRASS AND IRON 
The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Tron Co. 
Walworth Company 
VAL VE LEATHERS 
Chicago Rawhide Mfg. Co. 
VALVE-UNIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co 
VALVE 
ie Fairbanks C 
Je —— Bros. 
Tt Wm. Powell Co. 
The D. T. Williams Valve Co 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co 
Jenkins Bros. 
The Wm Powell Co 
The D. T. Williams Valve Co 
Walworth Company. 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
VALVES, FLUSH 
Imperial Brass f Co. 
VALVES, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
Tl Wm. Powell Co. 
The Strong, Carlisle & Hammond Co, 
“Evertyte” globe 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros, 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 


BLOW OFF 
mpany 





‘I 











VALVES, NON-RETURN 


The Strong, Carlisle & Hammond Co. 


VALVES, POP, SAFETY AND RELIEF 
Detroit Lubricator Co. 


The Wm. Powell Co. 


Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
Walworth Company 
YALVES, PUMP, RU — 
The Cincinnati Rubber Mfg. Cc 
The Diamond Rubber Co., ie. 
The B. F. Goodrich Rubber Co. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth C or 
The Db. FT Villlams Valve Co. 
VISES, BENCH, WITH CLAMP 
3onney Forge & ‘Tool Works 
Luther Grinder Mfg. Co. 
VISES, DRILL PRE 
Yost Mfg. Co. 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Parker Vises 
Walworth Company 
Yost Mfg. Co. 
VISES, MILLING MACHINE 
Skinner Chuck Company 
VISES, PATTERN MAKERS’ 
Morgan Vis Company 
Richards-Wilcox Mfg. Co. 
Yost Mfg. Co. 





SS 












VISES, PIPE 
Armstrong Bros. Tool Co. 
Columbian Vise & Mfg. Co. 
Parker Vises 
Toledo Pipe Threading Machine Co 
Walworth Company 
J. H. Williams & Co. 
Yost Mfg. Co. 
VISES, PIPE: BENDER 





: Ww oopw ORKERS' 
Columbian Vise & Mfg. Co. 
Yost Mfg. Co. 
WASHERS, BRASS 
Economy Screw Corporation 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
WASHERS, RUBBER 
e Diamond Rubber Co., Inc. 
e B. F. Goodrich Rubber Co. 
e Republic Rubber Co. 
WATER CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 
WELDING AND CUTTING EQUIPMENT 
The Imperial Brass Mfg. Co. 
WHEELBARROWS 
The Fairbanks Company 
Toledo Wheelbarrow Co 
WHEELS, COMPRESSED SPRUCE 
Sprucolite Corporation 
WINCHES 
A. L. Schultz & Son 
WIRE ROPE 
American Cable Company, Inc. 
Williamsport Wire Rope Co 
WOODWORKERS, VARIETY 
Crescent Machine Co. 
J D. Wallace & Co. 
WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 
WRENCH — ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, HOPPER CAR 
Advance Car Mover Co, 
Safety Wrench & Appliance Co. 
WRENCHES, OPEN END 
Armstrong Bros, Tool Co. 
sonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & Co. 
WRENCHES, PIPE 
Armstrong Bros. Tool Co. 
3onney Forge & Tool Works 
Lawson Mfg. Co. 
Walworth Company 
J. H. Wiliiams & Co. 
WRENCHES, SOCKET 
The Allen Mfg. Co. 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
sonney Forge & Tool Works 
J. H. Williams & Co. 
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Specialties for Mill Supply Jobbers 
e - . 4 eo 
Who are Seeking Opportunities for Sales and Profit 
| 
Hi " EGLIPSE ma + i Wire Brushes for every 
: Fs Heater or Boiler 
i ‘ ¥ Boiler Tube Cleaners 
Sectional and House Heating 
i . : Flue Brushes. 
_ Prevents Slipping - Preserves Belts Te | 
A dressing of the finest quality. On the market for over < i — ond a and 
25 years. Cleans and preserves the belt and prevents slipping. oncesren anv oie on this economical and 
SOLD THROUGH DISTRIBUTORS All Eclipse efficient line. 
specialties—-Bar, Liquid and Hot Belt Dressing, Belt 
' Cement, Wire Belt Lacing and Pully Covering Cement—are 
sold through distributors only. Your own labels if desired. W O R C E S T E R 
ECLIPSE anecsaaee MFG. CO ee See wes 
| 4515 Ravenswood Ave., Chicago : | 450 Park Ave., Worcester, Mass. 
| T’S easier, and more satisfactory all round to 
sell a complete line of valve specialties made 
; by one good firm than a line drawn from a dozen 
different places. ' 
| Jobbers: The design of Davis Valve Specialties is distinc- 
i Write us for | tive; every item in the line is simple, effective, and 
BROWNIE NO2 catalog. | proven by years of performance. 
Show the complete line in your catalogue, and 
oye 3 inbreakabe Nickel aw ge > Pct ge aha | take full advantage of the established position 
Made of tot ugh malleable iron with ste ‘ y rews. = of the Davis name. 
/ TURNBUC KLES —Udylited, Plain, Strong and Durable, will i 
stand a powerful strain. THE G. M. DAVIS REGULATOR CO. | 
BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 408 Milwaukee Avenue, Chicago, Illinois | 
om =e ——— | 
| ECONOMY THUMB SCREWS 
| 











e 
The Plamondon Clutch offers these out- 
standing advantages—Positive Pull Out, 
Springless, Safe, Enclosed, Dust Proof. 


Write for Catalog No. 68 for complete description. 
A. PLAMONDON—Division of 










The new ‘“‘Economy”’ Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes, 
Also made in brass and bronze. A good seller. Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave. Chicago, Ill. 





The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 





FREDERICK 
Diaphragm Pumps 


W a plete line of DIA- 
" IR \GM PL MPS of extra heavy 

ynstruction For use in Draining 
( “ellars, Excavations, Sewers, Quarries 
and Trenches Also as Bils ge Pumps 
» Dredges, Barges and \ essels 


Bull etin, Prices and Proposition 
gladly sent to Supply Houses 
and Dealers. Write today. 


The Frederick Iron & Steel Co. 


Frederick, Maryland 








When writing to 
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And still 


older Service 
records are a | 
coming to hight. revealing that 
Arquto Bearings scarcely ever 
wear out-never require atten. 
tron and never a drop of oil 


ARGUTO OILLESS —— 
> BEARING COMPANY §@) 


POR Wayne Junction, Philadelphia 
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BOLT ENDS 


A wonderful opportunity to hide unsightiy exposed bolt 
ends by the use of Ferry Patented Acorn Nuts has at- 
tracted the attention of engineers throughout the country. 
The neat, graceful appearance of these Acorn Nuts—their 


THE FERRY STEEL COVERED 


ACORN NUT 
The Ferry Steel Covered Acorn Nut has 
the advantage of permitting painting, 
galvanizing, Parkerizing, Sherardizing, 
Cadmium-plating, Nickel-plating, 


ability to iend a finished appearance to the product—1s 
as great as the cost is small. 
are especially adapted to Chromium Plating and are sup- 
plied Chromium Plated at an exceedingly small extra cost. 


Ferry Patented Acorn Nuts 


THE FERRY BRASS COVERED 
ACORN NUT 


The Ferry Brass Covered Acorn 
Nut is recommended where plating 
on brass is desired. It has the non- 
corrosive feature which is a strong 


HipE UNSIGHTLY EXPOSED 


Cross Section of Ferry Patented Acorn Nut, show- 
ing how steel hexagon nut fits snugly into shell advantage. 


STEEL COVERED ACORN NUT 


No. 


burnishing, polishing and buffing. 


No. Size: 4%" Across Flats 


Plain (For Painting). 

Burnished (For Plating). 

Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 
Burnished, Cadmium Plated and Buffed. 


Size: 34" Across Flats No. 
Plain (For Painting). 8. 
Burnished (For Plating). 9. 
Burnished, Sherardized and Burnished. 10. 
Burnished, Sherardized and Buffed. ll. 
Burnished, Cadmium Plated and Buffed. 12. 
Burnished. Nickel Plated and Buffed. 13. Burnished, Nickel Plated and Buffed. 
. Polished, Sherardized and Buffed. 14-11. Polished, Sherardized and Buffed. 
. Polished, Cadmium Plated and Buffed. 14-12. Polished, Cadmium Plated and Buffed. 
. Polished, Nickel Plated and Buffed. 14-13. Polished, Nickel Plated and Buffed. 


Size: %" Across Flats 
Plain (For Painting). 
Burnished (For Plating). 
Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 
Burnished, Cadmium Plated and Buffed. 
Burnished, Nickel Plated and Buffec. 
3-D Polished, Sherardized and Buffed. 
-E Polished. Cadmium Plated and Buffed. 
3-F Polished, Nickel Plated ard Buffed. 


BRASS COVERED ACORN NUT 


No. 

. Plain. 18. Plain. 
Nickel Plated—Barrel Plate. 19. Nickel Plated— Barre! Plate. 
Polished, Nickel Plated and Buffed. 20. Polished, Nickel Plated and Buffed. 

1 





NNN D US WN 


No. Size: %" Across Flats of " Across Flats Size: 1% " Across Flats 


H Plain. 5 
J Nickel Plated—Barrel Plate. R 
K Polished, Nickel Plated and Buffed. 17 


| | 
zt Ky x. SIZE: foe Across 
4 iw 


SIZE %" Across 
7 APPED: ee 
7 " 


lats 
‘“", 46" and 
inclusive. 


USS and SAE 


thread. 


Ze: 








SIZE: 


1344" Across 
lats 





TAPPED: %", %" 
and ‘," inclusive. 
USS and SAE 


thread. 





- 
He 
tL 














Tapped as 


TAPPED to \" %&" &" 
SAE desired 


USS or SAE 


Order by Number and Tapping—Samples and Prices on Request 


Write for Prices and Samples on our Chromium Plated Acorn Nuts 


“If it’s a Ferry Product you can depend upon it” 
THE FERRY CAP & SET SCREW CO. « CLEVELAND, OHIO 


PROCESS SCREWS 











